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GALVANOID 
Will Talk to 20,000,000 


OUR customers will hear the story. Every week they will listen 

to first class radio programs put on by the Wickwire Spencer Steel 

Company and the American Wire Fabrics Corporation. Incidentally, they 

will learn that all the window screen cloths made by these companies can now 

be identified by the gold strand in the selvage. We'll tell them to buy it from you. 

AMERICAN GALVANOID AMERICAN BRONZE AMERICAN PAINTED 
CLINTON GALVEX CLINTON BRONZE CLINTON PAINTED 

Radio Stations to Broadcast Gold Strand Message: 

WJZ, New York; WBZA, Boston; WBZ, Springfield; WBAL, Baltimore; WHAM, Rochester; KDKA, Pittsburgh; WJR, Detroit: }/ 

J agg WOC, Davenport; WOW, Omaha; WDAF, Kansas i 


WLW, Cincinnati; WEBH, Chicago; KSD, St. Louis; WGMS, Minne 
KVOO, Oklahoma City; WHAS, eo WBT, Charlotte; WSB, Atlanta; WFAA, Dallas; KPO, San Francisco; KI. 


os Angeles; KFOA, Seattle a 

AMERICAN WIRE FABRICS CORP., Subsidiary of WICKWIRE SPENCER STEEL CO. Woy 
General Offices: 41 East 42nd St., New York Western Sales Offices: 208 So. LaSalle St., Chicago \¥ Tra / 
Seattle Bey 


City; 








Worcester Buffalo Cleveland Detroit San Francisco Los Angeles 


WwIiCKWIRE SPENCER PRODUCTS’ _ 











Featuring Electrical Goods 
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Do You Realize? 

That one of the greatest advantages from. selling 
Little Giant Screw Plates is the replacement busi- 
ness in dies, taps, etc.? Dies, particularly, are usually 
sold to afford a generous margin of profit for the dis- 
tributor. 

Yet most distributors have an insufficient stock of 
dies, often because of inadequate facilities for keeping 
track of their stock. 


The New Die Case— 


We have therefore procured a number of die cases 
like the illustration. These are beautiful little cabinets 
with three drawers, each one divided into twelve parti- 
tions, providing facilities for carrying a large stock of 


Yittle Gient Dies. 


hogany and is a beautiful example of the cabinet 


Each one is made of solid ma- 


maker’s art. 


For Both Mill Supply and Hardware Jobbers 


If you do any over-the-counter business note that this 





cabinet is small, about 10” x 10” x 12”. It is attractive, 
made of genuine mahogany beautifully finished. Its 
hack—the side towards the customer—is attractively 
lettered with gold letters—stating that its contents are 
extra dies for Little Vict Screw Plates, a continu- 
ous reminder to your customers to buy. 

wholesale you need the 





If your business is 100% 
cabinet just as much, because its partitioned drawers 
afford the ideal place for carrying your stock of 
Little Giant Vies. 

It Costs You Nothing 


This handsome little cabinet whose value is about 
ten dollars will cost you nothing. It is furnished free 
to each ,@FD distributor placing an order for the 
stock of Little Giant Dies which our records show 
to be satisfactory for the average distributor. There 
are approximately 50 pairs of dies in this stock order 
and the cost to the distributor is under $50.00. Lack 
of space prevents us from giving full details here. If 
you are interested you are urged to use the coupon 


/ 


provided. 
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New York—15 Warren St. 








GREENFIELD F TAP AND DIE 
CORPORATION 
GREENFIELD, t MASS.,U.S.A. 

Chicago—13 So. Clinton St. 

Detroit—224-226 W. Congress St. 





Canadian Plant—Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario 
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E, the 


greater convenience 
of master painters, 
we now offer 





EAGLE Soft Paste WHITE LEAD 


For those master painters who 
desire a softer paste white lead, 
requiring no breaking up in the 
shop before it is sent out on the 
job, we now offer Eagle Soft 
Paste White Lead. 

This new paste—which we are 
calling Eagle Soft Paste White 
Lead—is made with 15% linseed oil, 
85% pure white lead. The original 
kegs can be sent unopened out on 


the job, where the paste is quickly 
thinned to pure white lead paint. 

Like our regular grinding, Eagle 
Soft Paste has the advantage of 
being pure Old Dutch Process 
White Lead, requiring 90 days 
for the making. 

In handsome new containers, 
100-lb., 50-lb., 25-lb., 12 %-lb.— 
same prices and trade discounts 
as our regular grinding. 


THE EAGLE-PICHER LEAD COMPANY »-_ 134 North La Salle Street, Chicago 
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Modern barrows like this have replaced 
the old wooden type 


T is only a few years since a “wheel- with a steel tray and steel wheel, and steel 
barrow” to the average man meant an _ channel legs besides. 
awkward all-wood affair — good Here is a home owner's barrow equal 
enough for one season, but split and in construction, workmanship, and looks 
loosened up when wanted next spring. to the finest contractor's barrow—lighter, 
More and more, the all-wood types have but made to last and sold at a figure which 
been replaced by modern steel tray barrows takes from the old wooden barrows even 
—as light or lighter, but stronger and more their last advantage of price. 
enduring. Now comes General ‘‘No. 100” See and compare General ‘No. 100”! 
Let us send a complete circular on General No. 100 and the 
names of General distributors from whom you can secure it. 


GENERAL WHEELBARROW COMPANY, 3140 East 65th Street, Cleveland, Ohio 
formerly The Akron Barrow Company 


Be aie Sas’ caiuien sienieaa ce ce oa 
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DIssTON 
wishes you 


a prosperous 


HOLIDAY BUSINESS, 


a happy 
HOLIDAY SEASON 


and 
a successful 
NEW YEAR 


A “FIFTY-YEAR” 
MEMBER 


“My hardware business was 
founded in Vineland, N. J., and 
moved to Moore, Pa., in 1888,” 
writes M. D. Gould. 


“I have personally sold Disston 
Saws continuously for fifty years, 


and always have a good display of 
them. 


“It is with pleasure that I enclose 
my 25-Year Club Registration Card.” 


MILO D. GOULD 
M. D. Gould, Inc. 





shoppers this season. Get your 
share of the tremendous sales that 
are made at this time every year. 
Feature the American Boy Saw 
as a leader to bring people in. It 
is an ideal boy gift. 

And there it is—right in your 
stock,—a regular year-’round seller. 


You run no risk of carrying over 
unsalable goods. 


Just a display in your window 


FEATURE THIS! 





Do a Profitable Holiday Business 


Do a brisk business with holiday 


and in your store at this time, will 
materially boost sales on this item. 
Then there are many extra sales 
that can be made to shoppers at- 
tracted in by the saw. 


It’s a real saw — this American 
Boy. Made of Disston Steel by 
skilled saw makers. One size only, 
20”, 9 points, in straight or skew- 
back pattern. Boxed attractively, 
one to a box with a Disston Saw 
Tool and File Book in each box. 





Developed after a careful study of 
the features the average man re- 
quires in a saw file. Designed so 
that even the unskilled saw user can 
do a better job of saw filing. 

A special cut—for hand saw fil- 
ing. It gives plenty of bite, yet 
cuts smoothly and wears slowly. 
Extra-slim—enabling the user to 
see exactly where and how the file 
is cutting in the tooth gullet. 





Moore, Pa. 


Blunt—a feature which enables 


A NEW DISSTON SAW FILE 
THAT WINS THE INSTANT 
APPROVAL OF USERS 


Deen eN Ng mmm 


Disston Extra-Slim Blunt Saw File 


the user to file with a uniform 
stroke, instead of the rocking mo- 
tion required by a taper file. It 
insures accurate filing. 

Made of a special Disston Steel 
and toughened by secret processes. 


Dealers! The Disston Special 
Extra-slim Blunt Saw File is selling 
rapidly wherever stocked. Ask your 
jobber, or write us for special sales 
plan, mentioning your regular sup- 
plier’s name. 


Published by HENRY DISSTON & SONS, INC., Makers of “‘The Saw Most Carpenters Use,” PHILADELPHIA, U. S. A. 
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ELECTRIC CLEANER 


This is the FIRST TIME 
that a real QUALITY 
CLEANER has been of- 
fered to the DEALER and 
JOBBER trade at a popular 
LOW PRICE. Because 

the Regal is NEW MER- 
CHANDISE, some very 
ATTRACTIVE TERRI- 
TORY is still open to both P 
JOBBERS and DEALERS. ’ 





THE P. A. GEIER COMPANY 
540-560 East 105th St., Cleveland, Ohio 


Manufactured in Canada by Continental Electric Co., Ltd., 
Toronto, Ontario 
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DEXTER 


Improved Nickeled Copper Washers 


EW important refinements in these sturdy, all metal washers mean 
new sales and profit possibilities for you. Every detail built to 
measure up to the highest quality standards, the greatest washing speed 
and efficiency. Discriminating women who demand “something better”’ 
seldom fail to choose these Dexter models in competitive demonstration. 


Double Tub Model NA-35-E 


Speedier, more efficient — more 
convenient to use than ever be- 
fore—you’ll find the improved 
double tub Model NA-35-E the 
most profitable of all washers to 
sell—the most satisfactory for 
your customers to buy. It’s a 
machine you’ll sell quicker, eas- 
ier with a minimum of selling 
expense. 


Single Tub Model NA-5-E 


No other single tub washer sur- 
passes the NA-5-E in the won- 
derful value it gives. New, 
improved features, finer quality, 
greater beauty, efficiency and 
durability. Women who prefer 
a single tub washer are quick to 
recognize in the NA-5-E all of 
the advantages they have wanted 
in a washing machine. 


Speed Your Washer Sales and Profits 
The complete line of DEXTER electric and gasmotor washers with our forceful 
dealer advertising and sales cooperation is bound to bring you the most profit- 
able washer business you’ ve ever had. Write today for full particulars and prices. 


Rochester Peoria Omaha Los Angeles 


Distributed from: ae Madison St. Louis San Francisco 
Columbus Minneapolis Kansas City Spokane 


The Dexter Company, Fairfield, Iowa 
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(seme ———— 
More Profits for You 


Mail the Coupon for Full Information 
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Sub Leadership 





— _ —— 


HURLEY MACHINE CoO., 
22nd Street and 54th Avenue, Chicago, III. 


Tell me the Thor Folding 40 profit story. 
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Retails 


§§22 


Complete 











cA No. 2 


Wooster Shasta 


‘Packed with 
| need Wooster Spray “Brush 


Your spray brush customers will 
need a good bristle brush for the 
small work and for trimming. 
With the WoosterSpray Brush they 
get the best bristle brush for the 
job (a No. 2 Shasta) all for $8.50! 











rea 











WOOSTER SPRAY 


© 1927, The Wooster Brush Co. 











Sesceteee. 
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Manufacturers 
of Fine Paint Brushes 
for seventy-seven years 


ERE'S a faster, more practical, easier to 

Operate spray brush for people who want 
to lacquer that way. Backed by the Wooster 
experience in the application of surfacing mate- 
rials it’s an air brush you can sell! Here’s a spray 
brush with the steady, even flow of a power out- 
fit, yet operated by hand. The big husky pump 
stores up a pound of air with each stroke. The 
operator is not fatigued by constant,—rapid 
pumping. It’s mechanically right. 


The outfit also includes one bristle “touch-up” 
brush (No. 2 Wooster Shasta) the standard brush 
for lacquering. That’s the combination you can 
sell, and the complete outfit is priced down to 
reach the big market. You sell the entire outfit 
at a good profit for $8.50. 


Take quick advantage of the popularity that 
exists right now in your neighborhood for spray 
guns. Put a Wooster Spray Brush in with your 
Lacquer display to attract attertion. Stage a store 
demonstration. Use the coupon to get this 
fast moving article on your floor right away. 


THE WOOSTER BRUSH COMPANY 
Spray Brush Division 
WOOSTER, OHIO 
Specialists in the application of surfacing materials for 77 years. 
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VALUE 


creates 


ourVolume 
of Sales. 


T 







HE demand which comes 
from all over the world for 
files stamped with our trade 
marks is the best evidence of 


their value. 


By carrying these files in 
our store, you will receive 
ocalized evidence of this de- 
mand in the form of steadily 
increasing sales. 


NICHOLSON FILE CO. 


Providence, R.1., U.S. A. 


—~A File for Every Purpose 
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This Xmas Card 


will sell more 








Fo 





| REPEATING RAZORS 

| fo you. Roaitre 
. 4) REPEATING RAZOR 
| EADY for you—a real live counter card, litho- a bi 
gtaphed in full colors, 9 inches by 12 inches, 

a with a gift appeal that will sell Schick Repeating Razors for you during the 

& holiday season. 

: The Schick is a most appropriate Christmas gift. Ready consumer acceptance 

a has proved this, and the distinct advantages of this five-dollar shaving tool have 


placed it in a class by itself. Dealers all over the country are quick to take ad- 
vantage of this fact—and now, during the holiday season, are putting more punch 


behind this profit-maker than ever before. 
Full-page Saturday Evening Post advertising will feature the Schick 


as a Christmas gift. Tie up your store with this national campaign 
by displaying the combination counter-window card and featuring 


the “Schick.” 
Your efforts will be doubly productive and your profits materially 


increased. 


S E N D ye ae COUPON N O W 





This razor changes its own blades Magazine Repeating Razor Company 
285 Madison Avenue, New York 


with a pull and push of the plunger. 

It is now made in heavy silver plate Please send me at once and without charge or 
: obligation _____Schick Christmas counter- 

and heavy gold plate. Silver plate re- ee 

tails for $5.00 — gold plate for $7.50. 

Each razor comes with 20 blades. 

Extra blades—75c per clip of twenty. Sn a 

In Canada: Gold plate $10.00—silver 

plate $6.50. Blades $1.00 per clip. . Print saath and aadress clearly 
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Never, in the history of the industry, has there been a washing machine 
idea that went over with the speed of the SPINNER. At the end of 
eight months this infant has won for itself a leading place in the industry 


—and is there to stay. 


—it brought to this factory—unsolicited—a majority of the keenest, 
foremost, established distributors; men who could see—in advance— 
that to be without the SPINNER meant taking second place. 


‘Gew ABC 


Ss mann LAIN Washer 
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—it brought to these distributors—unsolicited—an army of select, 
wide-awake dealers who knew—in advance—that the SPINNER would 
be good for generous profits, from rapid sales and little service, for 
years to come. 


—it brought to these dealers—unsolicited—the highest type of re-sale 
men the industry has ever known; keen fellows, quick to recognize— 
in advance—the exceptional commission opportunities through fewer 
calls and faster sales. 


ABC SPINNER sold itself to distributors, dealers, re-sale men—and 
it sells itself to the public, with less sales help, than any washer you 
ever stocked. 


Three outstanding features are responsible for this unmatched success— 
fast, efficient SPINNER drying—fast AGITATOR washing—ever- 
lasting PORCELAIN enamel. 


Only in A B C SPINNER can you offer all three. These, with a dozen 
other powerful selling points, are the things that pep up sales depart- 
ments, attract the highest class of 
retail salesmen, and get the lion’s 
share. 


You’ve been thinking, for many months 


That Sold Itsel 





about taking on this winner. Do Early in 1928 the 
something QUICK. Dealers who con- 
trol the ABC SPINNER are con- ABC SPINNER will 


trolling th hin hine busi 
rolling the washing machine business be available with 


in their territories. 


If you want a washer that pushes built-in gasoline en- 


you in place of one you have to 


push—wire or write for the dis- gine for sale in rural 


counts that dealers tell us, coupled 
with demand, offer the best money communities. 
making washing machine oppor- 
tunities for 1928. 











SPR Pasi 


{Est. 1909} PEORIA, ILL. 


SPINNER 


The PORCELAIN Washer 





ALTORFER BROS. COMPANY 
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Y our store’s best booster 
A knife that stays sold! 


STorRES, like people, are often judged by the Jittle 
things. 

Of all the items you carry, how many are more 
important to your reputation than pocket knives? 

Sell a fine knife and you make a friend as well as 
a profit. Sell a poor one and you lose, both ways. 

Many a dealer has found he can build nice busi- 
ness on the quality of Robeson Spurgage knives. 
They are confidence-breeders. 

No come-backs due to binding joints—broken 
springs—spreading ends! No sarcastic remarks 
about edges that don’t cut. Robeson gpuntage 
knives are right—in materials, in workmanship, in 
performance. 





2 NR RENAE RTE EAN IORI AMIRI AM A OEE 


ccna AED LTE EE 











HARDWARE AGE for DECEMBER 8, 1927 








GI Se ee 





tiene faosbaernic parte ry 


And this is a complete line, in every sense of the 
word. 

Husky knives for husky youngsters. Watch- 
chain knives to sharpen the pencils of business or 
file the nails of society. Special tool-blades that de- 
light radio fans. Knives for farmers—for fishermen 
—for hunters. 

The Mastercraft model that won’t bind—opens 
easily and snaps closed. PocketEze models that 
can’t wear out pockets. Every one a Spunédee— 
which definitely means a sure-cutting edge on every 


blade. 


.. And women don’t return these 


well-made household knives 


In the kitchen or on the table, Robeson spurkdge 
knives build good will for you. . 

The handles don’t work loose. The blades are all 
well tempered and strong—made of Stainless Steel. 

Every shape‘and every size, from the little curved 
grapefruit knife to the big, sturdy carver. Each 
designed for a definite purpose and built to last for 
years. 

Becoming more popular every day are the new 
snwitdge paring knives with colored handles. They 
fit right in with the present vogue for colors in the 
kitchen. 

Ask about our unusual display cases. We have 
them in several styles. 


Made by 





Every knife in the complete Robeson 


Shwrkdge line is guaranteed free 


from imperfections of material and 
workmanship. 


RoBESON ROCHESTER CORPORATION 


New York Office and Display: 
200 Fifth Avenue 





Factory and Main Offices: 


Rochester, N. Y. 


































There is no element of chance in sell- 
ing “W&B” Screw Wrenches. They 
have been profit-makers for a genera- 
tion and they will be for the years to 
come. GOOD tools always find a 


market. 


Williams’ ‘““W&B” Screw Wrenches 
are superior. The head and bar are 





New York 


J. H. WILLIAMS & CO. 
“The Wrench People” 
BUFFALO 


SCRE 
WRENCHES 





drop-forged in one piece from selected 
steel. The solid steel screws are easy 
acting. The handles are of seasoned 


hardwood. 

Every one is backed by Williams’ 
guarantee, which in itself means long 
service and satisfied customers. Send 
for literature today. 





Chicago 
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ITH motor cars and every 
other type of machinery on 
a Timken-equipped basis, 
Timken excellence is universally 
appreciated. 


Thus the strongest kind of a sell- 
ing point is built into any house- 
hold appliance equipped with 
Timken Bearings. It is a better 
machine, a better-selling ma- 
chine, and it stays well sold. 


Service complaints and service 
costs are guarded against by the 
permanent endurance of Timken 
Bearings; while Timken friction- 
elimination lowers the operating 
cost and stops the risk of under- 
lubrication. 


The Boss Washing Machine 
Company gives you these 
Timken advantages, as do many 
other favorably known manufac- 
turers. That is what helps to 
make them favorably known! 


THE TIMKEN ROLLER BEARING CO. 
cS & WT osa, O H I O 


IN 





Tapered 


ROLLER BEARINGS 




















STUDEBAKER. 


Delivery Cars Offer Dependability 
Proved by Record of Mile-a- 
Minute for 24 Hours 


Studebaker established a new record for stock cars listing under 
$1400 when a Studebaker Sedan recently covered 1483 miles in 
24 hours (total elapsed time), averaging 61.795 miles per hour. 


The fact that the same power plant and essentially the same chassis 
are used in the new %-Ton Studebaker Delivery Car proves the 
remarkable reliability, power and stamina of this new delivery unit. 


Long before the new 34-Ton Studebaker Delivery Cars were intro- 
duced, tests for stamina, power, and economy were continually 
being made on Studebaker’s 800-acre Proving Ground. These 
tests were far more gruelling than would ever be imposed in actual 
service. But when the cars received the final O.K. of Studebaker 
engineers, they were satisfied that these new delivery units would 
fully sustain Studebaker’s reputation for long life and depend- 
ability. 


Already keen buyers of delivery equipment have purchased hun- 
dreds of these units and unhesitatingly endorse them. W. G. Siver, 
hardware dealer in Waukegan, Illinois, writes, “We take this op- 
portunity of expressing our extreme satisfaction with the perfor- 
mance of our Studebaker Delivery Car. We are particularly im- 
pressed by the public reaction to the unusually attractive design of 
this commercial car which is worth a great deal to us in advertising.” 
Many others in widely varying lines of business praise the quality, 
power, appearance, and stamina of their Studebakers. 


But even the approval of scores of merchants, who are buying 
Studebaker Delivery Cars each month, is secondary to the approval 
these cars receive from the general public. In the final analysis 
it is that fixed impression of quality and prestige, which these 
cars create for merchants using them, that places the 
Studebaker deliverytinits in a-chass.by 


themselves. 


Panel or Screen 
Type 


$1195 


f. o. b. factory 
Complete 
Body & Chassis 
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Reb artson Brothers 

















90! DEVON AVENUE 
Je/ephone Main 607: 












































ALL OVER TOWN 


Studebaker Delivery Cars Advertise 
the Quality of Your Store 


Because your delivery cars are the ambassadors of your store, and fre- 
quently are the only direct points of contact with your trade, they should 
reflect the character of your business house. 


Distinctive in appearance and possessing excellent lines which are en- 
hanced by an attractive color combination, Studebaker Delivery Cars 
have definite advertising value. Constantly on the streets in every part 
of town, Studebaker Delivery Cars bearing your firm name are always 
before the eyes of the public. 


In addition to their beauty Studebaker Delivery Cars possess the three 
major qualifications demanded of a practical delivery unit—Power— 
Capacity—Economy. At the low price of $1195, f.o.b. factory, these cars 
are unequaled in value. 













































shipments are 
assured in the fol- 
lowing items. Sold in 
sets or as individual 


pieces—all made in colors 


5-Piece Pantry 


Sets 
Cake Closets 
Bread Boxes 


Drop -door Bread 
and Cake Boxes 


Pie and Cake 
Covers 


Roll-top Bread 


XeS 


Flour Boxes 


Sav-Ur-Bak Dust 
Pans 
Sink Cleaners 
— Dust 
ans 
Kitchenette 
Pantry Sets 
Match Safes 
Round Trays 
Waste Paper 
Baskets 
Kitchen Garbage 
Can 















OLORS—every color of the rainbow— 
Colors that earn smiling appreciation 
from the housewife—that is the new and defi- 
nite style note in kitchen ware—the greatest 
theme in the world of decoration today. 


What a limitless sales opportunity is pre- 
sented you, Something new to talk about— 
to advertise—to sell and profit by! 

In red, blue, gray, green, white and yellow, 
the Nesco Rainbow line of Japanned Ware 
provides you with the merchandise you need 
to supply this already created market. 


There are sixteen items in the line — all 
made in a combination of color tones to 
meet the most exacting taste. Their smooth, 
hard, glossy surfaces are long-lasting and 
retain their immaculate brightness, 


The theme of color in the kitchen is spread- 
ing like wildfire. Nothing can stop it. Order 
sufficient quantities for a big holiday and 
spring business. Display the Rainbow Line 
in your windows and on your counters. Get 
your order in now, 


Literature describing the complete line 
will be mailed upon request. Send for it. 


Nationa ENAMELING €& StampInc Co., Inc. 
425 East Water Street, Dept. N-12, Milwaukee, Wis. 


Factories and Branches: 
Milwaukee New York Chicago Philadelphia 
St. Louis Baltimore Granite City, Ill. New Orleans 
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No. 777 ~ Flexible—Soft Center 


" No. 888 ~ All-Hard 







CENTER 





’Hast-cutting 
Hack-saw Blades 


famous for temper and cut 


No. 888. Goodell-Pratt ALL- 
HARD hack-saw blade is made 
from high-grade, hot-rolled steel, 
025 inch thick, with length run- 


No. 777 FLEXIBLE has hard 
back and teeth, with soft center. 
It is not apt to break when sub- 
jected to severe twists and side 


















ning with grain. 


The teeth of all Goodell-Pratt hack-saw blades 
are formed, sharpened and set, and the holes 


are punched by our own spe- 
cial labor-saving machinery. 
Every step in the hardening 
and tempering process is con- 
trolled by electric devices. 


These blades are continu- 
ally tested by us, under actual 
shop conditions, in order to 
guard against any deviation 
from our high standard. You 
cannot buy better hack-saw 
blades at any price. 


GOODELL-PRATT COMPANY (Godopnsithe 
i, 


GOODELL PRATT, 


1500 GOOD TOOLS 


| 


We also make special tool-room hack-saw 
blades, and “ar .028, .035, .050, and .065 





GOODELL-PRATT HACK. 
SAW BLADES ARE MADE 


14 teeth to the inch 
For Iron and Steel Rods or Bars 


20 teeth to the inch 
For Brass Tubing or Pipe 


24 teeth to the inch 
For Soft Metals or Light Tubing 


32 teeth to the inch 
For Thin Steel Sheets or Tubing 


Regular blades, 14 teeth to the 
inch, will always be shipped 
unless otherwise specified in 
ordering. 











GREENFIELD, MASS. 


\ 






















strains. 


hack-saw blades in all lengths 

for power machines. Com- 

plete details of the full line of | 
1500 Good Tools, for carpen- 
ters, machinists and me- | 
chanics, are covered in our 
400-page catalog, which will 
be sent you free on re- 
quest. No finer tools are 
made than those that 

bear the name of 


Goodell-Pratt: 
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Lig keep millions of bolts within the 
same unvarying limits of strength and 
accuracy requires a constant checking of 
limits at every stage of their manufacture. 


The steel from which Empire New Process 
Bolts are made must be uniform as to quality, 
not only today, but to- 
morrow, next month, 
next year. The marvelous 


automatic machines that 





fern Bucking Gener! Monnr Pilg Pacary 
CHICACO 


EMPIRE g BOLTS 


STRENGTH 


Ova = 8 








RUSSELL, BURDSALL & WARD 
® BOLT & NUT COMPANY © 


PORT CHESTER.NY. 


DETROIT ROCK FALLS, is, “jeaTTLE An FRANCISCO 
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From Steel 
Mill to Ship- 
ping Case 


~\ > held to un- 


The secret of 
the marvelous 
accuracy and 
strength of 
the Empire Bolt 


form the head must be unfailingly accurate. 
The dies that form the Empire New Process 
thread must never vary from their gauge-like 
limits. The heat treatment must unfailingly 
keep the tensile strength above 80,000 Ibs. 


The day-in and day-out accomplishment of 
these seeming impossibil- 
ities is the reason there 
is only one Empire New 
Process Bolt. 
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, Pipe 
Wrench 





Screw 
Driver 


You can assure your customers that if “‘it’s a 
_PEXTO” you have sold them a tool that is of 
highest quality, fully guaranteed as to work- 
manship and material and a tool that is de- 
signed to do properly the work for which it is 


intended. Drawknife 





The PEXTO line covers a great variety of Expansion 
Mechanics Hand Tools, and if you do not have Bit 
our No. 26T Catalog on your desk or in your file 
we would be glad to furnish you with one. 










The Peck, Stow & Wilcox Company 
Southington, Conn., U. S. A. 


Worth While Tools 


No.8010D 

















Angle 
Wrench 























A convenient new type tire gauge 


Schrader announces a new type of tire 
gauge, fitted with six-inch extension. 
Built on Schrader direct-action principle 


ERE’S a new type Schrader Gauge—with a 
six-inch extension that makes tire-testing 
easier than it has ever been before. 

This new gauge was originally developed for 
dual pneumatic tires—to make it easy to test the 
inside tire without stretching the arm through the 
hand-hole in disc. 

But it has also been welcomed by garage men, 
service stations and motorists too! It is difficult 
to “lose” and extremely easy to use. 
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This is the Schrader No. 5987 Bus Balloon Tire 

Gauge with extension. All other types of Schrader 

Gauges are also obtainable fitted with this new 
and convenient six-inch extension. 





All Schrader Gauges are now available fitted 
with this six-inch extension. Note the followirz 
numbers when placing your order with your 
regular supply house: 


No. 5962 Truck Tire Gauge, calibrated 30-170 lbs.; 

No. ol Bus Balloon Tire Gauge, calibrated 15- 
70 Ibs.; 

No. 6031 High Pressure Cord Tire Gauge, cal- 
ibrated 20-120 lbs.; and the 


No. 6032 Balloon Tire Gauge, calibrated 10-50 Ibs. 


Order a supply of these new type gauges today. 
You'll find them mighty easy to sell. 


A. SCHRADER’S SON, Inc., BROOKLYN, N. Y., Chicago, Toronto, London—SUBSIDIARIES: Akron, Paris, Los Angeles 


Schrader | 


Makers of Pneumatic Valves Since 1844 


THEVA 


FIRE GAUGES 
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HEYRE the four types of Meisselbach 
Reels—trout, bait-casting, level wind and 
surf. They can’t be beat as fast sellers 
and money makers, because they offer 
the biggest and best value for the fisher- 
man’s dollar —and fishermen know it. 


In every one of the four types there are many 
different sizes and models—thirteen in all, from 
$7 to $36. Every one of the most modern design, 
made of the finest materials money can buy, and 
built with the precision and care of a fine watch. 
Ample line capacity, just the right weight, silent, 
and smooth-running as silk without the 
slightest vibration. 


Meisselbach Reels are advertised in all leading 
sportsmen’s papers and they are the only reels 
advertised the year ’round. 


Sell them? You couldun’t help it. And every 
Meisselbach sold means an enthusiastic customer 
o who'll appreciate the fishing joy you’ve given him. 

e Send for samples and prices, and our plan to help you sell. 
O THE A. F. MEISSELBACH MFG. COMPANY 
Elyria, Ohio 











Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N.Y. Southern Representative: Louis Williams & Co., Nashville, Tenn. 






Western Representative: Fred Goetz, 1077 Lincoln Ave., Milwaukee,Wis. | Far Western Representative: Phil.B. Bekeart Co.,717 Market St., San Francisco,Cal. 
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It’s the New Idea 








Skate manufacturers of the longest experience 
in the country (over 70 years), produced this 





great improvement in tube skate design. 
Skaters appreciate its strength and lightness, 
with the comfortable heel bearing as in every 
day walking shoes. 

Winslow’s Tube outfits are furnished in racer 
or hockey models, nickel or aluminum finish. 


The Samuel Winslow Skate Mfg. Co. 


Worcester, Mass. 
New York Sales Office and Warehouses, 85 Chambers Street 


WINSLOW'S 
Skates 


IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








KIDDIE KAR 


Trade Mark 


“KIDDIE” Vehicles 


Trade Mark 
The original and still outstanding leaders in vehicles for 
tiny tots—KIDDIE KAR, KIDDIE PEDAL KAR, and 
KIDDIE KAR STROLLER all are protected under basic 
KIDDIE KAR patent now sustained by United States 
Circuit Court of Appeals, Second Circuit. 


H. C. WHITE COMPANY 
NORTH BENNINGTON, VT. 


ae Kar, Kiddie-Pedal-Kar, Kiddie- Kiddie-Koaster, 
Kiddie-Skooter, Kiddie-Kar Stroller, ddie-Tender. 











Soaring in Popularity 


LINDY’S 


w! Own Plane 
with sufficient ex- 


fie tra parts to assem- 
“Spirit of St. Louis” 
Aeroplane ble 15 different 


Construction Set models. 
CAN BE RETAILED AT $1.50 


Catching on fast. Every boy is eager to know Aeroplane 
Mechanics. Will be in demand the whole year ’round. 
JOBBERS: Write for wholesale discount. Quote in your 1928 Catalog 


METALCRAFT CORP., 4215-25 Clayton Ave., ST. LOUIS, MO. 






























Bells and Bell Toys 
For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 














Toy 


Sales... 
Bring Other Sales 


Little Willie Brown can get a lot of 
enjoyment out of a good sturdy toy, 
and you can get a lot of business out 
of selling it to him. 


It won’t be lo before Wiillie’s 
father will need a few tools and Wil- 
lie’s mother will have to have some 
new kitchen utensils. 


Mr. and Mrs. Brown will naturally 
buy more of these things from the 
hardware men who pleased Willie so 
much with that new toy. 


How to please Willie is a problem to 
which the second issue of Hardware 
Age every month is largely devoted. 
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Wire for Holiday Stock! 
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Buddy L 


CHEST OF TOOLS 
Instant Shipment Now 














Wonderful seller. Appeals to both boys and dads. FOUR NUMBERS IN THE LINE 
Packed with real tools—not toys. Tools made by 
firms like Disston, Stanley, Greenlee Bros. and others 
just as famous. 





No. 435 items, retails at $25.00. No. 3—26 items, retails 
at $20.00. No. 2—23 items, retails at $15.00. No. 1—20 
items at $13.50. 


& Steel bound red and black chest (24x12x7 inches) 
Fe fitted with handles and genuine Corbin lock. Inside All chests standard size. Made by the builders of famous 
= and out this Buddy “a2” 46 a6 finely made and so 3uddy “L” all-steel indestructible TOYS for BOYS. 
ee fully equipped as to instantly take first place in the Wire for Holiday stock. Immediate shipment. Usual trade 
24 hearts of all boys who want to build and all dads discounts. We honestly believe this gift is so good not a 
who want to tinker. dealer will carry over a single Buddy “L” chest of Tools. 
MOLINE PRESSED STEEL CO., Dept. H.A., East Moline, Illinois 


Builders of the World Famous Buddy “L” All Steel Playthings 
New York Office—200 Fifth Ave., Room 320. San Francisco Office—Mr. Sweyd, 788 Mission Street. 
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For all Kinds of Customers 


Everyone has use for a good 
ratchet screw driver either at home 
or in the shop. 

An entirely new idea in ratchet 
mechanisms gives this screw driver 
exceptional wearing qualities that 
have been proved by actual tests. 





Selling Points of Stanley Ratchet Screw Drivers 


1. Blades are made of high-grade tool steel; 


carefully forged, hardened, and tempered. 
2. The ratchet mechanism is of the most sub- 
3. All parts are machine-made and _inter- & 
u 








stantial and durable type. 
changeable. Those subject to wear are specially 
hardened. 


4. Cocobolo handles are securely attached to 
the mechanism with tapered steel pins. 





5. Made in two styles of tips—regular and 
cabinet-makers. y 


THE STANLEY RULE AND LEVEL PLANT ‘tanley Ratchet Screw Drivers 
Nos. 215 and 216 


NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 





(STANLEY ] 
~_(Sw) 











STANLEY TOOLS 
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TEMPER 


KELLY “KAMP AXE”  cenrecr (ity 


A practical, serviceable, high grade tool 










Rustless luster black finish 
14-inch Hickory handle 
stained walnut or forest 
green 


Genuine, high grade leather 
Sheath 





A 
CHRISTMAS GIFT 
for Hunters 
Campers 
and 


The Boy 


A Handy Tool for 
the Automobile Kit 
and for 
General Household 
Use 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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ERE it is!! an all weather door hanger for 

barns, garages, storages and other build- 

ings!! Examine its splendid features so 
plainly pictured!! They mean better door service 
for your customer!! They mean more business 
for you. 


Sturdy, compact, and powerful!! light operating, 
weather resisting, long lasting!! designed and fin- 
ished to please the eye!! built for superior door ser- 
vice—Myers New-Way Giant Door Hangers and 
Tubular Girder Steel Track (the track with the 
peculiar curve) provide a perfect system for year 
through sliding doors on any building. 


Just one size—for any size or weight of door—track 
in convenient lengths for any width of opening—re- 
duces stock requirements to the minimum but per- 
mits of widest customer satisfaction. 





BIRD-DUST AND 
VERMIN PROOF 
WITH OR 
WITHOUT 
COVER 





Other equally popular Myers Door Hangers include 
both Stayon and Tubular styles for sliding doors 
on any building. Our new Catalog, No. DH28, show- 
ing and listing the complete line, is now ready for 
distribution. 












Write or wire. 





MYERS NEW-WAY GIANT 
BULAR GIRDER TRACK 







ADJUSTABLE 
MOVES DOOR 
TO OR FROM 
BUILDING. 























DOOR IS RAISED 
OR LOWERED 

AS DESIRED» 
Take 


et lfiemens. 2 


7 F-E.MYERS & BRO.& 
ASHLANDB, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS. HAY and GRAIN UNLOADING TOOLS - BARN, FACTORY and 
RAGE DOOR HANGERS: STORE LADDERS, Etc. 
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‘substitute for 





There is no 





Maydole quality 


Press-forged special tool steel heads—selected, 
clear, second-growth, air-dried hickory handles, put 
together “for keeps” and with a “hang” that has 
never been equalled—these plus the Maydole repu- 
tation and Maydole advertising mean sales for you. 


If your stock of Maydoles is incomplete, get in touch 
with your jobber. He has standard assortments and 
a complete range of styles and weights. 


Let us mail you Catalog “‘C” and attractive counter 
y' s 


cards. 


May HAMM. of ole 


ialanes 


The David Maydole Hammer Co..Norwich, NY 
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A NEW WINTER PROFIT-MAKER 
the perfect anti-freeze 


EVEREADY 


PRESTONE 


While the initial cost of Ever- 
eady Prestone is more than that 
of ordinary anti-freeze solu- 
tions it is economical to use 
because there are no replace- 
ments all winter, except to add 
water. A can of Eveready 
Prestone contains the pure un- 
diluted product —no water. 
For use in automobile radiators 
water is added according to 
the degree of protection de- 
sired. One gallon of pure 
Eveready Prestone is equal in 
protection value to two gallons 
of the usual water-diluted anti- 
freeze solutions. Eveready 
Prestone is put up in 1-gallon 
and %4-gallon cans. 








Trade-mark 


(ETHYLENE GLYCOL) 


For the preparation of anti-freeze solutions as covered 
by U. S. Patent 1213368 


VEREADY Prestone is the kind of 
anti-freeze the motorist has been 
looking for for years. One filling gives 
definite, permanent protection the whole 
winter through. When put in the radi- 
ator it is diluted with water, the propor- 
tions of Eveready Prestone and water 
depending on the temperature range for 
which protection is desired. 

No amount of use causes Eveready 
Prestone to deteriorate. It never clogs 
the cooling system. Never leaves de- 
posits. Never gets gummy. It offers per- 
fect protection against freezing without 
the trouble and annoyance of replace- 
ment and replenishment, except to add 
water, which may pass off in the, form 
of vapor. 

Eveready Prestone is not an experiment. It has 
been thoroughly tested and endorsed by leading car 
manufacturers as well as thousands of automobile 
owners. 

A national advertising campaign is telling car 
owners everywhere about Eveready Prestone, the 
anti-freeze that provides permanent protection with 
one filling—that does not evaporate or boil off, or 
mar paint, or smell, or burn. This advertising is 
creating thousands of prospects anxious to protect 
their cars with the best anti-freeze available—with 
Eveready Prestone. 

There is nothing else like Eveready Prestone. 
No other anti-freeze is an adequate substitute. Get 
in touch with your jobber right away and stock up 
with this new winter profit-maker. . Be prepared to 
serve your customers. 

Manufactured for 
NATIONAL CARBON COMPANY, Inc 
New York San Francisco 


by CARBIDE AND CARBON CHEMICALS CORPORATION 
Units of Union Carbide and Carbon Corporation 
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/ Superior! ty 
Gives complete protection 
Does not boil away 
Positively will not dam- 
age cooling system 
Will not heat up a motor 
Will not affect paint or 


varnish 
Non-inflammable 


Odorless 


Does not become viscous 
at low temperatures; will 
not decompose at high 
temperatures 


Never deteriorates—eco- 
nomical to use 
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o Automobile Has lade 


the Cap Serew 


The coming of the automobile made necessary better materials, better 
methods and more exacting requirements, and absolutely demanded 
something better or stronger than the old style soft steel commercial 


Cap Screw with a tensile strength of 60,000 pounds. 


It has been our good fortune to have worked closely with the engineer- 
ing and metallurgical departments of leading automobile companies 
during the development of high tensile cap screws. 

And a definite tangible result of this contact is the Foster Super- 
tensil Cap Screw—a cap screw having a tensile strength of 100,000 
pounds per square inch, a margin of strength over ordinary cap screws 
that means ability to withstand extraordinary stresses and strains. 
Samples and prices on request. 


THE FOSTER BOLT & NUT MFG. COMPANY 


CLEVELAND CHICAGO 
Union Ave. and East 72nd St. 6249 to 6265 West 65th St. 


Telephone Broadway 0840 Telephone Hemlock 4484 


FOSTER 


upertensil 


Cap Screws 
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The Work They Do 





Makes File Sales Easier 


Quality, reputation and cutting ability are 
factors which go toward making the con- 
stant demand for SIMONDS FILES. You 
can sell these files faster, and at a good 
profit because they meet the requirements 
of not only the regular file user, but also 


the man who needs them in his personal kit. 
Practically every kind of files used in in- 
dustry are made in Simonds finely equipped 
factory. 

When you order again from your jobber 
call for a few dozen of these files. 


SIMONDS 


SAW and STEEL COMPANY 


ESTABLISHED 1832 


{HARDWARE DEPARTMENT 


FITCHBURG, MASS. 
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THE AMERICAN FORK & HOE COMPANY 








It Is the Guarantee of 


(Tool manufacturers for over 100 years) 


that this tool is the best of its kind—in design, in 
quality and in workmanship—that could be made at 











the time of its manufacture. 


We have always been the leaders in Progressive developments in tool-making. 
We welcome criticisms of our tools and suggestions for their improvement. In 
fact, we not only welcome these, but try to induce them by offering to properly 
compensate the senders for any ideas that, on test, prove worthy of adoption. We 
eo a special department to receive and consider communications of this 
ind. 

If you have not read our new book entitled “TRUE TEMPER TOOLS—WHAT 
ARE THEY—WHO MAKES THEM and HOW CAN THEY BE USED 
PROFITABLY” we would like to send you a copy. Please address Depart- 
ment “G.” 


The American Fork and Hoe Company 
General Offices, Cleveland, Ohio 


Makers of Farm and Garden Tools for Over 100 Years 
When better tools can be made, we will make them 
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| FENCE 
' AND PRODUCTS 


VROPERTY PROTECTION PAYS 








up the Profits of this Season’s 
Lawn Fence Business ~ ~ ~ 
DID YOU GET YOUR SHARE? 


Under today’s living conditions more and more home 
owners see the necessity of fencing their front and back 
yards. 


This year, as every year, the lion’s share of the business 
went to dealers who pushed Cyclone “Red Tag” Prod- 
ucts. Still more important is the fact that these dealers 
took the lion’s share of the profits. Every dealer who 
specializes on fence knows that Cyclone ‘Red Tag” is 
the easiest fence to sell. Nationally advertised for years. 
The only fence that buyers know. Volume sales and 
Fei Cr quick turnover with least selling effort. 
Ae Heelys If you are not one of the dealers who made money on 
QUESTION AY! rg to place your specifications now on Cyclone 
“Red Tag” Products for the spring fencing season, and 
watch your fence sales grow. Your jobber can supply 
you. 








CYCLONE FENCE CoMPANY 
Main Offices: Waukegan, III. 


Works and Offices: North o. Illinois; Cleveland, Ohio; Newark, N. J.; Fort 


orth, Texas. 


Pacifie Coast Distributors: Standard Fence Co., Oakland, California; Northwest 
Fence & Wire Works, Portland, Oregon. 





They look for 


the “Red Tag 

Gyclone «.: *= 
REG.U.S.PAT. OFF. : — 

\ sed (oa 


Fence.’°Gates 


© ©. F. Co. 1927 
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—— by the keenest 
buying “tw dy in the country 


As quality is always a first consideration 
with us we know that the metal used in 
our rivets is absolutely “right” to start 
.with. This is also true of the fabrication 
of the metal into the finished product. As 
proof of these statements we invite a com- 
parative test of the driving and setting 
qualities of our rivets with those of other 
make. 


WATT 


TUBULAR RIVET & STUD 


cat toreetete COMPANY 


J. T. McDEVITT 


Sen Franciscey California BOSTON 
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AMERICAN ) =a 


e+ Appliances oxo 


$< Complete Gas Gooking. 
Heating. Lighting Service 
ae for Homes without City Gas 


Use American Appliances 
In Your Christmas Windows 


PROMINENT display of American Appliances has a double value right now. First, 
because American Appliances are seasonable; second, because they are always in special 
demand during the Holiday season. 
American National advertising is telling your customers about these fine modern con- 
veniences for the home and camp; let your windows tell them where to buy. 

Sales helps—window and counter displays, imprinted 

folders, movie slides, newspaper ads, etc., sent on request. 


AMERICAN GAS MACHINE COMPANY, Inc. 
NEW YORK, N. Y. ALBERT LEA, MINNESOTA OAKLAND, CALIF. 
Prompt shipment from warehouse stocks in 45 cities 
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has agreed to knock extra hard 
on the doors of dealers having 
McKinney Forged Iron Knockers 
on display. 

It wasn’t hard to persuade him. To 
be ready for him was the first 
requisite —and with Forged Iron 
Hardware by McKinney on hand 
that condition was fulfilled. In fact, 
the rest was scarcely more than a 
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matter of routine, for Opportunity 
has to knock when conditions are 
made right for him. 


Along with McKinney knockers 
goes forged iron hardware of every 
essential sort, and in six rare de- 
signs, authentic of the best in the 
art of the old-time craftsmen; for 
McKinney possesses that rarest of 
virtures, the ¢rue spirt of genuineness. 


Write for the McKinney Catalog and meet Opportunity halfway. Forge Division, McKinney Mfg. Co., 
Pittsburgh, Pa., Offices: New York, Baltimore, Chicago, San Francisco, Montreal, Toronto 


McKINNE Y 


FORGED IRON HARDWARE 
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By Llew S. Soule 














Prosperity—Volume or Actual 


S this an era of Prosperity? 
The answer, from a business standpoint, depends 
upon what we consider prosperity. If the mere 
doing of a tremendous volume of business in manufac- 
turing, distributing and selling merchandise signifies 
prosperity, then we are undoubtedly prosperous at this 
time. 


To our way of thinking, however, prosperity in busi- 
ness cannot be measured by merchandise volume, unless 
that volume also reflects a reasonable profit all down the 
line. The only real yardstick of business prosperity is 
the amount which is left for the manufacturer, wholesaler 
and retailer after every conceivable cost has been taken 
from the total which the consumer pays for the mer- 
chandise he buys. 

Right now, the “amount which is left” is, generally 
speaking, small—too small for comfort. There are too 
many business concerns working on abnormally narrow 
margins of profit. Until we can either decrease the 
costs or increase the margins, business must be content 
with volume rather than actual prosperity. 

Meanwhile the wage earners, who, as a class, repre- 
sent a large part of the consuming public, are exceed- 
ingly prosperous, and the condition of the farmer is 
showing marked improvement. There is plenty of money 
in circulation, and no indication of a buyers’ strike. 


The two flies in the ointment are general overproduc- 
tion and too much competition for the consumer’s dollar. 
Overproduction entails costly high pressure selling, 
while the mad scramble of “everything under the sun” 
for a part of the available buying power is, to say the 
least, expensive. 


Hardware today is competing with anything and 
everything that money can buy. At the same time there 
is a decided lack of cooperative effort to see that hard- 
ware gets its full share of the money spent. There is 
too much internal competition and too little competition 
of the trade as a whole against the field. Also, there is 
far too little cooperation in the matter of reducing the 
general overhead cost in the hardware industry. 

The Hardware Council definitely recommended cer- 
tain things for each branch of the industry to do, in the 
interest of more efficient distribution. 

It recommended among other things that manufac- 
turers: 


Have a clear-cut distribution policy and live up to it. 
Provide adequate compensation for the service of its 
distributors. 


Adjust package quantities to fit the retailers’ require- 
ments, particularly the goods of less frequent sale, thus 
eliminating the extra expense incident to the handling of 
broken packages, etc. 


To the wholesalers it recommended: 


Be a wholesaler. Do not finance irresponsible dealers, 
take chances with unworthy credit risks or encourage in- 
experienced men to go into the hardware business. 

Carry adequate and well assorted stocks, so that sub- 
stitution, back orders and factory shipments may be 
avoided. 

Study problems and requirements of and work with and 
help the retail trade to operate with greatest efficiency ; 
reduce operating costs wherever possible and assist re- 
tailers to meet competition, ete. 


And it recommended that retailers: 


Modernize stores and sample goods to get most attrac- 
tive displays, price goods in plain figures, and otherwise 
make it easy for customers to buy; meet all obligations 
promptly; take cash discounts, and establish high credit 
standing. 

Concentrate buying with wholesalers able to render most 
economical service. Study local conditions to determine 
the kind and quantity of goods to buy and competition to 
meet. Place advance orders for seasonable goods. Main- 
tain complete stocks, but keep inventory as low as prac- 
ticable by frequent purchase (full packages as much as 
possible), ete. : 


Good advice, so acknowledged by the trade in general, 
and adopted by many individual firms in all branches of 
the industry. 

But we still have: 

Some manufacturers without clearcut, maintained 
distribution policies, adequate compensation for dis- 
tributors, or package quantities to fit the retailers’ re- 
quirements. 

Some wholesalers who are not wholesalers; substitutes, 
back orders, factory shipments, and high operating costs. 

Some retailers with antiquated stores, unpaid bills 
and improperly taken cash discounts ; retailers who scat- 
ter their buying all over the lot, place no advance orders, 
have incomplete stocks and make a practice of buying 
in broken package lots. All this is adding to the general 
distribution cost, making it more difficult to compete 
with the general field and squeezing down profits. 

Yes, this is an era of prosperity, but from a business 
standpoint, it is Potential Prosperity; Prosperity which 
will become actual only when the entire hardware in- 
dustry pulls together to decrease unnecessary costs, in- 
crease necessary profits, and build up the purchasing 
power of the consumer’s hardware dollar. 
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This attractive window display was used 
by the E. M. Cope Commercial Co., 
Redlands, Cal. 


From Coast to Coast 


ao 
“afiae 
a4 


a 


The entire Cope store has holiday trim- 
ming and each year it improves its 
Christmas gift business. 





This is the Banner Toy Season 


HIS is the banner 
season for toys. Each 
Christmas an increas- 
ing number of hardware mer- 
chants add a toy department 
and each year an increasing 
number join the profit ranks 
of those who establish an all 
year toy department. Even 
the smaller hardware store 
which finds every 
available section 
of display and 
stock space worth 
it’s cubic weight 
in gold, manages 
to find some 
prominent place 
DALE A. CHILSON for a display of 
Display manager for E. M. toys. Stores with 
Cope Commercial Co., Red- ood, well lighted 
lands, Cal. : : 
second floors turn 
over that entire part to what they wisely call 
“TOYLAND” a simple practice yet an effec- 
tive one which really identifies the store as 
logical headquarters for holiday toys as gifts. 
Toys of course are the basic items in the 
Christmas selling season. It is a time when 
all children become enthused over expected 





toys. Christmas really belongs to the children and to them 
toys are first, second and third choice as gifts desired. 

Toys are necessary to the hardware store catering to 
the holiday gift store. It is the outstanding department 
which suggests your store as being a supply station for 
vifts. People desiring all kinds of gifts naturally gravi- 
tate toward the store featuring toys, because this par- 
ticular line suggests the holidays and the gifts which 
express remembrance at this time. 

Out on the Pacific Coast in the city of Redlands, 





A general view of the toy department of the Lyford Hardware Co., 


Torrington, Conn. 
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Cal., the E. M. Cope Commercial Co. in its large hard- 
ware and paint section realizes that toys should receive 
particular sales and advertising thought at Christmas 
time. D. A. Chilson, who has charge of such matters 
and many other important details, has a very elaborate 
upstairs toyland. His window displays are famous and 
we are pleased to be able to reproduce one of them ‘at 
this time. 

An elevator takes customers and their children to the 
Toyland upstairs. To carry out the complete idea of 
Christmas and Santa Claus 
the elevator shaft is cov- 


wall display shelves, light fixtures, in fact the entire 
establishment with streamers, crepe paper and other 
embellishments which are typical of the joyous Christ- 
mas holiday season. There are no bare or neglected 
spots in Lyford’s toy department. Every suitable part 
of the store is decorated. As in every other activity 
Ted goes into the holiday selling campaign whole- 
heartedly, making toys his leading line, the line which 
attracts attention and sales not only for itself but for 
the many other gift departments of the business. 

Both of these firms 
enjoy a large toy trade 








ered with special brick 
crepe paper to suggest a 
chimney. A sign nearby 
suggests “Take the eleva- 
tor up the chimney to Toy- 
land.” This is a really 
clever idea and indicates 
the extent to which this 








during the month of De- 
cember and both maintain 
an all year department de- 
voted to this line. These 
two stores are at opposite 
ends of the country. One 
on the extreme west and 
the other on the extreme 
east. In between these 








company through the 
efforts of Mr. Chilson, 
goes to make the store a truly holiday store. Old and 
young alike enjoy the chimney idea. They talk about 
it and encourage friends to visit this particular toy 
department. 

The dealer who does not use an elevator can obtain 
the same effect by covering his staircase with brick 
crepe paper and suggest that his customers take the 
chimney stairway to Toyland. These little things 
identify your store, cause comment and help increase 
sales. 

The entire Cope store has holiday trimming and each 
year the firm improves its Christmas gift business. 

About 3000 miles east of Redlands, Cal., in the city 
of Torrington, Conn., our old friend Ted Lyford will 
be conducting the annua] Christmas Toy Show for the 
Lyford Hardware-Sporting Goods Co. He, too, uses the 
entire second floor for toyland, gets every possible play- 
thing on display and decorates windows, display tables, 


two enterprising mercan- 
tile establishments thousands of other hardware mer- 
chants are enjoying a kindred December prosperity. 
From coast to coast toys are having their banner selling 
season. 

Are you getting your share? 

Toys are already an all-year line in hundreds of hard- 
ware stores throughout the country. Soon after Christ- 
mas husky youngsters have rendered a goodly propor- 
tion of their playthings null and void, and their insistent 
demands for replacements must be taken care of. 

Looking after the wants of these little ones makes a 
firm impression upon their minds, and, as has been re- 
peatedly pointed out, they are the customers of tomorrow. 
For this reason, if for no other, toys are worth carrying 
in stock, but they are profitable besides. 

Take care of the youngsters of today and they will take 
care of you tomorrow. 











Another view of the toy department of the Lyford Hardware Co., Torrington, Conn. 
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Interesting Statistics 


By Saunders Norvell 





sued by The Bureau of Foreign and Domestic 

Commerce, entitled: “Statistical Abstracts of the 
United States for 1926, Forty-ninth Number.” This 
book gives practically the entire history of the United 
States in figures. It is just full of interesting information. 
There are a lot of things that the intelligent and curious 
American citizen wonders about but does not know defi- 
nitely that are answered by figures in this book. Prac- 
tically every phase of American life is covered. 


Rsced by’ 7 I wrote about a book, price $1.00 is- 


As I have gathered a number of figures from this 


book to use in recent addresses, probably it would be 


interesting to give some of these figures in this article. 
In my recent talks in Cleveland, Buffalo and Rochester, 
I referred to the financial condition of our larger cities. 
I touched upon municipal extravagance. I referred to 
the necessity of rigid economy. J/ asked who was to 
pay the bills and when the city bills are to be paid. 


kt * ok 
Here is the record of deficits in 1925 of the twelve 


leading cities in the United States. This condition has 
not improved but has grown worse in the last two years: 


New York ..... ee ee $59,221,000 
ES ee eee 55,080,000 
RIO «sso 5p 6 tw eran 22,913,000 
ET rere rer ere a 18,700,000 
a ik Ont ck ate a wi eeeeed a 15,838,000 
| OE ron are eae e 13,622,000 
ss ig Sea dog Se eeEs 10,700,000 
Rr 9,651,000 
EE 054 da wrateiimigianiceh 5,842,000 
a 5,097,000 
a ee 5,041,000 
|) OO ere ey Se 3,417,000 

NR akties bong ined $225,122,000 


It will be noted that New York in its deficit leads the 
list, while Boston has the smallest deficit. Next to 
Boston in city deficit comes St. Louis. The total deficit 
of our twelve leading cities amounts to $225,122,000 
for the year. 

—s-e 


In an audience of 500, I asked the question as to 
how many present knew the total debt of the United 
States. Only three men raised their hands. This in- 
formation therefore may come to the HARpwaARE AGE 
readers as a piece of news. The total debt of the 
country on June 30, 1926, was $19,643,183,080. 


In the United States as a whole, the debt per capita: 


eg Re ee eri $ 5.48 
BOT ORNS 62h ing b's rb tnre bss See 2.00 
ORNS oS oa as a See sls oS 3.57 


Hp RO MNRS ski vawaeewawneew snes 12.42 


The net debt of individual cities in the United States - 


1915 1925 
New York ........ $901,754.00 $1,250,438.00 
Per capita ...... 172.82 212.76 
er ree 32,748.00 58,873.00 
Per capita ....+. 71.54 109.92 
i SE ne bars cs 21,919.00 22,932.00 
ae: 29.72 28.14 
Pittsburgh, per capita 91.93 138.68 
Cleveland, per capita 89.26 141.64 


Syracuse, per capita. 80.10 100.69 
Jersey City, per capita 66.93 225.06 
Albany, per capita.. 5617 ‘11805 
Utica, per capita... 25,77 66,88 


* * 


State and Municipal Local Taxes for the United 
States : 


BR ie acias vee verke vars $ 94,187,000 
_, SER creer 1,349,341 ,000 
Free een ree 3,502,725,000 
Per capita: 
Le ok ass Cease at Cee TOR ee ee $ 3.00 
BER I ECR Ber LEE 13.91 
WEEE oes Peas ova eink Shae See 32.23 
Kk OK x 


In 1924, the number of corporations doing business 
in the United States who reported a net income was 
236,000. The number of corporations who reported a 
loss was 181,000. In 1924, the net income of indi- 
viduals in the United States amounted to $25,656,000,000. 
The corporation net income in 1924 was $7,586,000,000. 
The largest corporation income reported was in the year 
1918—$10,780,000,000. The next largest year was 1919 
—$9,411,000,000. It will therefore be seen that corpo- 
rate incomes in the past few years have been decreasing 
instead of increasing while, on the other hand, individual 
incomes show a steady increase. This of course has 
just one meaning—the workers of the country are get- 
ting their salaries while many of the corporations are 
actually losing money or their earnings are being reduced. 
These figures show this trend of the times and of course 
this trend is very significant to any student of economics. 


x oe * 

The amount of savings deposits in dollars: 
ag eke ell eis $ 6,835,000,000 
FSS PERN reper 8,807,000,000 
ee pee ene recs 15,314,000,000 
DNs ca Wee wis welch 24,696,000,000 


The number of depositors in mutual savings banks and 
national banks: 
Mutual Savings Banks National Banks 


IDO. 20's 7,000,000 1910..... 2,000,000 
ee 10,950,000 1926..... 12,000,000 


Note the increase in depositors in national banks in 
1926 as compared with 1910. 
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The total stock of money in the United States: 


BE SRA dktinnsenek stead $3,419,000,000 
EN eer er oe ree 8,746,000,000 
a eet Cee eee 8,373,000,000 
The total money in circulation: 
se EL Ee $5,332,000,000 
ie errr rer 4,834,000,000 
The circulation in dollars per capita: 
STOTT eee eee $50.11 
cn SE EEE ee 41.85 
The United States Government Surplus: 
errr rrr. $693 ,000,000 
Sree rr 485,000,000 
Perret. 199,000,000 
ESE ere nrers 479,000,000 
DY valida heetarsxes »oeeeee 676,000,000 
eT ee er 390,000,000 


From this table you can see how the surplus went down 
on account of the decrease in income taxes for the bad 


years of 1921 and 1922. This decrease shows only in 
succeeding years, In other words, the fine showing in 
1921 was a result of large profits in 1920. The decrease 
in the surplus in 1926 was a result of the reduction 
in the rates of taxation. 

*k *k 


The total national wealth: 


., Seer © $ 7,136,000,000 
1922 320,804,000,000 


increase 46 times. 
The national wealth per capita: 

1850 $ 308.00 
WE ee Cee dea Wik boeh ei iaeoics 2,918.00 
increase 10 times. Note that the national wealth has 
increased 46 times while the individual wealth has in- 

creased only 10 times. 


oe ee of Soe ee ee a a ee ae ae 


a o)\6' OS D606 0.68 BS O66 60 6 ES Oe AS 


The total population of the United States: 
1850 23,191,000 
1920 105,710,000 
or 7.9 persons to the square mile in 1850, while in 1920 
there were 35.5 persons to the square mile. 


In 1920, the number of: 


Males in the United States....... 53,900,000 
Females in the United States...... 51,810,000 


| 


Foreign born in the United States. 13,712,000 
Negroes in the United States...... 10,463,000 
Indians in the United States...... 244,000 
Japanese in the United States..... 111,000 
Chinese in the United States..... 61,000 


Now, here is a most interesting table—a table we 
never saw before. In 1920, at the time the census was 
taken, there were living in the United States: 

Between 20 and 44 yrs. of age 40,555,000 persons 
Between 5 and 14 yrs. of age 22,039,000 persons 
45 yrs. of age and over ...... 21,963,000 persons 
Under 5 yrs. of age ........ 11,573,000 persons 
Between 15 and 19 yrs. of age 9,430,000 persons 

From this table, we see the surprising fact that the 
fewest people alive are those of the ages between 15 
and 19, and the largest number of people alive are 
between the ages of 20 and 44. In other words, in arrang- 
ing our sales campaigns, we had better figure that the 
largest number of customers in the country for any 
article are between 20 and 44, and the smallest number 
are between 15 and 19. 


Occupations of males in the United States, 10 years 
of age and over, in 1920: 


Manufacturing—mechanics ....... 10,883,000 
MI GAR ir ehanec bak eek eee 9,869,000 
: eer ee 3,575,000 
PUI 6a Ciedandsenseseas 2,850,000 
GTM eo a dink ald weiss Reeve 1,700,000 
Domestic service ..........ccc00- 1,217,000 
RENE OBOE 0555 sia," kre}. deals. ania es 1,127,000 
PE Soa P kone hands wrens cesar 1,087,000 


The significant thing to note in this table is the fact 
that, according to this table, there are one million more 
males engaged in manufacturing and mechanics than 
are engaged in agriculture. From this, it would seem 
that for every man who is producing food from the earth, 
there is one man manufacturing goods to sell to this 
agricultural producer. If all of our wealth comes from 
the earth, as some economists state, it would seem from 
the above table that those who produce food from the 
earth are carrying a very heavy burden on their shoul- 


ders, There are the figures. Just what do they mean? 
Some economists state that it means that the cities of 


ur country are becoming topheavy; that there are too 
many manufacturers, too many traders and not enough 


producing food, This means that the trend in the next 


twenty-five years should be toward an increased price 


for food. Note already the increased prices for all 
kinds of meat. The price of fresh eggs sold in almost 
all large cities at the present writing is one dollar per 
dozen. This table is certainly interesting and many 
deductions can be made from the figures. 
* x Ox 

Of those engaged in gainful occupations in the United 
States, 10 years of age and over, 78.2 per cent are males 
and 21.1 per cent are females. The number of females 
engaged in gainful occupations has decreased about 
2 per cent. This is a surprising fact. Most of us have 
been thinking that the number of females working was 
increasing. 


* 

Density of population per square mile: 
eS reer rere reer 506 persons 
Massachusetts ..........00000. 479 persons 
tale pe a: lee EEE CLE 420 persons 
WN a5 BMG 5 See ne wees .2 persons 
ee Serer ree .07 persons 


Nevada, the sparsest settled of any of our States, has a 
percentage of .07, not even a complete person per square 


mile of territory! 
xk x? 


Marital condition of our population over 15 years of 
age in 1920: 


Male Female 
ree 35% 27.3 % 
BERGEN 4 nccsivccsess Se @ 60.6 % 
of: re 45 % 11.1 % 
i re 06% 08% 


Prisoners—offenses tried by various courts in the 


United States : 
Number of People 


per 100,000 

Population 

1910 1923 1910 1923 

Drunkenness .170,941 91,367 185.9 83.1 


This record speaks for itself. In other words, cases of 
drunkenness in the United States, according to this table, 
have decreased between 1910 and 1923—hefore prohi- 


bition and afterward—about 50 per cent. 
' (Continued on page 82) 
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HIS window display of 

sporting goods, simply 
arranged. has an element of 
“pep” that makes an appeal 
to sport lovers. It is by 
F. M. Potter, Cleveland, 
Ohio, Charles Biggs being 
the display man. 





Increase Sporting Goods Sales 


in Winter Months 


INTER should be a banner sea- 
son for the sale of sporting 
goods. Snappier weather con- 
ditions make for greater activity 
among the sport loving frater- 
nity, and the variety of sports 
offer plenty of suggestion for 
the hardware merchant to cash 
in on them. 

The sporting goods depart- 
ment should not be content with 
the natural activity along this 
line but seek ways and means to extend the sales volume 
to new levels. This may be accomplished in many re- 
markably pleasant ways that are none the less effective. 
Members of the store’s personnel can, by identifying 
themselves actively with the various organizations de- 
voted to play, mark the store as the logical sporting 
goods center. They may plan and arrange outings on 
the snow covered hillsides with sleds and toboggans, 
promote skiing contests, hockey matches and tourna- 
ments, etc. All these will be enthusiastically welcomed 
by the people of the community, who are only waiting 
for some one with the initiative to start them. 

These winter activities will reach a high pitch of 
popularitv. The fun is not necessarily confined to the 





very young element. Those not so young, in actual 
years at least, will catch the spirit of play and boost the 
idea ‘too. Coincidentally have your advertising (do not 
neglect this important feature) tie up with these outings. 
Keeping your finger on the pulse of the sporting situa- 
tion will help you to a greater volume of business in 
this line and a smaller carry over. 

The cooperation of the local newspaper will be a very 
potent force in furthering the sale of sporting goods. A 
good sporting page or even part of a page devoted to the 
nation’s sports as well as local, will in a short time 
command attention for the paper among a very desir- 
able section of the community—the sport lovers. Your 
advertisement on such a page will be much more effec- 
tive than on any other. Hockey is fast developing as 
a winter sport in America, and may be exploited very 
easily. Here is where your newspaper and your win- 
dows may tie up to advantage. The paper’s encourage- 
ment of the men and boys to play this exciting game will 
result in a lot of enjoyment for the community, news 
for the paper and business for the hardware man, which 
in turn gives advertising to the paper. Sell your news- 
paper man on this point. 

The gun section should be kept in mind at all times, 
as there is hunting of one kind or another all year round. 
A man buying snowshoes, for instance, will be tramping 
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through the woods and will be easily interested in a 


rifle or shot gun, not forgetting a woodsman’s knife, a 
compass, an inexpensive watch, or certain sports clothing. 
The sporting goods department offers so many oppor- 
tunities for the extra sale that it merits your best 
thought and effort. 

If your town has no gymnasium, try to put over the 
idea of getting one. It is a public benefit and also 
opens up a wide scope for sales. The many supplies 
that will be needed for the gym need not be enumerated. 

This line of trade is worth going after, and as in all 
other lines, the salesman should know his goods and the 
facts that surround them. He should be familiar with 
sports of as varied a nature as possible and the require- 
ments of his merchandise. He should have reliable 
knowledge of the ability of the goods to meet these re- 
quirements. The displayman is of utmost importance 
here. His ability to present this line in a striking manner 
will be afforded plenty of scope. Illustrated backgrounds, 
such as described frequently in HARDWARE AGE are very 
helpful and should be used whenever possible. 

The window display accompanying this article was 
used by F. M. Potter, Cleveland, Ohio. Charles Biggs, 
who trimmed the window, got the spirit of play into 
it in a very simple and inexpensive way. This is a 
very important point to observe. John B. Varick, South 
Manchester, N. H., «-— 
from whose photo ¢ 
department the other Ne 
pictures were ob- 
tained, makes a point 
of displaying sporting 


goods regularly. ee 
A good way to create a 


desire for ownership of 7 
sporting goods, as in any 
other line, is by the pic- 


ture method, and this may 


: 


| 









The winter sports equipment shown here 
is in the store of John B. Varick, South 
Manchester, N. H., whose photo department 
supplied the picture. 


Various advertisements and editorial 
matter carry good pictures that may be 
employed to good effect in your win- 
be accomplished in a very simple way. dow displays. These may be enlarged 

: and colored to provide a striking back- 


The illustrated background mentioned S és hot 
above is one of the most effective and yet simple SS ground against which to place the 


things for the display man to make. Ss merchandise. 
[he arrangement of outdoor 


scenes in the window is no less a 
picture and is also very effective. 
A point to be remembered here is 
to get some striking color to 
dominate the display and to build 
the merchandise around it in a 
way that will enhance its appear- 
ance to the point where the spec- 

tator wants it. When the 
, display man has mastered 
3 this part of his 
. work sales will look 
very encouraging. 


. 












arya ee vents 
free - 


_ Snes sent 
































HARDWARE AGE for DECEMBER 8, 1927 __ 











ARLY shopping gives greater satisfaction 
to both merchant and customer. Urge it 
in all advertising and store displays. Keep re- 
minding the people who come into your store or 
read your advertisements that the time is getting 
shorter. Stocks are more varied to choose from 
if they do their shopping immediately instead of 
leaving it for the hectic days just before Christ- 
mas. Goods purchased at your store well in ad- 
vance of the great holiday will bring more return 
business than the odds and ends that are bought 
on Christmas Eve. Get them to shop early. 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


Perpetual 


UESSING the future has become a difficult task. 
More than a year ago eminent economists fore- 
cast an early period of readjustment in business. 

At about that same time I commenced to sound a note 
of caution. In the mean- 
time we have not run into 
any serious slump in trade 
and a great many people 
have come to believe that 
our industrial structure is 
now beyond damage from 
shock in any quarter. 

There are many things 
of interest and importance 
outside the realm of busi- 
ness prognostications that 
I am anxious to discuss in 
these pages. But after 
carefully studying a recent 
speech of President Cool- 
idge and attending a num- 
ber of “Whoop-it-up” din- 
ners where investigators 
have presented conclusions 
calculated to foster extrav- 
agance, a few thoughts_ 
counseling watchful pru- 
dence may not be out of 
place. As Will Rogers 
says, “a feller need not 
read far at present in or- 
der to develop a desire to 
pay a dollar down on half 
a dozen things he don’t 
need.” 

Record prosperity is 
predicted for 1928. Mr. 
Raskob, chairman of the 
finance committee of the 
General Motors Corpora- 
tion, estimates that we will 
produce five million cars 
next year, a gain of forty 
per cent. Professor Selig- 
man says installment sell- 
ing is a leading force in 
current industrial progress. He has reached the conclu- 
sion that our new credit system not only increases and 
stabilizes production, but cuts costs. He also states that 
the common guess that seventy-five per cent of all cars 
are purchased on the installment plan is in error—the 
correct figure is sixty per cent. 

Colonel Ayres of the Cleveland Trust Company, prob- 
ably the most widely read analyst in the banking field, 
concludes that no trade depression is imminent because 
short-time money rates are low, crops are good, inven- 
tories are low, exports are high, and bond prices are 
advancing. “These are conditions normally present at 
times when bull markets begin,” he says. 


Will it Be 





From 





to This? 


Prosperity 


Mr. Hoover believes that profound forces are at work, 
making for greater stability and at the same time miti- 
gating the violence of the business cycle. Panics are 
gone never to return and distressing periods of unem- 
ployment and bankruptcy 
are on their way to history 
if we only continue wise, 
says Hoover. Continuing 
he tells of greater skill in 
business, better direction 
of science and invention, 
an increased feeling of mu- 
tual responsibility that is 
doing away with strikes, 
an expansion of foreign 
trade, merchandising 
methods on the hand-to- 
mouth plan, and a greatly 
improved system of dis- 


tributing important and 
economic information 
through governmental 
agencies.. 


Pages might be filled 
with a recital of reasons 
from authoritative sources 
to show why there will be 
no slowing down in our 
rapid climb to still higher 
levels of prosperity. But 
let us not overlook the 
most important of all ele- 
ments — human nature. 
We have come to know 
the world far better than 
we know ourselves. That 
is why life is filled with so 
many paradoxes. We 
started out to make the 
world safe for democracy 
and ended up by creating 
a dozen dictatorships. We 
“kid” ourselves into be- 
lieving that we are shap- 
ing our own destiny, when 
in fact we are helplessly 
whirling about on a surging tide of puzzling develop- 
ments. 

In our new-found sophistication, let us be consistent 
and try to see the whole truth clear to the end of the 
page. Public opinion is not infallible. The voice of the 
people is not the voice of God. Today the things that 
create the greatest interest are the trivial things, while 
vital problems bore the average person to tears. 

Some of the newspapers having the widest circulation 
are founded on policies that not only magnify, but foster 
those human weaknesses that are responsible for most 
of our evils. A sober story about public affairs of great 

(Continued on page 78) 
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ORD that cities and villages of New England 

were flooded from swollen waterways shocked 

the entire country. Coming as it did so soon after 
the Mississippi disaster it brought home to the American 
people the possible menace of uncontrolled waterways. 
Throughout New England factories and other business 
enterprises suffered water destruction and transportation 
generally was very much handicapped. 

These three interesting photographs are reproduced 
through the courtesy of H. S. Bryant, Pike Mfg. Co., 
Pike, N. H., who writes: 

“While Vermont is getting the most of the publicity 
we fellows here in New Hampshire received a pretty 
severe dose. The stream which runs through Pike and 
is called the Oliverian is generally littlke more than a 
babbling brook. 

“In the latest storm it became a raging torrent. Pho- 
tograph No. 1 shows this stream coming under our new 
cement bridge, which stood up fine; about the only bridge 
in town that did. In the foreground is where our stor- 
age warehouses stood. They were swept down the 
river. 

“Photograph No. 2 was taken a little later in the day 
after the flood had subsided a bit. The broken fence in 
the background is the spot where our State highway 
slid into the river. 
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A Close-up 
of the 

New England 
Flood 


“Photograph No. 3 is also interesting. At the extreme 
right is shown the water flowing over the dam. The 
water in the background is flowing down one of our vil- 
lage streets and then back into the river, but giving some- 
what the appearance of a circular dam. The street, by 
the way, was completely washed away. The little build- 
ing in this photograph is our gate house, which controls 
the flood gates at our dam. 

“Owing to the fortunate location of our factory our 
loss is not especially serious. The lower floors, of 
course, were flooded. We will be producing again in 
about three weeks. 

“At Littleton, N. H., our oilstone plant escaped entirely 
though the town itself has had a bad time of it. Our 
plant at that point is supplying current so that the town 
has electric lights, one of the few places in the north 
country that has any. Our plant at Evansville, Vt., is 
still standing though it received a pretty severe bat- 
tering. We have no train service and most of the State 
highways are ruined. 

“At the present time we are shipping from our Little- 
ton, N. H., factory via motor truck over narrow and 
perilous mountain roads to Plymouth, N. H., and will 
maintain this service to our customers until the railroad 
gets a line through. There was no loss of life in this 


section for which, of course, we are very thankful.” 








Verified News of Retail Stores 


Burnette Bros. have taken over the business of Clyde L. Tilton, in 
Edna, Kan. 

Stanley Habr is erecting an addition to his building in Hanover, Kan. 

Carr Hdwe. Co. has taken over C. P. Aul’s store in St. Mary’s, Kan. 

G. W. Stucker is contemplating moving his stock to another location in 
Jamesport, Mo. 

Barr Hdwe. Co., Exeter, Mo., which suffered a loss by fire recently 


has opened a temporary store in a warehouse while the new building is 
being erected. 

T. W. Lemmon Hdwe. Co., Carmen, Okla., has sold its stock and 
buildings to Harrover & Treece, Alva, Okla. Burns Young will be in 
charge of the business. 

The Carmean-Reynolds Hdwe. Co. which operates a chain of hardware 
stores has purchased the stock of the Okmulgee Hdwe. Co., Okmulgee 
Okla. Other stores are located at Carthage, Joplin and Webb City, Mo., 
and Pittsburgh, Kan. 
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THe MAN BEHIND the COUNTER 








There may be an element of luck in business success, 
or in getting a start in life. I have one friend who has 
acquired considerable wealth and he told me how he got 
his start. “I was working at a railway station,” he said, 
“and it was part of my job to empty the slot machines 
and turn in the money. One day I found in one of the 
machines, among the new pennies a five dollar gold 
piece. I put it in my pocket and put one of my pennies 
in the place of it. I hung onto that piece and started 
a savings account with it and that was the beginning of 
my good fortune.” 

There may be such a thing as luck in getting a start, 
but it probably would not be good business for a fellow 
to spend much time looking for five dollar gold pieces 
among the pennies. 

* * * 

“How that man did hate to say ‘Yes,’ to anything, 
didn’t he?” queried a hardware salesman of me after I 
had witnessed his efforts to make a sale to a difficult 
prospect. 

“Some folks are that way,” I admitted. 

“You said it,” he agreed. “There are some folks who 
come in and look at stuff they want to buy and they 
probably know they’re going to buy it, but they are so 
doggoned contrary that they can’t bring themselves to say 
‘yes’ and if you get too insistent, they will go away 
without buying rather than change after they have once 
stuck their stakes. That fellow had practically admitted 
that he needed a new saw‘and yet he got started saying 
‘no’ to everything I said and when it came to switching 
around and saying he would take it, it was awfully 
hard work, because that meant that what I’d said about 
the saw was right after all. I don’t generally let ’em 
get into that frame of mind. I get the customer to 
make some statements and then I know where he stands 
and he has to say yes when I put it his way. If I can 
get ’em yessing I figure my chance is a good deal 
better.” 

‘2 * 

The real diary of a real boy of 1870 fell into my hands 
the other day and I have been perusing its scrawled 
pages. The boy lived on a farm five miles from the 
village and I read day after day a statement of weather 
and wind, followed by, “Practiced my music lesson in 
the morning and fed the calves and went to school, fed 
the calves after school and practiced again in the eve- 
ning.” This is varied from time to time by such items 
as “Dragged after school,” “Came home from school 
early and raked hay,” “Planted corn.” But always there 
was that inevitable music lesson practiced night and 
morning. 

When I witness the determined efforts of farmer 
boys to get something more out of life than the ex- 
perience of each day’s work, I wonder at the complain- 
ing most of us do if we have to put in a little extra time 
in study in order to keep up with the procession. We 
don’t know what drudgery is. 

* * 
One of the most accommodating hardware stores I 


know is one where they are so accommodating that they 
have comfortable seats just inside the entrance where 


several friends of the store are usually taking life easy, 
while they visit with others, including the unoccupied 
clerks, who stand about. The only trouble with this plan 
of proprietor and employees and friends using the front 
of the store for a club room is that the possible customers 
become more interested in visiting than in buying, while 
women customers avoid the place. When I have 
patronized the place I have even noted a certain amount 
of haste on the part of the salesmen who seem to want 
to get through with a customer and get back to the 
discussion group. 
* * * 

In describing his efforts to make a phonograph repro- 
duce certain sounds, Edison declared, ‘““From eighteen to 
twenty hours a day for seven months I worked on the 
single word, ‘specia.’ I said into the phonograph, ‘specia, 
specia, specia,’ but the instrument responded, ‘pecia, 
pecia, pecia.’ It was enough to drive one mad. But I 
held firm and succeeded.” 

One reason why many of us fail to achieve success is 
our unwillingness to stick to it. Persisting in the same 
efforts over and over again disgusts us and we weaken 
and give up, and that is why Edisons are rare and signal 
success seldom achieved. 

22% 


I have in mind two young men I have known since 
they were kids. I have met each of them within a few 
months and they are both engaged in the same occupa- 
tion, but, I suspect, with different ideas and ideals. I 
asked one of them, “What are you doing now?” “I’m 
working in a hardware store,” he replied. Of the other 
I asked the same question and he replied, “I am learning 
the hardware business.” 

I noticed the difference in those two answers and I 
have since been wondering how many of us are just 
working in hardware stores, so to speak, and how many 
of us are actually learning the hardware business. The 
successful hardware merchants of tomorrow are among 
those young men in the latter class. 





Bracing Bits 
The school of experience never has any graduates; 
its course is never finished. However, a wise man can 
avoid many unpleasant experiences by giving heed to 
the experiences of others. 





Josh Billings was more than a mere humorist. He 
was a philosopher. He once said: “The man who gets 
bit twice by the same dog is better adapted for that kind 
of business than any other.” 





Regard failures as a possibility only ; never as a prob- 
ability. If you decide that you are going to fail you 
will probably make good on your decision. 





The best way to adequately fill a position of respon- 
sibility is to search out and correct the faults which are 
holding you back. 
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What Others Think of Us 


Acg, with its wealth of Christmas merchandising 

helps, came off the press, we heaved a sigh of 
relief. It is no small job to gather, arrange and edit an 
entire issue devoted to holiday merchandising. Prac- 
tically the whole country has to be combed for suitable 
photographs, displays, examples, ideas and suggestions 
to aid the hardware merchant in getting the best out of 
his holiday business. 

It was, therefore, with considerable pleasure that we 
read the following letter from Mr. Tilton, of Hunting 
& Fishing Magazine, commenting on our effort : 

Mr. Ltew S. Soute, 
Editor Hardware Age. 

DEAR Mr. SouLe: We are enclosing several copies 
of our little dealer house organ “The Sporting 
Goods Sales Booster.” 

Please notice particularly the December issue, 
which we have marked. Your splendid issue of 
Hardware Age of November 17th was to us a real 
inspiration, and we hope that through “The Booster” 
we were able to pass on to some of our readers a 
few of your fine ideas. 

We wish to take this opportunity to thank you 
personally for the message which we feel should 
do the trade a lot of good, and for which we thanked 
you publically in “The Booster.” 

“The Booster” goes to some 3100 sporting goods 
dealers (including, of course, a great many hard- 
ware dealers who carry sporting goods). All of 
these dealers carry our magazine, Hunting & Fish- 


Wace. the November 17th issue of HARDWARE 


ing, in their stores every month, the idea being that 
the magazine can help them not only to attract many 
good customers into their store, but also keep up a 
live interest in and demand for all lines of sporting 
goods. 

“The Booster” is our little monthly message to 
these dealers, in which we endeavor to bring them 
sales-building suggestions, merchandising ideas, our 
Cut Service, etc., etc. We follow the pages of your 
good publication very carefully each week, and cer- 
tainly hope that hardware dealers throughout the 
country get as much “meat” out of it as we do. 

Very cordially yours, 

HuntinG & FisH1INnG MAGAZINE, 
The Sporting Goods Sales Booster, 
By H. S. Tirton. 
The marked item to which Mr. Tilton referred reads 
as follows: 
“Casu IN WHERE OTHERS CasH IN 
“If you want to get some real inspiration and definite 
ideas for a worth-while Christmas Campaign, get a copy 
of Hardware Age of November 17th. This issue is, in 
our minds, one of best appeals ever made to dealers to 
get after the Christmas trade. Several of the paragraphs 
quoted above are taken direct from the pages of Hard- 
ware Age, and we hope that they will make you want to 
get a copy and read the entire number. The article 
about the Pickett Hardware Company’s Christmas Drive 
reads like a story—and contains definite suggestions 
that every dealer could profitably adopt. Other articles 
tell how to cash in on varied lines, including sporting 
goods, toys, wheel goods, etc.” 





The Dealer Is Essential to Service 


HE success of any sales policy must be based on 
certain fundamentals that are sound in character, 
fair to all, and practised by well-organized business. 

It should be the purpose of the manufacturer to place on 
the market lines of high quality, equal in range and 
merit to competing lines. The best that can be made 
at the market price of next best quality is a desirable 
achievement. 

Service is the next thought, and the user should re- 
ceive first consideration. The markets of the world are 
far removed from the manufacturer. The dealer or 
distributor is the medium used to place a stock of tools 
where they can be easily reached by the user, by means 
of local telephone service, pick-up delivery and dealers’ 
deliveries. 

While service must be had at times at any cost, the 
arrangements between manufacturer and dealer should 
be on a basis permitting the user not only to obtain 
local delivery and quick service, but also to secure 
prices in line with direct quotations from manufactur- 
ers who may not be represented in a given territory. 
Comparison of prices should be made on lines of fairly 
equal merit. The dealer is entitled to a slightly higher 


price to compensate for investment, delivery and service. 

Relations between dealer and manufacturer usually 
are on a close friendly basis of long standing. Emer- 
gency demands for service on some special item fre- 
quently arise and it is the dealer’s influence with the 
source of supply that obtains the quick delivery. Co- 
operation of sales effort between manufacturer and 
dealer is responsible for betterment of conditions through 
field representatives calling on the user with dealers’ rep- 
resentatives, thereby becoming well acquainted with 
users’ needs and recommending tools best suited for the 
various jobs at hand. Appreciable gains have been made 
in this way to secure a better quality of work and reduce 


the cost of manufacture. 

It goes without saying that dealers cannot exist on 
emergency pick-up orders. In consideration for service 
rendered, they are entitled to support and patronage 
when a volume of business is to be placed. They are 
organized to serve promptly, sell at fair market prices, 
and to be in a position to cooperate for betterment of 
manufacturing conditions. These institutions of busi- 
ness and service should be preserved by being extended 
the patronage they rightfully earn —E-xchange. 








HARDWARE AGE for DECEMBER 8, 1927 


A window display of radio by the Billman store 


Billman Overcomes Competition 
in Selling Radio 


hardware dealer in Minneapolis, the selling season 

for radio and radio equipment is growing a little 
longer each year. Interest by the “fans” develops just a 
trifle earlier each fall and holds a bit later each spring 
until this year Mr. Billman is anticipating an active 
selling season of at least eight months. 


A sdware o: to Dan Billman, a “neighborhood” 


Having a neighborhood store in a large city, Mr. ° 


Billman is naturally up against some rather stiff com- 
petition from the down town department stores, cut price 
radio stores and the like. This competition uses adver- 
tising space in the city’s daily newspapers freely; a form 
of publicity which is prohibitive im price to a small out- 
lying store which endeavors to sell only in a limited sec- 
tion of the city. However, Mr. Billman counteracts the 
effect of this wide-spread publicity by concentrating his 
advertising efforts in his own community, using space 
in the little local weekly paper, issuing a store paper, 
using a mailing list regularly and having a carefully 
worked out program of window displays. 

That such efforts will overcome locally the effects of 
the advertising of the larger stores is proved by the fact 


Verified News 


Haiold Rogers is the new manager of the Champlain Hdwe. Co., in 
Enid, Okla. 

R. B. Ramsey of the Central Hdwe. Co., Hollywood, Cal., passed away 
recently, 

Charles E. Johns of Covina, Cal., has purchased the store of L, T. 
Hammersley of that place. 

Quandt Hdwe. Co., Santa Monica, Cal., has 
installing all new equipment. 

William F. Baker has succeeded George A. Kratsch in business at 1002 
West North Avenue, Baltimore, Md. 

Home Hdwe. & Supply Co. will open shortly at 691 Tremont Street, 
Boston, Mass. 

M. P. White Co., Inc., has recently been incorporated and wil! do 
business at 23 Eliot Street, Boston, Mass. 

Warren S. Nowlin has moved from 79 Summer to 643 Lake Avenue. 
Battle Creek, Mich. 


rearranged the store. 


that last year the Billman store sold nearly $20,000 
worth of radio and accessories from a stock that at no 
time ran over $1,000. 

The store carries two makes of radio receiving sets 
and is able, through this combination to offer customers 
sets at a price range of from $65 to $350. Whenever 
a set is sold, a flat charge of $6 is made for installation, 
this amount covering the cost of aerial material and the 
labor. The majority of the sets, especially the more ex- 
pensive ones, are sold on the partial payment plan, but 
Mr. Billman’s rule is at least one sixth of the purchase 
price down and the balance divided into five equal 
monthly payments. The deferred payments are carried 
by the store as open book accounts and are not put 
through a finance company nor the contracts discounted 
outside. By using reasonable care in ascertaining the 
credit standing of the customer before accepting a con- 
tract from him, credit losses are held to a minimum— 
only two sets have been taken back for the non-pay- 
ment of installments in the five years that the store has 
sold radio. 


of Retail Stores 


Hazel Park Hdwe. has moved from 22840 John R. Street, Detroit, Mich., 
to 22838 John R. Street. 

R. C. Kalthoff & Sons has succeeded the Roseville Hdwe Co in Rose- 
ville, Mich. 

Pinckney & Hadley, Seneca Falls, N. Y., have closed their branch store 
in Waterloo and sold the fixtures to W. M. Ward of Norfolk, who will 
open the store under his own name. 

Le Roy M. Slocum, Jr., recently succeeded his father as sole owner of 
the hardware business in Scottsville, N. Y., which has borne the family 
name since 1848. 

E. F. Daily, Brooklyn, N. Y., has purchased the business of J. R. 
Moyer Hdwe & Supplies at 524 Eighty-sixth Street, of that place. 

C. F. Saul has incorporated as Saul’s Seed Store, Inc., at 332 North 
Salina Street. Syracuse, N. Y. 

R. J. Hoyle has opened a store under the name of Hoyle Hdwe. Co., 964 
South Geddes Street, Syracuse, N. Y. 
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Jobber Is Warehouseman and Purchasing 
Agent, E. R. Masback Tells Boosters 


Acting as warehouseman and purchas- 
ing agent for retailers in his natural terri- 
tory is the dual and basic function of the 
jobber, E. R. Masback, president, Masback 
Hardware Co., 82 Warren St., New York 
City, hardware jobbers, told the New York 
Hardware Boosters at their regular meet- 
ing Saturday, Nov. 26, at the Hardware 
Club, 253 Broadway, New York City. Mr. 
Masback surveyed present trends in dis- 
tribution, commented on present costs, cur- 
rent merchandising practices and said the 
salesmen of both jobber and manufacturer 
had a common problem, in that both were 
vitally affected by the welfare of the re- 
tailer and should for that reason work to- 
gether for the betterment of hardware 
dealers, urging them to keep clean, attrac- 
tive stores and to adopt modern methods of 
display. 

Newly elected Chief Booster Fred 
Hinchman, John Russell Cutlery Co., pre- 
sided like a veteran. Secretary Roy C. 
Schmidt, Stanley Works, read correspon- 
dence and minutes of the previous meet- 
ing. Following the lunch Past Chief Bert 
Conner, Pike Mfg. Co., on behalf of the 
members presented Past Chief Chas. Pin- 
cus, Stanley Works, with a_ beautiful 
mantel clock, suitably inscribed, as a token 
of affection and appreciation for Mr. Pin- 
cus’ ftne work when in office. Past Chief 
Seymour N. Sears, Tucker Co., president 
National Council of Traveling Salesmen, 
told of that organization’s renewed fight 
to repeal the Pullman surcharge and re- 
ported further on the proposed traveling 
salesmen’s home in North Carolina. 

There were forty interested Boosters 
who listened attentively to the instructive 
talk by Mr. Masback, some of the high- 
lights of which were: From a_ banking 
point of view, the hardware jobbing busi- 
ness is sound and stable, there being only 
three failures in 37 years among Class A 
jobbers, this group including jobbers 
whose annual volume reaches the million 
dollar mark. Of these three, two paid 100 





cents on the dollar and the third about 92 


House Furnishing Manufacturers | 
Plan Chicago Exhibition | 

National House Furnishing Manufac- 
turers Association, Room 904, 666 Lake 
Shore Drive, Chicago, IIll., is completing 
arrangements for the Chicago House 
Furnishing Exhibit which will be held in 
The Stevens Hotel, Chicago, IIl., from Jan. 
3 to 7, 1928. 

This exhibition has been organized to be 
operated without profit in order to provide 
a central place in which house furnishing 
and allied merchandise may be displayed 
for the convenience of both the seller and 
buyer. Seventy rooms on one entire floor 
will be used. Further information may be 
secured from Stan L. Hanson, Hanson 
Bros. Scale Co., president of the associa- 





tion, at the above address. 


cents on the dollar. This record is not 
paralleled in any other industry. 

The jobber’s duty, he continued, is to 
assemble for the retailer merchandise 
which is sold in his territory, with the 
average jobber handling from 30,000 to 
60,000 items, acting as warehouseman and 
purchasing agent for those dealers. His 
job (the jobber’s) is not selling, but ware- 
housing goods the dealer wants and the 
consumer demands. 

Granting the need of direct selling in 
some lines, Mr. Masback showed the job- 
ber’s place in distribution, picturing the 
plight of the dealer if he were forced to 
buy all lines direct. There are 6700 hard- 
ware producers and, assuming that the 
dealer carried lines of only ten per cent 
of them, he would have to interview at 
least twice a month 670 salesmen, practi- 
cally an impossible task, he said. 

It was the speaker’s observation that 
more retailers were making money by 
their selling efforts than they were by 
their buying efforts. 

Summing up the five points for the job- 
ber and the five for the retailer as recently 
recommended by the Hardware Council, 
Mr. Masback said he and his firm indorsed 
this work of the Council and were follow- 
ing each point to the best of their ability. 
He urged all salesmen to study the Coun- 
cil’s report and to pass on to retailers the 
benefits of their own experiences. 

In closing, Mr. Masback characterized 
the successful jobbers’ traveling repre- 
sentatives as business men and not as 
salesmen or order takers. If they handle 
their duties properly, he said, they were 
advising the dealers of better methods and 
teaching retailers to make money. 

Past Chief Pincus reported as chairman 
of the entertainment committee and an- 
nounced his committee as follows: Past 
Chiefs H. R. Conner, Pike Mfg. Co.; Fred 
Ritterbusch, Reading Knob Works; Oscar 
Watts, E. C. Atkins & Co., Inc.; Chas. J. 
Heale, Harpware AGE; and L. Warringer, 
Brush Bros. 


Ezell Named Sales Manager of 
Tyrrell Hardware Co. 


C. R. Jackson, vice-president and gen- 
eral manager of Tyrrell Hardware Co., 
Beaumont, Texas, announces that L. E. 
Ezell has been appointed sales manager of 
the company, which is one of the leading 
jobbing houses in that section of the coun- 
try. ——- 


William B. Kennedy Dies 


William B. Kennedy, representing the 
3oston Varnish Co., Boston, Mass., in 
Greater New York, passed away from a 
heart attack on Nov. 23, 1927. Mr. Ken- 
nedy had represented the Boston company 
in this territory for the past seven years 
and was one of the best known men in the 
trade. He is survived by his widow and 


two sons. 


| Quarter Century Club to Meet in 
St. Paul, Minn., on Dec. 29 


The Quarter Century Travelers’ Club 
meets this year on Dec. 29, at 2 p.m. at the 
St. Paul Athletic Club, St. Paul, Minn. 
This organization was formed fifteen years 
ago by fifteen old-time travelers, who had 
traveled twenty-five years or more. Dur- 
ing the club’s existence the membership 
has grown to 560, which includes most of 
the old-timers traveling in that section. 

A meeting is held each year between 
Christmas and New Year’s, alternating be- 
tween St. Paul and Minneapolis. At these 
meetings prominent speakers address the 
members and this year Mayor L. C. Hodg- 
son of St. Paul, Governor Christianson 
and Arthur L. Roberts of the Ten Thou- 
sand Lakes Association will address the 
meeting. After these prominent speakers 
have finished, various members will be 
called upon to relate their experiences, 
bringing a very pleasant afternoon to a 
close. 








Pickrell-Morris Succeeds Backus 
& Morris in Portland 


Pickrell-Morris Sporting Goods Co., 
| Portland, Ore., has succeeded the old and 
| well known firm of Backus & Morris of 
| that place. This new company will con- 
| duct both a retail and wholesale business. 
E. R. Pickrell, president and treasurer, 
was for a number of years with Dupont- 
Young Corp., and also in business under 
his own name. J. C. Morris, vice-presi- 
dent, has been in the sporting goods busi- 
ness in Portland for 18 years. Michael 
Moran, secretary, has been associated with 
Meier & Frank’s department store of that 
city. 


_ 


George T. Meyer Passes On— 
Well Known Pittsburgh Dealer 


George T. Meyer, president of the 
Pennsylvania Hardware & Paint Co., 
Pitsburgh, Pa., died recently. Mr. Meyer 
drove his automobile into the garage in 
the rear of his home and started to change 
a tire. It is believed that because he 
worked in the closed building, while the 
engine of the car was left running, he be- 
came asphyxiated from the carbon mon- 
oxide fumes. 

He is survived by his mother, two 
brothers, two sisters and a daughter. 





Monroe Hardware Organized— 
Need Catalogs and Price Lists 


Milton E. Greenblatt and Ed. Bernstien 
have organized the Monroe Hardware, a 
wholesale and retail organization, located 
at 200 Monroe Avenue, Detroit, Mich. 

Mr. Greenblatt was with Harry Levey 
for 151%4 years and Mr. Bernstien was 
connected with the T. B. Raye Co. They 
desire catalogs and price lists from manu- 
facturers and jobbers. 











eer: wee) 


Si Niece 





Charles B. Manville Dies— 
Founded Johns-Manville, Inc. 


Charles B. Manville, founder of Johns- 
Manville, Inc., New York City, and the 


discoverer of the fireproofing qualities of | 


asbestos, passed away in 
N. Y., on Nov. 26, after a short illness. 
He was 92 years of age and had enjoyed 
exceptional good health until a_ recent 
stroke hastened his death. 

Mr. Manville was born in Watertown, 
N. Y., in 1834, and in 1858 established 
the Manville Covering Co., Milwaukee, 
Wis. 
and purchased H. W. Johns Co., merging 
the two companies and changing the name 
to its present style. He retired in 1902 
and his son, the late T. F. Manville, headed 
the company until his death. Mr. Man- 
vill’s second son, H. Edward Manville, is 
now chairman of the board of directors. 

Mr: 





George B. Logan Is Recovering 
from Attack of Pneumonia 
George B. Logan of the Logan-Gregg 


leasantville, | : Pe 
phe | the Hotel Commodore on Thursday, Jan. 


| 19, 


| the outstanding events of the year in the | 


In 1900 he came to New York City | 


Manville is survived by his son, | 
daughter-in-law and several grandchildren. | 


Hardware Co., Pittsburgh, Pa., is reported | 
as recovering from a severe attack of | 


pneumonia. This good news will be of 


interest to Mr. Logan’s many friends in 


the trade. 


Mr. Logan is the son of John T. Logan, 


who with his cousin, Robert T. Kennedy, 
founded the business in 1831. Mr. Logan 
has been active in the company since 1862. 
In 1931 Logan-Gregg Hardware Co. will 
celebrate its 100th anniversary. 





AC Spark Plug Co. Elects 
B. W. deGuichard President 


B. W. deGuichard, vice-president and 
general manager of the AC Spark Plug 
Co., Flint, Mich., has been elected to the 
presidency, succeeding the late Albert 
Champion. Mr. deGuichard was born in 
this country but lived in France during his 
youth. He returned to the United States 
in 1908 and became associated with Mr. 
Champion in the manufacture of spark 
plugs. He was made vice-president and 
general manager in 1922. 

H. H. Curtice, who has been made vice- 
president and assistant general manager of 
the company, became associated with the 
company’s accounting department in 1914, 





Mrs. L. T. Rockwell Dies— 
Mother of Charles F. Rockwell 


Mrs. Louis Taylor Rockwell, beloved 
mother of Charles F. Rockwell, secretary 
of the American Hardware Mfrs. Assn., 
passed away in Pelham, N. Y., on Nov. 
10, after an illness of about 10 days. Mrs. 
Rockwell who was 72 years of age, was 
born in Broadway, N. J. In 1878 she mar- 
ried the late William F. Rockwell, who 
had then just been elected president of the 
Miller Bros. Cutlery Co., Meriden, Conn. 
Mrs. Rockwell lived in Meriden until 1926 
when she moved to Pelham. She is sur- 
vived by her son, a grandson and grand- 
daughter. 


| located it in Hastings, Minn. 





HARDWARE AGE for DECEMBER 8, 1927 





ul 
ing t 


Metropolitan Hardware Association 
Dinner to Be Held January 19th 


The Metropolitan Hardware Association | 


will hold its twentieth annual banquet at 


1928. Announcements have been 
printed and will shortly be mailed to hard- 
ware men in the metropolitan district. 
This annual dinner has come to be one of 


hardware trade of New York City. 
Tickets, which will be $6 each, may be 
obtained from any member of the commit- 





H. A. Cornell 


tee or from H. A. (“AI”) Cornell, 30 
Montgomery Place, Brooklyn. The com- 
mittee will announce the speaker of the 
evening as soon as definite arrangements 
have been completed. 

The announcement’ characterizes the 
event as a hardware night for hardware 
inen. Manufacturers, jobbers and retailers 


will have the opportunity of meeting their | 


trade friends there. 
The dinner, which this year promises to 
be bigger and better than ever, with high 


grade speakers and the highest type of en- | 
tertainments, will commence at 7 o’clock. | 


The banquet committee follows: 
R. J. Atkinson, 4 Ralph Ave., Brooklyn, 
N. Y.; Walter M. Baxter, 


Leonard Refrigerator Co. Plans 
Additions to Plant 


The Leonard Refrigerator Co., Grand 
Rapids, Mich., has completed plans for the 
erection of new buildings and the purchase 
of additional equipment. The building con- 
stitutes additions to the present Grand 
Rapids plant, a new porcelain plant, a 
warehouse and additions to the dry kilns. 
The Leonard plant has now available about 
1,000,000 sq. ft. of manufacturing area. 


C. A. Lund Co. to Manufacture 
Skis, Snowshoes and Toboggans 
C. A. Lund, well-known winter sports 

equipment manufacturer, has formed his 


own company, the C. A. Lund Co., and 
It occupies 


Mamaroneck, | 


N. Y.; Fred Becky, 257 Ninth Ave., New 
| York City; A. G. Birkenmeier, Jr., 525 
Clinton Ave., Newark, N. J.; Henry Bond, 
| 285 Wyckoff Ave., Brooklyn, N. Y.; C. A. 
| Bruhns, 152 Amsterdam Ave., New York: 
| City; F. W. Chillingworth, care Geo. Fer- 
| guson Co., New Rochelle, N. Y.; Edward 
F. Dailey, 524 86th St., Brooklyn, N. Y.; 
| Harry Douglass, 2415 Jerothe Ave., New 
York City; Charles Downes, care Hard- 
| ware Dealers Magazine, Penn. Terminal 
| Bldg., New York City; Edward Fergu- 
son, 48 East Tremont Ave., New York 
| City; R. G. Hammond, care A. N. Nelson, 
| 43 Hamilton Ave., Brooklyn, N. Y.; Fred 
| Horn, 5401 Fifth Ave., Brooklyn, N. Y.; 
| Charles Heale, care Harpware Ace, 239 
West 39th St.. New York City; J. M. 
Kohlimeier, 1011 Third Ave., New York 
| City; Fred H. Howard, White Plains, N. 
| Y.; W. Frank Littell, Jr., care Benj. Myer 
| Co., 470 Broad St., Newark, N. J.; Mat- 
| thias Ludlow, care Ludlow & Squier, New- 
| ark, N. J.; Arthur Manser, Summit, N. 
J.; Morris Miller, 620 Newark Ave., Jer- 
| sey City, N. J.; Sidney J. Milligan, care 
| Crane & Milligan, Newark, N. J.; L. T. 
| Madson, care Perth Amboy Hardware 
| Co., Perth Amboy, N. J.; Robert Pear- 
| sall, Secretary, Brooklyn Association, 109 
| Lafayette St., New York City; Wm. T. 
| Patterson, care Alex Patterson & Son, 
| 590 Columbus Ave., New York City; S. L. 
| Riley, care Cornell Bros., Tuckahoe, N. Y.; 
| H. R. L. Rohlfs, 4631 Third Ave., Brook- 
| lyn, N. Y.; Louis Schelling, 734 Willow 
| Ave., Hoboken, N. J.; Arthur Shimell, 414 
West Broadway, New York City; M. L. 
| Sheehan, 153-07 Jamaica Ave., Jamaica, 
| L. I.; Roy C. Schmidt, “The Boosters,” 
care Stanley Works, New York City; C. 
H. Tilson, care Thos. Hindley & Son, 819 
Sixth Ave., New York City; Henry Vogt, 
| 305 Broadway, Brooklyn, N. Y.; V. A. 
| Whitla, care Geo. M. Myers, 63 Washing- 
ton St., Paterson, N. J.; J. W. Walker, 
177 Market St., Paterson, N. J.; Harry 
| L. Imler, care Tuttle Bros., Westfield, N. 
J.; H. A. Cornell, chairman, 30 Mont- 
gomery Place, Brooklyn, N. Y, 


| 
| 
| 


a three-story building on a spur track ot a 
nearby railroad. The company has entered 
the manufacture of skis, snowshoes, to- 
boggans and related equipment. 

Mr. Lund came to this country from 
Norway 15 years ago and entered into the 
manufacture of skis in St. Paul, Minn. 

This new company will also manufac- 
ture a line of archery equipment. 


Albert Westpfal Will Join 
H. Boker & Co., Inc., on Jan. | 
| H. Boker & Co., Inc., 101 Duane St., 
| New York City, announce that on Jan. 1, 
| 1928, Albert Westpfal will join their or- 
| ganization Mr. Westpfal was formerly 


an importer of cutlery and hardware, and 
will sell the Boker line in metropolitan 
New York. 
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The Wooiter Spray Brush 


The Wooster Brush Co., Wooster, Ohio, 
has added to its line of bristle brushes a 
novel type air brush outfit for the use of 
both those professional and amateur paint- 
ers who may prefer this method of apply- 
ing lacquer. 

The Wooster Spray Brush, as it is called, 
is worked on the compressed air prin- 
ciple, the equipment including a small but 
powerful hand power air compressor which 
stores up air for the gun itself. The equip- 





Wooster Shasta 
“touching up” 


includes a 
brush for use in 
or where the spray gun cannot be used. 
The gun is worked independently of the 


ment also 


(bristle ) 


compressor. A volume of air is produced 
by pumping before beginning work, main- 
taining 10 to 40 pounds by slow, steady 
pumping while finish being applied. 
When a compressed air line is available, 
such in garages, factories, etc., the 
Wooster Spray Brush may -be hooked on. 

Large areas are quickly and evenly 
covered with several brands of lacquer, 
without “blobs” and weak spots. 

Very little effort is required to operate 
the spray brush. 


1s 


as 


and for repainting, as well as for the pro- 
fessional painter to use on radiators and 
other hard-to-get-at jobs. The pumping 
action has no effect on the flow of the 
spray or aiming of the spray itself, as they 
are two separate units. 

Model Nos. 33-G and 33, with and with- 


out the air gage, respectively, are now be- | 


ing stocked by many wholesalers. Both 
models include the Shasta Brush mentioned 
above. 


h -_—— — 


Leonard Refrigerator No. 0464 
Division 
Grand Rapids, 
placed on the market a 


Leonard Refrigerator Co., 
Electric. Refrigerator Corp., 
recently 


Mich., 











new line of porcelain refrigerators. Both 
the construction and appearance of these 
cabinets are of modern type. Instead of 


Women will find it useful | 
in finishing unpainted household furniture | 


of | 


Or wide metal trim there is a neat gray | 
The construction is of | 


porcelain border. 
| the corner post type, which permits the 
pereeer to lap at the corners and be 
sealed. The model illustrated, No. 0464, 
is of white porcelain both inside and out. 
The double gaskets. The 
hinges and latches are of nickel plated 
brass. The ice chamber lined 
porcelain and has a galvanized steel shield 


doors have 


is with 





and removable ice rack. 


refrigeration is installed at any time. 


Stevens License Plate Holder 

Stevens Walden-Worcester, Inc., Wor- 
| cester, Mass., has placed on the market 
; The Stevens License Plate Holder. This 


a= — ee 


Stevens License Plare Holders 


oA ee 


ie be 


WA e 
op ee é Bet | 


ee. Stay Tight ‘= A) = Cant Rust 














| ing. Complete device consists of bolt, wing 





nut, metal lock washer and leather washer. 
A blue license plate display card carries 
| 40 holders. A case lot of 100 cards weighs 
| 200 Ib. , 





Washburn Colander-Strainer 


The Washburn Co., The Wire Goods Co. 
Div., Worcester, Mass., has _ recently 
placed on the market the No. 3 Colander- 





ing fruits, vegetables and other foods. 
bowl can be removed from the frame and 
| so is easy to cleam. The bowl is 4 in. 
high and has a diameter of 8 in. 

Packed 6 in a box with display 
Weight per dozen, 9 Ib. 


card. 





1927 


There are bushings in the ice chamber | 
for inserting hanger bolts in case electric | 


Strainer for washing, draining and steam- | 
The | 











The Pull-A-Plug 


Ren Mfg. Co., 994 Main Street, Win- 
chester, Mass., is manufacturing the Pull- 
A-Plug, a novel device to be slipped onto a 
standard plug cap. With this device it is 
unnecessary to pull the wire when remov- 
ing the plug from the socket, as the two 
curved arms form convenient grips for the 








frayed 


device eliminates 
burnt out fuses and broken plug 
Finished in black Japan to match 
hard rubber or composition plugs and 
| equipped with tightening screw. 


fingers. This 
wires, 


caps. 





device is easily attached, good looking and 
the cadmium plating is said to resist rust- | 


Welworth Window Lock 


The E. B. Whitaker Co. 15 West 

| Thirty-ninth Street, New York City, has 

| placed on the market the Welworth Se- 
| curity Window Lock. 

This lock is attached to the upper sash 
of the window. The feature of this prod- 
uct is that the window can be securely 
locked in place while it is open. This al- 
lows a ventilator to be used, yet have the 
window locked, so that it can not be raised 
or lowered beyond the point of attachment. 
Forcing the window only locks it more 
securely. 

When it is desired to lower the sash, 
the lockwedge can be swung out against 
the pane, which allows the sash to be raised 
without interference. 











The brass and lacquer finish insures long 
service and makes the lock correct hard- 





ware equipment in the finest homes. 

















(Washington Bureau of HARDWARE AGE) 

WASHINGTON, Dec. 6—The Bureau of 
Census has just made public the report on 
distribution of 48,521 establishments in 
Chicago in 1926, of which 41,224 were re- 
tail concerns and of this number 1021 were 
hardware and agricultural implements 
stores. These hardware concerns em- 
ployed 1690 people and had 1128 firm 
member and proprietors, making a total of 
2818. Their total salaries aggregated $3,- 
093,500. The average merchandise inven- 
tory for the year was $8,114,400 and on 
Dec. 31 the inventory was $7,922,500. Sales 
totaled $30,908,400. The officials engaged 
in the offices of these stores numbered 372, 
while the number of selling employees was 
898 and the service employees 420. The 
average salary and wage per employee was 
$1,830. Under the head of hardware, 
tools and machinery there were 1321 out- 
lets reported with sales of $38,082,900. 
Under the head of hardware alone the 
report shows that there were 175 concerns 
with sales of less than $5,000 each; 219 
with sales from $5,000 to $9,999; 354 with 
sales from $10,000 to $24,999;-136 with 
sales from $25,000 to $49,999; 62 with 
sales from $50,000 to $99,999; 20 with 


sales from $100,000 to $249,999; eight with | 


sales from $250,000 to $499,999, and 5 with 
sales of $1,000,000 and over. 

There were 484 reporting wholesale 
hardware and agricultural implement es- 
tablishments with 5962 employees and 191 
firm members and proprietors, total salaries 
and wages being $13,633,400. The average 
inventory for the year was $12,414,900 and 
at the end of the year the inventory totaled 
$12,136,800. Sales aggregated $215,740,- 
600. There were 515 reporting concerns 
engaged in hardware, tools and machinery 
with 515 outlets and aggregate sales of 
$209,836,600. 


*x* * * 


Exceeding all previous records in vol- 


ume of production and consumption and | 
in the physical quantity of exports and im- | 


ports, the fiscal year ended July 1, 1927, 
continued the economic progress which has 
now been characteristic of American in- 
dustry for six vears. Secretary of Com- 
merce Hoover is authority for the fore- 
going statement. He made the cheerful 
announcement in his annual report which 
recently was made public. He said that 
there was very little unemployment, except 
during a moderate recession near the end 
of the year, and pointed out that the rate 
of real wages remained higher than any- 
where else in the world or at any other 
time in world history. The high pros- 
perity of the year did not represent merely 





| Sydney and Consul General Arthur Gar- 
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The Amendment to the Australian Tariff—A New Pamphlet, 


**How’s Business” 


By L. W. Moffett 












an upward swing in the business cycle, Mr. 
| Hoover explained, but was the result of 
| that general and permanent progress the 
extent and causes of which he set forth in 
detail. There’ were, to be sure, a few 
| aspects of American business which were 
less satisfactory, as, for example, the coal 
and textile industries, the relatively low 
price of cotton with its depressing effect 
| upon the farmers of large regions of the 
| South, and some continued depression in 
agriculture in the Mid-West, although it 
was stated that improvement is taking 
place since the fiscal year in both sections. 
It is known also that government officials 


rels, Melbourne. Several lines handled by 
the hardware trade are affected by the new 
rates. Changes were ordered in 135 items 
and in the case of 53 items the margin of 
preference accorded British products was 
| increased. Changes in electrical ma- 
chinery and appliances include electric 
fans, on which the general duty was de- 
| creased from 40 per cent to 20 per cent ad 
| valorem, and the British preferential from 
20 per cent to free, thus increasing the 
preference 714 per cent. The general duty 
on electric dish washers, floor polishers, 
| hair dryers and ironing machines was de- 
creased from 60 per cent to 25 per cent ad 


| who have studied the situation realize that | yalorem and the British preferential from 


| there has been a downward swing in busi- 
| ness for several months, with some line 
| showing decided signs of quick recupera- 
| tion. But fundamentally it is held that 
| business conditions are sound in every 

sense. The closing of the Ford automobile 
| plant while the machinery was being en- 
| tirely retooled and the new model worked 
| out was one cause of the let up in business. 
| But the new Ford is here, spinning along 
smartly, and mass production is near at 
| hand. 
| swing is passing quickly. 


Another cause 


| dential election and the policy of the next 
administration. This is said to be having 
its effect on expansion of industry because 
| executives are holding back from proceed- 
| ing with plans. The situation is accepted 
as being of a passing character. Money 
| is cheap, crops abundant and index num- 
bers have begun to rise. 
and there is an even balance between pro- 
duction and consumption. For these rea- 
sons it is confidently believed that a serious 
relapse is out of the question and that com- 
| plete recovery is near at hand. 

Mr. Hoover in his report says that new 
construction undertaken during the fiscal 
| year, amounting to some $7,000,000,000, 
| constituted a powerful factor in maintain- 
ing general business activity and prosperi 
ty. The physical volume of construction 
during this and the preceding year has 
| been much exceeded that even of the high- 
ly active years preceding and that cus- 
tomary before the war. 


* * * 


The long-awaited amendment to the 
Australian tariff was presented to Parlia- 


So this cause of the downward | 


has been the uncertainty at the next Presi- | 


Stocks are low | 
| by selling direct to retailers and consum- 


45 to free, thus increasing the preference 
| 10 per cent. The general duty was in- 
| creased on storage batteries for automo- 
| biles from 40 to 60 per cent and the 


sritish preferential from 17% per cent to 
35 per cent. 


Suggesting to the merchant, large and 
small, how problems of business may be 
met, the Department of Distribution ot 
| Chamber of Commerce of the United 
States, has issued a pamphlet, “How’s 
Business?” which deals with the growing 
complexity of competition. 

“Changes in distribution,” it says, “have 
occurred with bewildering rapidity. Chain 
stores have had a steady growth. Group 
buying has invaded many fields. Mail 


' order houses have extended their territory. 


Manufacturers have sought new markets 


| : : z 
iers. Retailers reaching out for greater 


shares of the consumer’s dollar, have sold 
millions of dollars of. goods by the install- 
ment method. Competition has come not 
from a few, but from many sources. 
“Undoubtedly competition has increased 
in many lines. And there is also com- 
petition between lines. The hardware 


| dealer’s competitors are not only hardware 
| dealers but sporting goods stores, five and 


and prize fights. 


10 cent stores, mail order houses, etc. 
Furniture and shoes compete with radio 
A ringside seat, at cur- 
rent prices, or a new loud speaker, often 


|means that a pair of shoes must last a 


ment on Nov. 24 and became effective on | 


the day following, subject to Parliamentary | ae ee 
| to consumers, but it is a broad, swirling, 


approval, according to a cablegram re- 


|ceived by the Department of Commerce 


from Trade Commissioner E. C. Squire, 





| 
| 


lot longer or a wobbly table must see more 


| service. 


“Goods flow in an ever-increasing stream 
tortuous current. A business man who 
would steer clear of the rocks and whirl- 
pools must know what is going on.” 
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eneral Market News 


Jobbers and Retailers 
Reporting Good Christmas Trade 


NEW YORK, Dec. 7.—Christmas trade in the hardware field bids 
fair to better the marks of recent years. Specialties and staple lines 
for Christmas gifts are in steadily increasing demand. 

Retailers report that customers appear to have plenty of money 
to spend on gifts this year, and efforts to get the business are meet- 


ing with success. 


Undoubtedly this good volume of holiday trade will materially aid 
the year’s business in making a favorable total. 

Staple lines generally are quiet, but prices remain firm. 

Collections, on the whole, are improving. 


October Chain Store Trade 
is Called Unsatisfactory 


The Dec. 1 monthly review of credit and 
business conditions by the Federal Re- | 
serve Agent at New York contains the | 
following item on chain store business: 

“The rather unsatisfactory October re- 
tail trade in cities was reflected in most 
types of chain store business as well as | 
department store sales. Grocery chains 
continued to report large increases in sales 
per store as well as in total business, but | 
10-cent, drug, tobacco, shoe and candy 
chains showed smaller sales per store than | 
last year, and variety stores reported a 
smaller increase than in other recent 
months. 


Percentage Change 


Oct.. 1927, from Oct., 1926 } 
? No. of otal Sales per 
Type of store svores sales. Sivre 
Grocery ...... + 8.0 + 26.1 +16.8 
Ten cent ..... + 9.4 + 8.3 — 1.0 
. are +13.5 + 9.7 — 33 | 
Tobacco ...... + 8 — 5.4 — 7.1 | 
SOME acca ease + 9.8 + 0.9 ae 
ee +22.3 +25.0 2.1 
OO ere + 4.7 — 0.1 — 4.7 
Se + 7.9 $18.6 10.0 





Hoover Reveals 1927 Prosperity 


Economic progress during 1927 brought 
Americans to the highest material living 
standard this country or any other coun- 
try has ever known, Secretary Hoover de- 
clared Dec. 1 in his annual report to the 
President. 

\ situation of prosperity which he said 
“has now been characteristic of American 
industry for six years,” was maintained, 
marred only by some continuing depres- 
sion for agriculture and some backward- 
ness in individual lines of industry. 

Mr. Hoover's statistics showed a steady 
level of wholesale prices, declining slightly 
in recent months; a maintenance of rela- 
tively large building construction —pro- 
grams; an increase in the expedition of 
railroad transportation along with a better 
service to users, and a year of “sound but | 
uneventful growth” in the banking field. 





In secking out the causes of the ma- 
terial prosperity Mr. Hoover described, E. 
Dana Durand of the department’s bureau 
of statistical research laid down the prop- 
osition that “extraordinary increase in the 
production of American industry during 


the recent years” had most to do with a | 


“corresponding advance in the standards of 
living.” 


Freight Loadings Decline for 
Week 


WasHINGTON, Nov. 29.—Loading of 
revenue freight for the week ended Nov. 
19 totaled 968,103 cars, according to re- 
ports filed today by the railroads with the 
car service division of the American Rail- 


; way Association. This was a decrease of 


6759 cars below the preceding week this 


| year, reductions being reported in the load- 


ing of miscellaneous freight, live stock, 
forest products and ore, while increases 
were reported in the loading of grain and 
grain products, coal, coke and merchan- 
dise and less-than-carload-lot freight. The 
total for the week of Nov. 19 was a de- 
crease of 103,604 cars under the same week 
last year. 

Miscellaneous freight loading for the 
week totaled 358,477 cars, a decrease of 
23,248 cars under the corresponding week 
last year. 

Coal loading amounted to 186,330 cars, 
a decrease of 56,684 cars under the same 
week last year. 

Grain and grain products loading to- 
taled 46,341 cars, an increase of 3656 cars 
above the same week in 1926. In the West- 
ern districts alone grain and grain prod- 
ucts loading totaled 29,905 cars, an increase 


of 3882 cars above the same week last | 


year. 


Live stock loading amounted to 33,027 | 


cars, an increase of 1314 cars above the 
same week last year. In the Western dis- 
tricts alone live stock loading totaled 27,- 
165 cars, an increase of 997 cars. 


Loading of merchandise and less-than- 
carload-lot freight totaled 260,319 cars, a 
| decrease of 4123 cars under the same week 
last year. 

Forest products loading totaled 59,499 
| cars, 6295 cars below the same week last 
| year. 
| Ore loading totaled 12,813 cars, 14,799 
| cars below the same week in 1926. 
| Coke loading amounted to 9297 cars, a 
| decrease of 3425 cars under the same week 
| last year. 
| All. districts reported decreases in the 
| total loading of all commodities compared 

not only with the corresponding period in 
| 1926, but also with the corresponding 
| seried in 1925. 


Week’s Prices Average 146.1 Per 
Cent, Says Fisher 


Prof. Irving Fisher of Yale University 
| announced Nov. 27 that the previous 
' week's prices, based on Dun’s quotations, 
| averaged 146.1 per cent of the pre-war 
| level. The purchasing power of the dol- 
| lar was 68.5 pre-war cents. 

Crump's index for the week was 135.5. 

The Italian index for the week ended 
Nov. 19 was 484.3. 

Index numbers for. the last five weeks 


| follow: 
Fisher. Crump. 


ee. as Sas ase ede 146.1 135.5 
| SN: |... Sock cee eosee 145.9 134.3 
VON: BO: cs cetarveracowes 145.7 135.9 
PUNO OOS ixcbeciiever ", 1452 1348 
0 Ree | Tet setae paren 145.0 134.9 


National City Bank Finds 
Trade Outlook Good 


Although retail and wholesale trade con- 
tinues to reflect the retarding influence of 
unseasonable weather which has held back 
business all fall, reports the National City 
Bank, there is no reason to anticipate a 
prolonged slump in buying. So long as 
the purchasing power remains high the 
probability is that holiday trade will con- 
tinue its yearly custom of breaking all 
records. 

“Prices generally are down to levels 
which are beginning to encourage buying, 
| and stocks of goods in most instances have 
been reduced to points which must soon 
call for replenishment. Conditions, in 
short, are more favorable to expansion 
| than depression, and we continue to look 
forward with confidence to 1928 as a good 
| year for American business. 





“Crop returns, moreover, have been good 

|} on the whole and farm purchasing power 

enhanced over that of a year ago. Money 

| conditions continue favorable. Foreign 
trade is in healthy condition. Building con- 
struction promises to continue in large 
volure.” 


a 


DUE oa a 











_HARDWARE_ AGE for DECE MBER 8, , 192 7 a 7 ol 


Chicago Weather Is Causing Erratic Demand 
—Holiday Items Moving Well 





Poultry Netting—The new price basis announcd for the coming 
10 on galvanized after. 


The new price basis is $1.85 per 100 square feet. 





Additional Price Changes Reported by Chicago Jobbers 


from this year’s basis. The new discounts are 60 per cent on galvanized before and 50 and 


Black Screen Cloth—A slight advance is announced on black screen cloth for the coming season. 


season shows a slight decline 








(Chicago office of HARDWARE AGE) 

CHICAGO, Dec. 6.—The weather is having a very decided influence on 
the hardware trade. With a few days of colder weather sales are great- 
ly stimulated only to slacken down again with a change back to milder 
temperatures. However, in spite of this pronounced irregularity, the 
total volume of sales is running about even, and in some cases slightly 
ahead, with this same time last year. Holiday buying is now well under 
way and is reaching a very satisfactory volume. 

Hardware prices for the most part are holding firm. However, this 
week there have been slight reductions on single strength window glass 
and on white lead. Turpentine, on the other hand, has advanced a 
trifle. 

While the continued mild weather has retarded the movement of 
many of the more seasonal lines, it has prolonged the building season, 
and as a result the demand for such items as builders’ hardware, build- 
ing paper and paint continues fairly active. Actual construction work 
in this territory was greater in November than in October. 

Steel buying is still very sluggish with practically all orders for 
small tonnages, which, of course, increases mill costs. Railroad speci- 
fications for later delivery are a bright spot in the general steel market 
and the implement manufacturers continue to take a large share of the 
bar output. Steel production in the Chicago territory is still around 62 
per cent of capacity. 

Collections are a trifle slower. 


AUTOMOBILE ACCESSORIES.—Wibn- | We quote from jobbers’ stocks, 
t sories, d t f bl f.o.b. Chicageo: Carriage bolts, cut 
er accessories, due to more favorable thread, 60 per cent discount; small 
weather, are now moving freely. carriage bolts, rolled thread, 60-10 
We quote from jobbers’ stocks, per cent discount; machine bolts, cut 
f.0.b. Chicago: ~ thread, 60 per cent discount; small 
ae , = machine bolts, rolled thread, 60-10 
_ Spark Plugs.—Splitdorf, for Fords, per cent discount; all stove bolts, 75- 
50c. each; regular, 58c. each; Cham- 10 per cent discount; lag screws, 60 
pion X, 45c. each; Champion Blue per cent discount. 


Box line, 53c. each; A. C., 53c. each; 


lots of 100, 50c.; A. © Special Ford, BUILDERS’ HARDWARE.—Prices are 


36c. each. 


Spot Light.— Appleton, No. 3280, | without change and the demand is sea- 
$6.50 each. | sonal 
Chains.—Non-skid, dozen pair lots, : , 
$5 per cent discount. Ww uote from jobbers’ stocks, 
Jacks.—National Standard, No. 21, Pry iy Pv ail 314 =the steel butts, 
$1.30 each. ae : old copper and dull brass finish, $2.07 
Pumps. — Rose, 14 in. cylinder. per doz. pair, case lots, less quanti- 
$1.85 each. ties, 9c. per doz. pair higher; 4 x 4 
Tires and Tubes.—30 x 3% over- steel butts, old copper and dull brass 
size cord tires, $8.30 each; regular | finish, $2.90 per doz. pair, case lots, 
cord, $6.10 each; gray inner tubes, less quantities, 10c. per dozen pair 
30 x 3%, $1.24 each; red inner tubes, } higher; heavy steel bevel inside sets, 
30 x 3%, $1.45 each. } $5.75 per doz. sets, case wre steel 
P : bit-keyed front door sets, $1.45 per 
AXES.—There is an active demand, set; wrought brass, bit-keyed front 
especially for the better grades. Sales door sets, $2.49 per set; cylinder front 


door sets, $6 per set. 


cent better than this time last year. 


are estimated as running about 20 per | 
We quote from jobbers’ stocks, | 


f.o.b. Chicago: Single bit base weight, ani ; ; i, 
axes, unhandled, at $14 per doz.; han- animal chains is fair. 
dled at $19.25 per dozen; double bit We quote from jobbers’ stocks, 
base weight axes, unhandled, at $19 f.o.b. Chicago: ™% in. proof cow 
per doz.; handled at $24.50 per doz. chains, $8.50 per 100 lb. Tenso Bull 


Dog and Brown coil chains, 50-10 per 


BOLTS AND NUTS.—Prices are firm ant @mesunk Né:. 00-456 electric 
and sales are satisfactory. welded cow ties, $2.75 per doz. 


CHAIN.—Sales are very good on coil | 
| and truck chains while the demand for | 


COPPER RIVETS AND BURRS.—The 
| demand is only fair and the prices are 
| unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 
| ELECTRICAL MERCHANDISE.—A 

good volume of business is being re- 
| ceived. There are no price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, $6.50 
per 1000 ft.; in less than 1000 ft. lots, 
$6; No. 18 lamp cords, $12.50 per 1000 
ft.; in 1000 ft. lots, $12; %-in. brush 


brass key sockets, 15%c. each; two- 
way plugs, 45c. each, in lots of 10, 
400, each; two-piece attachment 

zs . each: dry cells, boxes of 





each; less than case lots, 





50, 
36c. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
heam, $5; lots of six, $4.72. Per- 
colator, Universal 9169, $16.65. 

ee ——— —Radio B batteries, 

766, $1.40 each; No. 766, pack- 
pei of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages’ of 5, $3.17; No. 772, $2.62 eac h; 
packages of 5, $2.41; No. 486, 58 


> 






each: No. 486, packages of 5, $3.33. 
Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


| GALVANIZED WARE.—The mild 
| weather continues keeping up the de- 
r mand for kerosene cans in connection 
| 


| FILES.—Sales are satisfactory and 


with kerosene heaters. The fine husk- 
ing weather is helping the sale of gal- 
vanized baskets. 


We quote from _ jobbers’ stocks, 

f.o.b. Chicago: Standard galvanized 

} after made tubs, No. 1, $6; No. 2, 

$6.85; No. 3, $8; 10 qt. galvanized 

after made pails, $2.12; 12 qt., $2.33; 

14 qt., $2.60; 1 gal. all galvanized oil 

| cans, special $2 doz.; 2 gal, $4 

doz.; 3 gal., $5.75 doz.: 5 gal., $7 doz.: 

| 1 bu. galvanized baskets, $6.20 doz.; 

| No. 26, bailed, 1% bu. galvanized 
| measures, $4.50. 


GLASS AND PUTTY.—There is a 
| slight decline in price on_ single 
| strength glass. The demand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-71% 
| per cent discount; double strength A, 

all brackets, 89 per cent discount: 
double strength B, all brackets, 90-5 
| per cent discount; putty, pure grade, 
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$4.25 per 100 lb.; commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—Glass _sub- 
stitutes are selling increasingly well. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


GOLF GOODS.—Steel shafted wood 
clubs in matched sets and matched iron 
— are in good demand for the holiday 
trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood clubs, 
$2.50 each; irons, $2.10 each; medium 
grade, $1.35 each; Crawford-Mc- 
Gregor steel shaft wood clubs, $4.50 
each; Crawford-McGregor steel shaft 
iron clubs, $3.50 each; Grand Slam 
wood clubs, $4.75 each; Grand Slam 
iron Clubs, $3.35 each; U. S. Royal 
Golf Balls, $6.50 dozen; St. Mungo 
Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—A good demand for Christmas 
continues. Prices are unchanged. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Sales are good 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe_ handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 
_Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—The demand is holding up 
well and prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 88c.; 5 in., $1.16; 6 
in., $1.40; 8 in., $2.25; 10 in., $3.62 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.70 ; 8 in., $2.55; 10 in., $4.10 per doz. 


HOCKEY STICKS.—Sales are increas- 
ing as dealers prepare for the sales 
season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Boys’ Hockey stick, 
$2 doz.; Youth’s Hockey stick, $4 doz.; 
College Hockey stick, $8.25 doz.; Pro- 
fessional Hockey stick, $20 doz.; prac- 
tice pucks, $2.25 doz.; official pucks, 
$3.50 doz. 


ICE SKATES.—Colder 
needed to stimulate sales. 


weather is 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, wo- 
men's and girls’, $1 pair; Key Clamp, 
hockey, men's and boys’, $1.20 pair. 
Half Key Clamp, hockey, women’s 
and girls’, $1.40 pair. Tubular skates, 
men’s or women’s, racer or hockey, 
$5.50 pair. 


LANTERNS.—The demand is season- 
ally active. 


Prices are firm. 


! 








We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz, net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—There is a_ noticeable 
improvement in sales as the season 
advances. 
We quote from jobbers’ stocks, 

f.o.b. Chicago: Enterprise No. 25, 

qt., $8 each; No. 31, 6 qt., $8.65 each; 

No. 35, 8 qt., $9.50 each. 


NAILS—Took a new schedule of ex- 
tras effective Dec. 1. This new sched- 
ule makes the distributors base price 
in the Chicago territory $3.00 in less 
than carload lots. All sizes of com- 
mon nails now take extras which in 
effect advance the price to the dealer 
on the larger sizes and decline it on 
the smaller sizes. 


PAINTS AND OILS.—White lead de- 
clines slightly while turpentine ad- 


vances 3 cents. Sales are seasonal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
92c. per gal.; 5 barrel lots, 89c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
6814c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine. — Drum lots, 69c. per 
gal. net. 

White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, $6.75; 25 lb. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(4% Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
2.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7c. per 
Ib. 


PREPARED ROOFING.—Prices _re- 
main unchanged. Sales continue very 


good at the extremely low prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade tale surfaced, 
$2.05 per square; medium talc sur- 
faced, $1.05 per square; light tale 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Christmas buying is 
starting well with an especially active 
demand for staple items in metal 


frames. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, 
No. 214, $12 dozen. 

New Handled Casseréles.—Round, 
No: 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. a 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per Set. 


ROPE.—Prices are unchanged and the 


demand is fair. 

We quote from jobbers’ stocks, 
f.0.b. Chicago: No. 1 Manila standard 
brand, 23%c. to 26c. per 1lb.; No. 2 
Manila, 22%c. per Ib.; No. 1 sisal, 
14%4c. to 16c. per Ilb.; No. 2 sisal, 
1314c. to 15c. per Ib. 

SAWS.—There is a fairly good volume 
of orders being placed. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 

24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 
SASH CORD.—Sales are holding up 


well and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks, 


7.20 dozen; 











SASH PULLEYS.—There is a fair de- 
mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55¢c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—The demand is steady and 
prices remain low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-35 per cent; round head, 
brass, 72%-20-35 per cent; flat head, 
brass, 7214-20-35 per cent; round 
head, brass, 70-20-35 per cent. 


SKIS.—There is a good demand for 
the holiday trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 5 ft. Norway Pine skis, 
$1.05 per pair; 5 ft. mahogany finish 
Magnolia skis, $1.60 per pair; 5 ft. 
Northern White Ash, $1.85 per pair. 


SLEDGES AND WEDGES.—Sales are 
increasing as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 Ib. and heavier, 
19¢c. per Ib.; common wood chopper’s 
wedges, 7c. per lb. 


SOLDER AND BABBITT.—Sales are 
only fair at the recently reduced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $37.90 per 100 Ib.; medium 45-55 
solder, $35.15 per 100 Ib.; tinners, 40-60 
solder, $32.55 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
ard No. 4 babbitt metal, $13 per 100 
lb. 


STEEL SHEETS.—Sales are 
factory and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb.; 28 gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—There is a heavy seasonal 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage, 6 in. Blued 
Stovepipe, 13c. per ft.; 28 gage, 6 in., 
Corrugated Elbows, $1.45 per doz.; 
17 in. Galvanized Coal Hods, $4.85 
per doz.; 17 in. Competition Coal 
Hods, $4.35 per doz. 


TOYS.—The toy business is running 
ahead of last year and factories are 
falling behind on deliveries. 


TRAPS.—The demand is very heavy. 
Factories are still working on October 
orders and jobbers’ stocks are broken. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; No. 2, $3.36 per doz. 


WRENCHES.—There is a normal de- 
mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches.—Radio and elec- 
trical sets in metal cases, $2.75; No. 
101 Master Service Set, $13.75; No. 
202 Heavy Duty Set, $8.80; No. 404 
Flexible Socket Set, $8.80; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 90 Square Socket Set, $3.70; No. 
1817 Giant “Snap-on” with extra 
heavy duty ratchet, $27.35. All Snap- 
on Wrenches less 33% per cent dis- 
count. 


satis- 
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New England Movement of Seasonable 


Goods Is Gathermg Momentum Each Day 


(Boston office of HARDWARE AGE) 


BosTon, Dec. 6—The New England movement of seasonable goods | 
handled by the retail hardware trade is gathering momentum each day, | 
but it is not quite up to standards set in recent years due largely to a | 
continuation of unseasonably warm weather. There is still conserva- | 
tism shown in orders placed by the retail trade with the jobbers, par- 


ticularly for such merchandise as 


skates, sleds, hockey sticks, skiis, 


snowshoes, etc., yet the weekly jobbing turnover is gratifying because 
it shows a slow, steady improvement. The jobbing trade appears to | 
have made up its mind that the grand buying rush will be put off until 
the last minute provided real old-fashioned winter weather does not 
set in. One of the strange quirks in the business situation is that cer- 


tain lines, more particularly automobile anti-freezing goods and tire | 


chains, are enjoying a broad market despite the high temperatures. 
Staple lines of hardware are not as active as they were a month ago, 
but that condition is to be expected at this season. Retail firms show | 
some interest in lawnmowers, rubber hose and poultry netting and 
staples, but futures in general are not in the mind of the average re- 


tailer, and jobbers are not striving 


for business because they are giv- 


ing most of their attention to seasonable merchandise. The Vermont 
business situation is rapidly righting itself. Northern New England 
jobbers are furnishing a large amount of stock to dealers in the recently 
flooded areas and stocks in retail stores are beginning to take on a nor- 
mal aspect. Collections, according to Boston jobbers, are a little bet- 
ter than they have been, but are only fair at best. Slow accounts com- | 


plain of the small volume of public 


BATTERIES.—Following a. spell of in- | 
activity, the market for batteries, more | 
particularly for radio, has taken on a | 
new lease of life. Many retailers, who 
evidently believed they had a large 
enough stock to carry them for some | 
time, have changed their minds. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 50, 3244c. each net, freight al- 
lowed. Hot shot, in barrel lots, No. 
1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2. 07; No. 1662M, $2.45. 

Radio. —Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 760, 
$1.30; No. 771, 39c. Storage batteries, 
6 to 9, $9.75 each net; 6 to 11, $11.10; 
6 to 13, $13.05. Radio; No. 486, $5 list. } 
Bare, ‘A’s, 6-9, $8.50 each net; 6-11, 
$9.50; 6-18, $11.50. 


BICYCLES AND TIRES.—Retail deal- 
ers are certain there will be a call for 
bicycles between now and Christmas, 
which accounts for the increase in or- 
ders placed with jobbers. 


We quote from Boston jobbers’ 
stocks: 
Bicycles.—Men’s, 20 in., $30.50 each 





net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’, } 
18 in., $29. 

Tires.—Guaranteed, lots of 25 pair, 
$2.75 per pair net; Thornproof, lots 
of 25 pair, $3.40 per pair. 


BOYCYCLES.—Sales of boycycles for 
the holiday trade have picked up quite 
a little. There is every indication of 
a good turnover during the month. 


We quote from Boston jobbers’ 
stocks: 





buying. 


Boycycles.—Columbia line, No. 41, 
$8 each net; No. 42, $9.75; No. 43, 
$11.50. 


CHRISTMAS TREE OUTFITS.—There | 


is a decided spurt in retail buying of 
Christmas tree outfits and candle sets, 
particularly the latter. The old estab- 
lished New England custom of having 
lighted candles in home windows on 
Christmas Eve apparently is coming 
back very strong. 


We quote from 3oston jobbers’ 
stocks: 

Candle Sets.—No. 8008, 8 light, car- 
bon, in lots of _less' than 50, 90c. per 
set net; in lots of 50, 85c.; No. 842, 

8 light, Mazda, in lots ‘of le “88 than 50, 
$1.34; in lots of 50, $1.31; No. 8000, 8 
light, Mazda battery, in lots of less 
than 50, $1.34; in lots of 50, $1.31; No. 
- 8 = Mazda, in lots of less than 

$1.60; in lots of 50, $1.56: No. 80, 
g iene in lots of less than 50, $1.73: 
in lots of 50, $1.69: Fancy, 8 light, 
tungsten, No. 108, in lots of less than 
50, $1.73; in lots of 50, $1.69; No. 118F, 
in lots of less than 50, $1.40; in lots 
of 50, $1.35; No. 72, 7 light, Mazda 
multiple, in lots of less than 50, $2.74; 
in lots of 50, $2.67. 

Outdoor.—No. 111, 10 light, clear, in 
less than standard packages, $5.64 
per set net; in standard packages, 
$5.60. With assorted colored lamps, 
in less than standard packages, $6.09 
per set; in standard packages, $5.94. 

Window.—No. 161, in lots of less 
than 10 sets, $2.40 per set net; in lots 
of 10, $2.34. Torrid, No. 550, $3 per 
set. 

CLOCKS.—All kinds and makes of 
clocks are selling well for the holiday 
trade. Current bookings coupled with 
those made previously make it appear 
that the 1927 clock market will go out 
with something like the old-time rush. 












We quote from Boston jobbers’ 


stocks: 

Clocks.—Westclox line, Ben Hur, 
plain dial, $2.50 each list. In lots of 
less than 12, $1.75 net; in lots of 12, 
$1.70; in lots of 24, $1.65. Luminous 
dial, $3.50 each net. In lots of less 
than 12, $2.46 each net; in lots of 12, 
$2.38; in lots of 24, $2.32. Automobile 


Clocks, Westclox line, plain ” $1.76 
each net; luminous dial, $2.46. 

| CUTLERY.—Retail dealers are taking 

cutlery a little more freely, but there is 

no real snap to buying. Current buy- 

ing is not confined to any one particular 

kind of cutlery, but to the general line. 


We quote from Boston jobbers’ 
stocks: . 
Bread Knives.— Genco, $2.50 per 


doz. net; Universal, No. 1A, $2.40; 
No. 208, $3.75; No. 3402, $4. 

Kitchen.—Universal, ae. 3038, 75c. 
per doz. net; No. 350, $1.75; No. 321A, 
$1.20; No. 3200A, $2; No. 3640, $2; No, 
2500A, $2.75; No. 4230A, $2. Geneva, 
No. $113D, $1.20. 

Slicers. —Universal, No. 283A, $5.50 
a doz. net; No. 243, $4. 


Butchers.—Universal, No. 200, 5 in., 
$3 per doz. net; 6 in., $3.25; 7 in., $4; 
8 in., $4.75; 9 in., $6; 10 in., $7; 12 in., 


$12; 14 in., $12. 

Grapefruit. —Universal, No. 345, $2 
per doz. net; No. 5450, $4; No. 3506, 
$3.50; No. 2570, $5. Genco, No. 121, 
$3.50 per doz. net. 

Shears.—Straight, Universal, 6 in., 
$8.50 per doz. net: -6% in., $9; 7 in., 
$9.75: 714 in., $10.50; 8 in., $11; 9 in., 
$13.25. Nickel plated, 6 in., $10; 6% 
in., $10.50; 7 in., $11; 7% in., $11.50; 
8 in., $12; 9 in., $15. Left hand, 7% 
in., $14.50. 

Bent Trimmers.—Universal, No. 15, 
japanned, 7 in., $10.50 per doz. net; 
8 in., $11.50; 9 in., $14.75; 10 in., $18.50. 

Barber Shears.—Universal nickel 
plated, 714 in., $12 per doz. net; 8 
in., $13. 

Scissors.—Universal, pocket, 4 in., 
$8.50 per doz. net; No. 195, 4% in.., as 


Embroidery, No. 205, 3% in., $8; 
in., $8.50. Ladies’, No. 215, 4 in., 
$8.50: 414 in., $9; 5 in., $9.75; 6 in., 
$11. 


ELECTRICAL APPLIANCES. — Im- 
proved buying of all kinds of electrical 
appliances is reported by jobbers, with 
those things suitable for Christmas 
gifts leading in activity. The average 
retail dealer is carrying a fairly well 
assorted line of stock. 
We quote from Boston jobbers’ 
stocks: 
_ Appliances.—Hair dryers, Nos. 1 to 
$7.10 each net; No. 8, $6. 60; cheaper 
BGS $3.50 to $3.7 75. Vibrators, $3.75 
and $5.50. Beaters, $3.75. 
Specialties.—Plug sockets, Tu-sok, 
in units of 10, 21c. each net; in units 
of 20 to 99, 20c.; in 100 assorted lots, 
19ec. Four-way tap socket, No. 4, in 
units of 10, 40c.; in units of 20 to 99, 
38ce. in 100 assortment lots, 36c. 
Three- -way tap, No. 30, in units of 10, 
lic.: in units of 20 to 99, 10%c.; in 
100 assortment lots, 10c. Bakelite, 
two-lite socket, No. 12, in units of 
10, 38c.: in units of 20 to 99, 36%c.; 
in 100 assortment lots, 35¢c._ Bakelite 
three-lite screw base, No. 17, in units 
of 10, 40c.; in units of 20 to 99, 38c.; 
in 100 assortment lots, 36c. 


FLASHLIGHTS.—There is a very sat- 
isfactory demand for flashlight cases 
and batteries. Such merchandise sells 
well during the holidays. The National 
Carbon Co. has placed on the market 
here an official Boy Scout flashlight 
case. It is known as No. 2697, costs 














a _ HARDWARE AGE for DECEMBER 8, 1927 


the retailer $1.53 each net, and retails 
at $2.20. 

HEATERS.—Despite the recent warm 
weather there has been spasmodic buy- 
ing of all kinds and makes of heaters, 
which in the weekly aggregate totals 


up well. Jobbers say retail stocks are | 


small and that when real winter 
weather sets in they expect to do a land 
office business in heaters. 


We quote from Boston jobbers’ 
stocks: 

Heaters.—Rome upright, copper 
body, nickel top and base, list $10 
each. In lots of less than six, 334% per 
cent discount; in lots of six, 35 per 
cent discount. Universal, reflector 
type, No. 9927, $3.80 each net; No. 
9953, $4.50; No. 9955, $4.85; No. 9954, 
$5. Assortment No. | and 2, of three 
each, $9.50 net the set. Polar Cub, 
No. B90, in lots of less than 12, $2.95 








each net; in lots of 12 or more, 75 
each net. Portable-furnace, Utica, 
round, upright, $10 each list: discount 
on lots of less than three, 30 per gent, 
on lots of three to five, 3344 per cent, 
on lots of six or more, 35 per cent 
discount. Simplex, No. 96, Sunbow!l 
Jr., $4.75 each list; No. 97, Sunbowl, 
$7; No. 98, Sunbowl, $7.50; No. 92, 
Sunbowl De Lux, $8.50. Discount 30 
per cent. Electric, Ameco, $5.95 each 
list: discount 334% per cent. 
JUGS.—In quite a few instances retail- 
ers are laying in a good assortment of 
jugs for the holiday trade. Most of the 
buying, however, comes from retailers 
located in cities and large towns. 

We quote from Boston jobbers’ 
stocks: 

Jugs.—Thermo, No. 1500, $4.50 each 
list: No. 1375, $3.50; No. 600 (for food 
only), $6.50. Discount, 25 and 10 per 
cent Stanley unbreakable, food and 
liquid, No. 303, $7.50 each list: dis- 
count, 33% per cent. Aladdin Therma! 
ware, No. 405, $3.75 each list: dis- 
count, in lots of less than six, 30 per 
cent, in lots of six or more, 30 and 5 
per cent. 

NAILS.—Wire nail makers announced 
a new card, issued Dec. 1, which vir- 
tually amounts to an advance of $1 to 
$2 a ton. No change in local jobbing 
prices has been made up to date. The 


demand for all kinds of nails is quite 
good for this time of the year. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.40 per 
keg base; from mill, in car lots, $2.60 
per keg, base; in less than car lots, 
$2.85. Cement coated, in count kegs, 
from mill in car lots, $2.60 per keg, 
base, f.o.b. Pittsburgh; in less than 
car lots, $2.85; from store, in boxes, 
$5.30 per keg. Cut nails, from store, 
$4.25 per keg, base. Hardened steel 
floor, direct shipments, $8.10 per keg, 
base; Western cut nails, direct ship- 
ments, in car lots, $3.50 per keg base, 
f.o.b. Pittsburgh; in less than car 
lots, $3.65. Tremont cut nails, direct 
shipments, $3.95 per keg, f.o.b. Ware- 
ham, Mass.; hardened steel nai!s, di- 
rect shipments, $7.60 f.o.b. Wareham. 


PYREX WARE.—Pyrex ware is selling 
well both in a retail and jobbing way. 
'It is important that retail dealers 





‘should have a good stock of this ware | 


' for the holiday trade. 


We quote from Boston jobbers’ 
stocks: 

Pudding Dishes.—Oval, No. 032, 1 
qt., 57c. each -net; No. 033, 1% qt., 
67c.; No. 034, 2 qt., 80c. Shallow oval, 
No. 042, 1 qt., 57¢c.; No. 043, 1% qt., 
67c.: No. $44, 2 qt., 80c. 

Platters.—Well and tree, No. 372, 
$2 each net. 

Custard Cup.—No. 410, 3 oz., Te. 
each net. 

Tiles—Round, No. 723, 67c. each 
net: oval. Nos. 733 and 743, 67c.: 
square, No. 753, 67c. 

Frames.—Casserole, No. 849, to fit 
Nos. 267 or 622, $1.08 each net; No. 
850, to fit Nos. 268 or 623, $1.25; No. 
84914, to fit Nos. 293 or 632, $1.50; No. 
85014, to fit Nos. 294 or 633, $1.75. Pie 
plate. to fit No. 209, $1. 


ROOFING MATERIAL. — Irregular 
markdowns in prices on roofing mate- 
|rials are in order. Collectively the 
average reduction in values amounts to 
about 10 per cent. 


We quote from Boston jobbers’ 
stocks: 

Shingles.—Hexagon strip, 10 in., 
$4.70 per square; 1215 in., $6. Giant 
individual, $7.75. 

Roofing.—Roll, smooth surface Con- 
tinental heavy, $2 a roll; extra heavy, 
$2.50: medium, $1.50. Battle Axe, 
light, %5e.: medium, $1.20; heavy, 








$1.45. Mineral surface, Continental 
super quality, $2.10; Balmar, $1.90. 

Duck.—Double thread, 12 oz., 29 in., 
34c. a yard net. 

Stormtite.—Plastic, 3344 per cent 
discount; in lots of 500 gallons or 
more in one shipment, 33% and 5 per 
cent discount. 


SHOVELS.—Shovels are moving out 
of jobbers’ stocks in goodly quantities, 
both on old as well as new orders. De- 
mand for snow shovels is about equally 
divided between wooden and steel kinds. 

We quote from Boston jobbers’ 
stocks: 

Shovels. — Snow, Rugg line, steel, 

long plain handle, No. 78, $4 per doz.; 
split wood D handle, No. 78%, $4.70; 
malleable D-handle, No. 79, $4.70; 
Massachusetts, long or D-handle, 
round or square point, plain back, 
black, No. 2, $15.30 per doz. list; No. 
3, $16.05; No. 4, $16.80; No. 6, $18.30; 
Polished, No. 2, $17.50; No. 3, $18.25; 
No. 4, $19; No. 6, $20.50. Ames line, 
black, No. 2, $24 per doz. list; No. 3, 
$24.75; No. 4, $25.50; No. 6, $28; pol- 
ished, No. 2, $26.50; No. 3, $26.95; No. 
4, $27.50; No. 6, $29.20. Discount, 25 
and 10 per cent. 

Scoops. — Massachusetts, D-handle, 
hollow back or strapped back, No. 2, 
$16 per doz. list; No. 3, $16.50; No. 4, 
$17.50: No. 5, $18.25; No. 6, $19; No. 

7, $19.75. Ames line, No. 2, $24.70 per 
doz. list; No. 3, $25.45; No. 4, $26.20; 
No. 5, $26.95; No. 6, $27.70; No. 7, 
$28.45. For polished scoops, add $2.20 
per doz. Discount 25 and 10 per cent. 
Spades.—Massachusetts, plain back, 
| polished, No, 2, $17.50 per doz. list; 
| B, moulder, polished, No. 2, $17.50. 
Ames line, plain back polished spade, 
No. 2, $26.20 per doz. list; B, moulder, 
polished, No. 2, $26.20. Discount, 25 
and 10 per cent. 
| TOYS.—In a jobbing way the toy sea- 
son is at its height. Retail buying is 
on again in volume. It is certain that 
| the average retail dealer previously 
|handling toys during the holidays will 
| carry a larger stock this year than ever 
|before. And it is equally certain that 
;more New England retail dealers will 
carry toys during the coming holiday 
| trade than ever before. 








Predicts Record Tire Business During the Year 1928 


Basing his views on the belief that next 
year will be a.record one for automobile 
production and tire replacements, Frank R. 
Henderson, president of the Rubber Ex- 
change of New York, declared on Nov. 12 
that 1928 will be the biggest year in the 
history of the tire business. 

Reviewing the rubber industry, Mr. Hen- 
derson said that if the British Government 
will give proper cognizance to the world’s 
requirements of the future, any sort of 
government regulation should be dropped. 
“Rubber at the present market price means 
an ample return for the plantation and a 
satisfactory level on which the rubber 
manufacturer can give unprecedented value 
to the consumer,” he explained. 

Mr. Henderson was of the opinion that 
the day or two of firmness and brisk ac- 
tivity experienced in the rubber market 
last week “was probably due to the gen- 
eral belief that restriction is to be made 
to function to suit producers’ desires rather 


than giving any consideration to the rub- 
ber situation as a whole.” 

“It may not be untimely to express an 
opinion of the outlook as it presents itself 
at present,” he continued. “I believe that 
1928 will be the biggest tire year in the 
history of the business. This is partly 
based on the belief that it will be a record 
year in automobile production and that the 
replacement business in the tire industry 
will probably reach unprecedented propor- 
tions. 

“The highest prices of 1925 compelled 
drastic moves toward the conservation of 
crude rubber, and intensive efforts in the 
use of substitutes, such as reclaimed rub- 
ber and other compounding ingredients. 
It is only natural, therefore, that the 
pendulum should swing too far in this di- 
rection, and readjustments have been nec- 
essary in arriving at standardization. 

“The psychological effect of the delay 





in the production of the new Ford model 


has been felt by a very large percentage 
of the motor car industry. It is not sur- 
prising that the eyes of the entire busi- 
ness community are focussed on the defi- 
nite action of so important a factor, and 
perhaps the accumulated buying power is 
underestimated. The action of the General 
Motors Co. in disbursing an extra dividend 
last week is an indication of their confi- 
dence in at least the near future. 

“There has been no appreciable slowing 
up in the buying power of the country in 
the last few months, and if this power has 
not been exercised there is no gainsaying 
the fact that any falling off is purely tem- 
porary and is bound to be reflected in the 
next six months. Money conditions remain 
decidedly favorable, and while efforts will 
undoubtedly be made to check extrava- 
gance, high wages and a better standard 
of living are becoming more and more per- 
manent because of their economic value to 





industry in general.” 
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Revised Wire Nail Prices Interest 


Pittsburgh Trade — Collections Slow 


PITTSBURGH, Dec. 6.—The hardware 


(Pittsburgh office of HARDWARE AGB) 
trade is much interested in the new | 


card of extras on wire nails, which is dated Dec. 1, and is accompanied by an | 


advance in the base price of 5c. to 10c. 


burgh. That price, since about July 1 last, has been the regular schedule price, 
but actually was paid on little or no tonnage, and lately the market has been 
The interesting feature of the new setup 


$2.50 and even $2.45 has been done. 


is that there are no longer any base sizes. 
sold at the base price, but in the new card they call the base plus an extra of 
or $2.80 per keg, Pittsburgh. 
stocks the extra is subject to a discount of 10 per cent, which would make the 
net extra 22%c. and the net price $2.77%. There has been a very complete 
revision of the nail card, and since it was based upon cost studies of every 
size and style of nail, it is said to have wiped out such inequalities as to extras 
Many sizes and styles are left where they 
were in the old card, a few have been reduced, but in most cases these net 
prices will be higher as a result of the change. 
new card were announced as effective from Dec. 1, but, of course, such contracts 
as makers had on their books, which in all cases expire Dec. 31, are not affected. 


25c. per 100 Ib., 


that existed in the old schedule. 


Hardware business over the last two 


crease in volume over that for the first half of the month, and this betterment 
has continued into the first week of this month. But it is hard to find either 
retailers or jobbers who are entirely satisfied, because even at this late date 


holiday buying is yet to get under way. 


is not as much money in this area as usual on account of the lean times in the 
coal mining industry. There was a real rush with the opening of the large game 
season on Dec. 1 to get high-power cartridges and to supply the demand job- 
bers had to resort to express shipments from the factories. 
Some demand is developing for snow shovels | 


mains very brisk in game traps. 


and the approach of winter also has stimulated the call for sleds. 
in mill prices of wire products probably will not be reflected in jobbers’ prices 


before Jan. 1. One brand of ice cream 


than last season. 


AUTOMOBILE ACCESSORIES.— 
Fairly good demand is reported for the 
higher priced compounds for protecting 
radiators against cold weather, but 
other seasonal lines are rather slow. 
Jobbers quote: 


Alcohol.—In barrel lots, 49c. to 57e. 
per gal. 

Ivo.—In 55-gal. drums, $2.25 per 
gal.: 30-gal. drums, $2.30; 3-gal. cans, 
$2. 45. 

Prestone.—Fveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

Freezmeters.—Best, 60c. each; good, 
makes, 


oe, 
Hydrometers. — Standard 


65e. each. 
BATTERIES.—Radio dry cell batteries 
still move steadily despite the sales 
efforts of radio manufacturers to push 
batteryless sets. Flashlight batteries 


Collections still are slow. 





also are in good demand. Jobbers 
quote: 
Broken Unit 
Packages Packages 
a TE 6h te sees aus $1.05 $0.97 
Ta BE va vcereacnes Be 3.33 
eee eee eee 1.22 1.14 
SS. ee 1.22 1.14 
ie. ECE rr 1.40 1.30 
ee Se eee 2.44 
Pah EE 3 8664.00 tee 2.62 2.44 
PO WED eiacieacenes Gee 3.17 
Eh) Meee reer ere 42 .39 
PR NERD aces sav caeae .40 3614 
No. 6 drv cells, ienition type unit 
package, 32'4c. each. } 
Flashlights.—No. 935. 9c each: | 
No. 950, 9%c.: No. 790, 1812c.; No. | 
705, 28c.; No. 7F0, 18%e. No 761, 25c. | 
$1. 67; "No. 1661, 


tot Shot. —No. 1461, 
2.37, 


BOLTS, NUTS AND RIVETS. — | 
Makers are beginning to send out con- 
tracts for first quarter contracts and | 


per keg, to $2.55, base, per keg, Pitts- 


Formerly 20d to 60d common nails 


In carload lots into jobbers’ 


The new base price and the 





weeks of November showed some in- 


Some believe the reason is that there 


The demand re- 
The change 


freezers will be cheaper for next year 





are naming the same prices as have 
ruled for the past three quarterly 
periods. This means there will be no | 
change in jobbers’ prices, which are as | 
follows: 


Bolts.—All sty'es except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 

Nuts.—All styles, 
cent off list. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BATHROOM SCALES.—This item is 
finding common use and a strong de- 
mand is reported. Jobbers quote Uni- 
versal scales at $10.50 each. 
BUILDERS’ HARDWARE.—Business 
usually is a little slow at this time of 
the year and this year is no exception 
to the rule, although the showing is 
probably better than at this time last 
year, since-the weather has been more 
favorable for building work. Jobbers 
quote: 

Butts.—Ball tip, plated, 


60 to 62% per 


dull brass 


and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
3% in. x 3% in., $19; 4 in. x 4 in., 
$30. 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 





box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; ‘4 in., $12.60. 

Hasps. — Hinge, without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4% in., 79c.; 6 in., $1.05; safety, 3 in., 
"7c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 


: G?raae Sets.--Swinging hinges, 10 


n., $3.10 per set. 


CHRISTMAS TREE HOLDERS.— 
Some demand is noted for tree holders 
with the approach of Christmas. Job- 
bers quote: 

2 in., $8 per doz.; 
doz.; No. 12, $6.50 per 
$7.50 per doz.; No. 16, 

ELECTRIC LAMPS.—Several jobbers 
comment favorably over the way sales 
of electric lamps have been mounting 
lately. 

GAME TRAPS.—Strong demand still is 
reported and the season is one that both 
jobbers and manufacturers will remem- 


3 in., $13.20 per 
doz.; No. 14, 
$9 per doz. 


ber on account of its big sales. Job- 
bers quote: 

Victor, No. 0, $1.10 per doz.; No. 4, 
$1.38: No. 14g $2.44; — 9" $3.36; 
jump, No. 0, $1.59: No. “$1. 83; coil 
spring, No. 1, $1. 28; Gibbs, 2-trigger, 
$5 per doz.; single ‘grip No. 1, $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 


GUNS, SHELLS AND RIFLES.—The 
big feature was the demand for high 
power cartridges that marked the open- 
ing of the big game season; jobbers’ 
stocks were quickly riddled and it was 
necessary for them to order shipments 
by express to get them in time to meet 
the demand. The big game season lasts 
only two weeks in this State. A few 
loaded shells still are going out, but the 


| bulk of the season’s needs for shells and 


| shotguns has been supplied. Jobbers 
quote: 

Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 1% in., $32.22 per 1000; 
chilled, $34.17 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912. $37.50 each; Savage, Model 1921, 
$37.50 each; Remington, Model 17, 
$37.54. 

Rifles.—Winchester, No. 56, snort- 
ing, $16.35 each; No. 57, target, $19.10: 
‘No. 1894, solid frame, $25.90; take 
down frame, $35.40; Savage, No. 1899- 
E. $30.90; No. 18-99-F, $34.50; No. 
1899-G, $37.50. 


HEATERS.—Sales are steady enough, 
but most jobbers and retailers could do 


better than they are doing. Jobbers 
quote: 
Oil Heaters.—According to size and 


style, $3.75 to $6 each. 


Gas Heaters.—Radiant type, $9 to 
$65 each; reflector type, $2.25 to 
$13.50. 

HEATING ACCESSORIES.—Radiator 


shields are in strong demand, as are 
also those for registers. Fairly good 
demand is reported for other items un- 
der this heading. Jobbers quote: 


Stove Board.—Square, wood lined, 


24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28 in., $9.50 per doz.; 30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 


Stove Pipe and Elbows.—First qual- 


ity nested stove pipe, 3 in., $2.75 per 
crate; 4 in., $2.90; 5 in., $3.11; 6 in., 
3.57: 8 in., $4.17; elbows, corrugated, 
3 in., $1.01 per doz.; 4 in., $1.13; 5 in., 
$1.30; 6 in., $1.42; 7 in., $1.95. 
Dampers and Flue Rings.—Damp- 
ers, 3 in., $1 per doz.; 4 in., $1.10; 5 
in., $1.20; 6 in., $1.35; 7 in., $2; flue 
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rings, 3 in., $1 per doz.; 4 in., $1.25; 
5 in., $1.90; 6 in., $2.20; 7 in., $2.75. 

Coal Hods.—-Galvanized, 16 in., $4.30 
per doz.; 17 in., $4.75; 18 in., $5.25. 

Coal Chutes.—Black, 8 ft., $6 each; 
10 ft., $7.50; 12 ft., $9. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to $1.10; 
galvanized, $1.10. Never Break No. 
10, $4.25; No. 16, $4.60; No. 20, $4.80. 

Furnace Scoops.—No. 150-B, $7.50 
per doz.; No. 80, $4.80; No. 81, $4.20. 

Gas Connections.—Lead, 12 in., 24c 
each; 18 in., 28c.; 24 in., 33c.; 30 in., 
38c.; 36 in., 45e. Flexible steel tubing, 
$-ft. lengths, 12c.; 4 ft., 15¢.; 5 ft., 
18c.; 6 ft., 22c. Cloth inserted tubing. 
5c. per foot. 

Register and Radiator Shields.— 
Register shields, floor, $12 per doz.: 
wall, $6 per doz.; radiator, sheet steel! 
adjustable, No. 1, $4 each; No, 2, 
$4.50; No. 3, $5; No. 4, $5; No. 5, 
$5.50; No. 6, $6 list, subject to deal- 
ers’ discount of 3344 per cent. 


ICE CREAM FREEZERS. — Auto 
Vacuum freezers have been marked 
down for next year. They now list as 
follows: 1 qt., $3.50 each; 2 qt., $4; 3 
qt., $5; 4 qt., $6, subject to dealers’ dis- 
count of 33% per cent. 


LEATHER STRIPS.—This item now 
ranges from 60c. to 80c. per lb., accord- 
ing to the selection, reflecting the very 
strong market in leather. 


PAINTING SUPPLIES.—Prices show 
no change. Business is quiet, as it 
usually is at this time of the year. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon: 
lower grades, $2; white lead, 13\%e. 
per Ib. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 65c. per gal'on in barrel 
lots; raw linseed oil, 11.5c. per Ib. in 
barrel lots. 











SILVERWARE.—Increasing demand is 
noted as the holiday draws near. 


SKATES.—Not much activity is noted | 


in either ice or roller skates, but job- 
bers expect holiday buying to give sales 
a boost in the next few weeks and a 
little cold weather would mean large 
demand for ice skates. Jobbers quote: 
Roller Skates.—-Union Hardware Co. 
line, No. 2, 70c. per pair; No. 3, 7T5c.: 
No. 10, $1.05: No. 6, $1.55: Winslow 
line, No. 38%, $1.50; No. 38, $1.60: 
No. 38, rubber-tired, $2.50 per pair. 
Ice Skates.—Winslow line, No. 2110, 
65c. per pair; same, L. S., $1.12; No 
2120, $1.20; same L. S., $1.50; No. 2140, 
$2.20; same L. S., $2.50. 
SLEDS.—A perceptible quickening in 
the demand is reported, chiefly on ac- 
count of probable holiday purchases. 


SNOW SHOVELS.—Demand is begin- 
ning to show some signs of life. Wooden 
shovels do not seem to be holding their 
own with those of steel. Jobbers quote 
No. 34 steel shovels at $10.80 per doz. 


WIRE PRODUCTS.—Nails hold the 
center of the stage just now in view of 
the higher base prices announced by 
manufacturers coincident with a revised 
card of extras. It looks as if makers 
were trying to get nails out of the class 
of unprofitable products. No change 
has been made in resale prices as yet, 
since jobbers will enjoy present prices 
to the end of this month. Fairly good 
demand is noted for nails, but there is 
no more activity than usual at this time 
of the year in fence and fencing ma- 


terials. 
We quote from Pittsburgh jobbers’ 
stocks: 


| Fence Wire 
| (per 100 Ib.) 


Nos. 6 to 9 gage...... 0 45 
RD PRS ere 3.05 3.50 
a) SS ee 3.10 3.55 
le Re eee ee 3.15 3.65 
Re Serie ne | 3.80 
RAS Se 4.00 
NE ee oe 3.55 4.25 
Pe ckctioteeennnaaes 3.75 4.45 
Barbed wire (per 80-rod spool): 
SPOUT GHATS v0. c ccc csssvvcodnnes “2 


TM OMPTURTTETUTIL TLL 
i-point hog ..... og 
-NOIMt COLE ...0.ircvescoveves 
2-point cattle (special) 

Field Woven Wire Fence (per 100 
rods): 
1047-11 
1047-09 








Poultry: 
No. 1635 ... 
No, 1948 
No. 2158 

Steel Fence Posts: 

Galvanized, Painted, 
Tubular Formed 


43.00 





£ Spree rr ts Te errr 
RS ors dvi xed a bene te S5c. each 38c. each 
i, ES es: 65c. each 40c. each 
715 ft 10050 2 


Bright nails, base, per keg, $2.85 
to $2.90. 

WEATHER STRIPPING. — Sale of 

stripping still is good in this district. 

Jobbers quote: 

Meta-Felt. 1% in., $19.50 per 1000 
ft.; % in., $26 per 1000 ft.; cushion, 
all felt, No. 18, $2.40 per 100 ft.; No. 
19, $2.85 per 100 ft.; No. 20, $3.25 per 
100 ft. 

Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft. net. Numetal, 
hie. per ft. 

WINDOW VENTILATORS.—This line 
does not show any letdown in sales. 


Jobbers quote: 
No. 01, $4.40 per doz.: No. 02, $4.80; 
No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 








And when one dealer in a small town can 
originate a “scheme” that sells $500 worth of Toys 
in a single week it simply shows what can be done 


when one really tries. 


Besides, 


waiting. 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 

Obviously different dealers have different ideas about 
how Toys should be sold. 

Harpware AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. . 

Read Harpware AGE each week and keep posted on 
what others are doing. 


And while Toy trade may come to him who waits, 
the dealer who goes after it will get it first without 


Hardware Age, 239 West 39th Street, New York City 
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Cincinnati Reports Karly Christmas Trade— 
Retail Business Good and Prices Firm 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, Dec. 6.—Sales of local hardware jobbers held up 
fairly well in the latter part of November and the first few days of 
December, although mild weather adversely affected winter items. | 
The movement of shelf goods, however, has been consistently good | 
and has made up in large measure for the slowness experienced in 


other commodities. 


Holiday buying is starting unusually early this year, and retailers 
report that people apparently have plenty of money to spend. The | 
hardware dealers in this district are making an aggressive campaign 
to get their share of the Christmas trade, and their efforts are meet- | 


ing with success already. 


the cities and to the rural communities. 
One of the favorable conditions at present is the steadiness of 


prices. 
mained firm and unchanged. 


This statement applies equally well to | 


Almost without exception quotations in all lines have re- | 


The hunting season has resulted in much good business for re- | 
tailers, and a pickup in automobile accessories is expected in the 


next week. 


In builders’ hardware sales have been fairly good and 


from Cincinnati jobbers’ 
Diamond files, 50° off 
files, 70, 10 and 5 off 


We quote 
stocks: Black 
list; Keystone 
list. 


| FIRE SHOVELS.—Dealers are selling 


a fair amount of shovels, and are well 
stocked to meet current requirements. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 80, 56c. each; No. 56, galvan 
ized, 95c. each; No. 9, $1.50 each; No. 
11, $1.65 each. 


GAME TRAPS.—Weather for the hunt- 
ing season has been ideal, and game 
traps therefore have benefited from a 
sales standpoint. 


We quote from 
stocks, f.o.b. factory: 

Two-Trigger game trap, $5 per 
doz., 15 doz. per barrel; Single Grip 
No. 1, $1.88 per doz., 35 doz. per bar- 
rel; Single Grip, No. 2, $3.35 per doz., 
18 doz. per barrel; Single Grip, No. 3, 
$5.50 per doz., 15 doz. per barrel; 
Single Grip, No. 4, $6.70 per doz., 10 
doz. per barrel. 


manufacturers’ 


| JUVENILE VEHICLES.—For the holi- 


for the entire year compare favorably with those of 1926. Collec- | 


tions have been good. 





AUTO ACCESSORIES.—Business 
“November held up fairly well, despite 
the fact that the appearance of the 
new Ford was delayed. Sales, however, 
are somewhat below the total attained 
in the first 11 months of 1926. During 
a short period of cold weather about a 
week ago there was a flurry of buying 
in chains and other winter accessories. 
This demand subsided with the return 
of mild temperatures, but is expected to 
be stimulated again within a few days. 
Tires and tubes have been only mod- 
erately active. 


in | 





of fair volume, although retailers are 
confining purchases to small quantities. 
We quote from Cincinnati jobbers’ 
stocks: 
Cut-thread machine 
rolled- 
bolts, 


carriage and 
bolts, 60 per cent off list; 
thread carriage and machine 
60 and 10 per cent off list; stove 
bolts, 80 per cent off list; square 
hexagon and tap nuts, 60 per cent off 
list. 


| BUILDERS’ HARDWARE.—Activities 


| have continued to be fairly good. Total 


Soliciting of orders for early spring | 


delivery is now getting under way. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires: 
Cheap grade 
Medium grade 
Best grade 

Tubes: 
Cheap grade . 
Medium grade 
Best grade 

Note.—30x3% 
tire, $4.25 each. 

Heaters.—Arvin Ford heater, $1.15 
each; Ford hot spot, $4 each; Ford 
super heater, $6; Ford zipper heater, 
$2.34 each. 

Chains.—35 per cent off for 
than 12 pairs; 40 per cent off for 12 
pairs or more. 

Anti-Freeze Preparation.—Iveready 
Prestone in half gallon or gallon 
cans, $3.60 per gal. 


BOILER LIQUID.—Conditions in this 
commodity are regarded as normal, and 
prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, 
$2.25 each. 


BOLTS AND NUTS.—Sales have been 


29x4.40 
$6.30 
7.55 
9.65 


30x3%4 
ee ere free. $5.00 


1.25 
1.85 
cord 


ook 
1.45 
unguaranteed 


less 


quart cans, 


business this year will approach that 
of last year, if not equal it. Prices are 


Prices are unchanged. | Steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 
Sash Weights.—Sash weights, $1.75, 
Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 


| DENATURED ALCOHOL.—This prod- 


| week ago during a cold spell of short | 


| 
| 
| 


| 
| 
| 


| 


uct, as well as other anti-freezing solu- | 


tions, came into prominence about a 


duration. 

We quote 
stocks: 

Denatured alcohol in 52-gal. drums, 
53e. per gal.; in lots of three drums, 
h2c, per gal.; in 10 one-gallon lots, 
74c. per gal.; in gallon cans, 75c. per 
gal. A charge of $6 for each drum 
is made, but this amount will he re- 
bated when the empty drum is re- 
turned. 

Ivo radiator glycerine, $2.25 per 
gal. for 55-gal. drums; $2.30 per gal. 
for 30-gal. drums; $2.45 per gal. for 
3-gal. cans. 


from Cincinnati jobbers’ 


DRAIN PIPE CLEANER.—-There has | 


been no change in this item. 

We quote from Cincinnati jobbers’ 
stocks: 

Economy plumber, drain pipe clean- 
er, $2 per doz. 1-lb. cans. Same in 
2-Ilb. cans, $3.90 per dozen. 1-Ib. 
size is packed one, two and three 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 


FILES.—Movement of this product has 
been fairly well sustained. 


The 


day trade juvenile vehicles are in excel- 
lent demand. 
We quote 


stocks: 
Scooters.— No. 
110, $3 each. 
Sidewalk Cycles.—No. 
each; No. 12, $12.75 each. 
Velocipedes.—No. 61, $2.90 each; 
No. 71, $3.30 each; No. 46, $7.40 each. 


LAMPS.—This commodity is substan- 


from Cincinnati jobbers’ 


109, $2.90 each; No. 


11, $11.50 


| tially the same as two weeks ago. 


We quote from Cincinnati jobbers’ 
stocks: 

Quick Lite gasoline lamps, (C317, 
$7.40 each; C329, $6.25 each; C318, $7 
each; C324, $7 each; Quick Lite lan- 
terns, L327, $5.25 each; L427, $6 each. 

NAILS.—Dealers are moving a normal 
volume of nails, and prices: have not 
changed. 

We quote 
stocks: 

Common wire nails, 
Cement coated nails, 

| PAINT.—Sales have been light in the 

| past two weeks. Current prices are 

| listed below. 
We quote 

stocks: 
Ready mixed house paints, $2.75 per 

gal.; linseed oil in single barrels, 79c. 

per gal.; turpentine in two-barrel 

lots, 62c. per gal.; white and red lead 

in 500-lb. kegs, 13%c. per Ib., less 

10 per cent. 

| RADIO BATTERIES.—Business _ has 

| 

been rather dull, and hope of a recovery 

| hangs on a return of cold weather. 

| Prices have not been affected. 

} 

We quote from Cincinnati jobbers’ 
stocks: 


from Cincinnati jobbers’ 


$2.95 per keg; 
2.95 per keg. 


from Cincinnati jobbers’ 


Less than 
Unit 
Packages 


In Unit 
Packages 
Nach 


$0 


gutteries 

”* No. 6 

* No. 
No. 
No. 
No. 
No. 
No. 
No. 

° No. 2 
No. 
No. 
No. 
No 


SPS enneee 


—coIcotoaoe 


_o 











| 8| 


Note—Nos. 5156, 5308, 2308, 10308, | in 10-lb. cans, 9c. per Ib.; in 25-Ib. 
21308, 5360, 5540 and 51! 56 are in unit | cans, 8c. per lw. Certain- teed Ce- 
packages of 5. Nos, 4156, 2156, 2158 | ment, 36 lb. to the case, $4.25 per 
and 2370 are in unit packages of 10. | case; in 5-lb. cans, 12 cans to the 


No. 6 is in a unit package of 50. box, 8%c. per Ib.; in 10-lb. cans, 6 
REGISTER SHIELDS.—In this line} _ °@m8 to the box, 7c. per Ib. 
there has been considerable activity, | SCREWS.—Prices are steadier, and in- 

dications are that little change will 


; . . . 
which is about normal in volume for ‘ 
this time of the year. occur in the next few weeks. 
We quote from Cincinnati jobbers’ Rd quote from Cincinnati jobbers’ 
. ° ‘ stocks: 
= copper floor register, $12 per | klat head bright, 90 and 7% off list; 
doz; Gem copper wall register, $6 | egg —. cong y ee ng = oy 
per doz.; Star japanned floor register, me ¥ oo ee > cen y “i Ps off 
j $10 per doz.; Star japanned wall round head brass, So, <0 and 9 0 
list; round head nickel-plated, 85 and 


register, $5.20 per doz. | 10 off list. 


ROLLER SKATES.—Business has been | g1 FNS—For the holiday trade many = 


good, and prospects are bright for con- | gealers are ordering a fairly good stock 


tinued sales of sizable proportions. | of sleds. 
) waa from Cincinnati jobbers We quote from Cincinnati jobbers’ 
: — 4 R- 7 eet | stocks: 
aS ae, See, Se 6, SETS. Steering Sleds.—No. 96, $11.25 each; 


ROOFING MATERIAL.—The situation | No. 210, $20.75; No. 100, $14; No. 200, 
: . new | y 6 94 ° Moyit » Miva 
is much the same as it was two weeks | otc Gar ais OE Piemee iver, 
ago, with activities rapidly tapering | STOVE BOARDS.—This commodity 
off as winter approaches. | has been moving well in the last few 
We quote from Cincinnati jobbers’ | week 
stocks: | wee 8. s J 
, Roofing ona standard, | ae from Cincinnati jobbers’ 
1.10; medium standard, $1.35; heavy s KS: . s : 
standard, $1.00; light Holdfast, $1.35: {| , "aper-Lined Steve Beards.—3t x 26 
medium Holdfast, $1.60; heavy Hold- in., $6.75 per doz.; 30 x 30 in., $9.66 
fast, Cy red and green slate | vesdsLined Seove eerds-34 x 34 
surface ; - —2 24 
Roofing Coating. —Coal tar, refined, | in., $11.15 per doz.; 30 x 30 in., $18 
in barrel lots, 25c. per gal.; in half | 
barrel lots, 28c. per gal.; coal tar, | 
} 


coal tar, | STOVE PIPE.—Business has held up 
crude, in barrel lots, 24c. per gal.; in 


half-barrel lots, 27c. per gal. | fairly well in this line. 


Roofing Cement.—Liberty elastic, 1 We quote from Cincinnati jobbers’ 
Ib., 12c.; in 5-Ib. cans, 9%c. per Ib.: | stocks: 


per doz.; 36 x 36 in., $25 per doz. 


Banner Christmas Trade 


NEW YoRK, Dec. 7.—Jobbers catering to special and staple lines | 
intended for Christmas gifts report that this will be a banner holi- 
day hardware selling season. Demand for these lines is heavy at 
the present time, and still greater demands are expected for the | 

' remainder of the time between now and Christmas. It is freely pre- 
[ dicted that this will be a very successful Christmas for the hard- 
ware trade. 

Prices are firm on practically all lines and stocks well assorted. 

A new card of extras has been issued on nails, effective Dec. 1. 
Particulars of this card, which has been completely revised, are | 
given in our Pittsburgh market. | 
! Collections are reported to be satisfactory in the local market. | 





ANTI-FREEZE SOLUTION.—This line | _ $1.77 each: 31% to, 444 tb. $1.8244 each, 


Dayton pattern, 3 











is reported by jobbers to be actively in | each; 4 to 5 Ib., $1.88 each. Box lots 
demand. Dealers are quoted on Ev- of Dayton extra 5 per cent. 
eready Prestone, $3.60 per gallon can gtr aes, ee. * to 4 ots 
and $1.80 per half gallon can. List each, and 4 to 4% Ib., $1.92 each. Box 
. « . io 5 . @ 
prices on these sizes are $5 and $2.50 i extra 5 lige ne! 
. oy’s axe, A each; box lots ex- 
respectively. | tra 5 per cent. Boy Scout axe, with 
= : | sheath, $1.181%4 each; box lots extra 
AXES. Normally active demand at 5 per cent. Boy Scout axe, without 
this time, with prices uniform and sheath, $1 each; sheath only, 16% 
wholesale stocks ample. a each. j : 
JOBBERS’ QUOTATIONS TO RE- re ee 
TAILERS, F.0.B. NEW YORK: N. B.—There are six axes to a box. 
Axes, Jersey pattern, o% te 4% Ib., 
$1.82%, each; 4 to 5 Ib., $1.88 each. ° os 
Sbex tots entre 5 per cont. BATTERIES.—Seasonal radio activity 
New England pattern, 3 to 4 Ib., keeps these in steady demand. Prices 








| 
| 
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Stove Pipe.—29 gage, u. c. crated 
pipe, 4 in., $9.75 per 100 joints; 2% 
gage u. c. crated pipe, 6 in., $11.75 
per 100 joints; 29 gage u. c. crated 
pipe, 7 in., $14.25 per 100 joints; 28 
gage, u. c. crated pipe, 6 in., $12.25 
per 100 joints; 28 gage u. c. crated 
pipe, 7 in., $14.75 per 100 joints. 

Elbows.—U. C. elbows, 4 in., $1.05 
per doz.; 6 in., $1.25 per doz.; 7 in., 
$1.65 per doz. . 


| TURPENTINE.—Some retailers are 
finding it advantageous to stock this 
item in liberal quantities. 


We quote from Cincinnati jobbers’ 
stocks: 
Turpentine, 48c. per gallon. 


EATHER STRIPPING.—Here there 


has been little change. Prices are 


| steady and business has been good. 





We quote from Cincinnati jobbers’ 
stocks: 

Wood and rubber weather strip- 
ping, No. 1, $17.25 per 1000 ft.; No. 
1%, $24 per 1000 ft.; No. 4, $34. 50 per 
1000 ft.; No. 7, $41 per 1000 ft. 

Wood and felt weather stripping. 
No. 71, $19.50 per 1000 ft.; No. 71%, 
$27 per 1000 ft.; No. 75, $46.50 per 
1000 ft. 

A‘’l rubber weather stripping, No. 
9, $2.10 per a ft.; No. 10, $2.85 per 
100 ft.; No. 11, $3.55 per 100 ft. 


| WINDOW sieiboas neiediah.- ities of 
| this commodity have been fully up to 


| normal. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 02, $4.80 per doz.; No. 2, $5.60 
per doz.: No. 3, $6.40 per doz.; No. 
4, $7.60 per doz. 


Predicted by New York Jobbers 


reported steady and uniform in this 
| market. Stocks adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition type, 
—— No. 7111, same type, 35% 
eac 
B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type. 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—Demand re- 
mains normal, prices firm and stocks 
| ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
eans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—No changes re- 
ported in prices. Demand is steady 
and stocks adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, 50 and 10 off list. 
Case lots, 60 per cent off list. 
Stove bolts, 80 per cent off. list. 
Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 5v 
per cent off list; 1% to 1%, 30 off list. 
Coach screws, 50 and 10 off list. 
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Case lots, 60 per cent off list. 
Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—Christmas de- | 


mand expected to be heavy. Prices firm 
and wholesale stocks in this market are 


satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3 each; 
Universal jJapanned, $3.50 each; Uni- 
versal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, 7 
each; Elite, $5 each; Princess, $4.1 
each, and American Queen, $4. 50 
each. Sterling, $2.10 each. 


CLOCKS.—Holiday season causing in- 
creased demand. Prices unchanged and 


stocks adequate. 


JOBBERS’ QUOTATIONS Sd RE- 
TAILERS, F.O.B. NEW YOR 

Alarm clocks, Big Ben, br a on lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06, and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70, and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
“aoe lots, $2.38, and 2 dozen lots, 


Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern, luminous dial, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1.05; 
dozen lots, $1.02, and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65; same, luminous, 
broken lots, $2.46; dozen lots, $2.38, 
and 2 dozen lots $2.32. 


) Women’s club skates, leather back 
| strap, cast steel runners, $1.12 per 
| pair; same nickeled, $1.44 per pair; 
same hockey model, $1.57 and $2 per 
pair respectively; 8 to 11 inches. 

Extension bob skates, 6 to 9 inches, 
45e. per pair. Skate key, 5c. each: 
skate holder, $5.25 each. Skate sharp- 
ener, 19c. each. 

Ice creepers, No. 1, 13144c. per pair: 
No. 3, 15%c. per pair, and No. 9, 32c. 
per pair. 


| LANTERNS. — Demand continues 
| steady. Prices unchanged and stocks 
| ample. 
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| ROLLER SKATES.—Christmas buying | 
season expected to increase demand. | 
| No price changes anticipated. Stocks | 


| apparently adequate. 


| JOBBERS’ QUOTATIONS TO RE. 


TAILERS, F.O.B. NEW YORK: 

Roller skates, extension model, steel 
foot plate, plain steel rolls, web heel 
and toe strap, 72c. per pair; same 
with steel toe clamps, 78c. per pair. 
Boys’ ball bea uring, extension skates, 
$1.42 per pair; girls’ ball bearing 
skates, $1.52 per pair. 

Accessories, key, 2%c. each: skate 
wheel with ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; toe clamp, 12c. per pair; cotter- 
pin, 15c. per 100; axle nuts, $1 per 
100; axle nut washers, 60c. per 100; 
adjustment binding nuts, 65c. per 
100, and adjustment binding bolts, 
65c. per 100. 


| SASH CORD.—Fairly steady demand. 
| Prices unchanged. Local wholesale 


stocks ample. 


JOBBERS’ QUOTATIONS Mh RE.- 
TAILERS, F.O.B. NEW YOR 

Sash cord, Samson spot No. 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


| 
DRAIN PIPE CLEANER.—Steady de- | SCREWS.—No change in the situation 
mand continues. Prices steady. Stocks 


ample. 


JOBBERS’ QUOTATIONS hd RE.- 
TAILERS, F.0O.B. NEW YOR 

Economy plumber, poy pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per dozen. The 
1-lb. size is packed one, two and 
three dozen to a carton. The 2-lb. 
size is packed in one and two dozen 
cartons, 


FOOD CHOPPERS. — Demand 


since last week. Demand is fair and 


| stocks are ample. Prices here are rep- 


is | 


steady. Prices unchanged. Stocks ade- | 


quate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Food choppers, Universal No. 00, 
$1.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, No. 1, $1.50 
each; No. 2, $1.83 each; No. 3, $2.33 
each. 

Enterprise meat chopper, No. 5, 
$2.25; No. 10, $3.82; No. 20, $8; No. 
12, $3.65; No. 22, $6.36, and No. 32, 
$7.75 each. 


ICE SKATES.—Demand increasing 


holidays approach. No price changes 


anticipated. Jobbers urge ordering 


avoid shortages within the next few 


days. 

JOBBERS’ tap LE ees TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Ice skates, hockey anne outfits, 
with shoes, aluminum, for men or 
women, $5.75 per pair; same nickeled, 
$6.75 per pair. Racing tubulars the 
same prices. Men’s, sizes 4 to 11; 
women’s sizes, 3 to 9. 

Club skate outfits, with shoes, for 
men, sizes 4 to 11; for women, sizes 
3 to 9, $4.25 per pair. 

Men and boys, all champ club 
skates, 9 to 11% in., cast steel pol- 
ished runners, 84c. per pair; same 
nickel plated, $1.19 per pair. Same 
hockey model, $1.31 and $1.69 per pair 
respectively. 


as 


to 





resentative. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Screws, flat head, bright iron, 75- 


20-50-5; round heads, blued, 7216 -20- 
50; round head iron, nickel plated, 
5-20-50; flat head, galvanized, 60-20- 
50; flat head, brass, 72%4-20-50; round 
head, brass, 70-20-50. These discounts 
apply to standard screw lists. 


SLEDS.—As in other lines in demand | 


|at Christmas time, jobbers urge plac- 
| ing orders immediately to avoid costly 
| shortages. Regardless of present 


weather conditions, sleds will be in | 


heavy demand as gifts. Prices are ex- 
pected to remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Flexible Flyers, No. 1, $2.50; No. 2, 
$3.17; No. 3, $4; No. 4, $4.33; No. 5, 
$5.83; Jr. Racer, $3.50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 334% per 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.14; No. 10, 
$1:37: ho. 21, $1.71; No. 12, $1.94; 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent. 


SNOW GOODS.—This line is usually in 
sudden demand. Jobbers urge consid- 
eration of requirements for winter. 


SPARKLET SYPHONS.—Stocks are 
in good condition for holiday demand. 
Prices are firm. 


JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 
Sparklet syphons, No. 41, $4.25 

each; in lots of six or more, $4 each. 








| 
| 
| 
| 
| 
| 





Sparklets, 9 7-12c. each packed in 
cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

_Extra parts, pin washer, 1l5c. each: 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, lie. 
each; head complete, $2 each, and 
Sparkler holder, 50c. each. 


STOVE SUNDRIES.—Demand some- 
what more active. Prices have not 
changed. Stocks ample. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. NEW YORK: 


Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., riche 
each; 4% in., 15c. each; 5 in., 164 
512 in., 18¢.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13%c., 
4% in., 14c.; 5 in., 15¢.; 5% in., 
164%c.; 6 in., 18¢c. each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 84¢¢c.; 4% in., 9¢.: 5 in. 
pe 5b in., 10c.; 6 in., 10 be. 7 in., 
13c. each. 

‘ Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3-16 in. diam- 
eter, 12 in a box, 6%4c. each. 

Stove pipe rings, tin, lacquered, 
2 ina — ige, 4 in., 3%4c. each; 
% in., 3%4c. 5 in., 4%c.; 5% in, 
%C.; 6 in. be; 7 in., 6c. each. 
Stove lifter and shaker, cast iron, 
length 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6144c. each. Same with loop 
handle, 12 in a box, 7144c. each. Stove 
pokers, nickel plated, cold spiral 
handle, 12 in a box, No. 7, 7%e. 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84¢.; 5 ft., 
$1 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%6e.; 
No. 56, 514c.; No. 57, 9e. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece japanned secvops, 6 x 9 in., 
capped end, 1612c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 each; 
32 x 42 in., $1. 73 each; i8 <s 38: t.. 
58c.; 24 x 24 in., Zle.: 26 x 26 in., 78e.; 
28 x 28 in., 88e.: 30 x 30 in., $1.03; 
32 x 32 in., $1.22; 35 x 35 in., $1.52 
each. 


TREE LIGHTS.—Demand increasing as 
Christmas nears. Prices unchanged 
and stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Christmas tree light outfits, No. 
842, 8 light mazda extension loop out- 
fit, $1.34; No. 83, same with extension 
dolble wire, all twisted outfit, $1.48; 
No. 84, same with beads and parallel 
le: ads, $1.60; No. 80, same all silk, 
$1.73. 

No. 108, 8 light fancy extension 
outfit, with German lamps, _ $1.73; 
No. 72, 7 lamp mazda multiple set, 
$2.74; No. 3020, 8 light mazda tree 
star, complete, $1.80; No. 60, 8 light 
mazda candle: with flush extender, 
$1.80; No. 8332, 8 light mazda, flush 
extender for 32 volt farm plant, $1.60; 
No. 8000, 8 light mazda battery set, 4 
volt, $1.34; No. 8006, 8 light mazda 
battery set, 6 volt, $1.34. 

Christmas tree light outfit accesso- 
ries, No. 303, 3% in., 3 layer copper 
reflectors (8 to a box), $3; No. 78, 15 
volt, C6 mazda lamps, $8 for 20% No. 
93, 3% volt, C6 mazda lamps, $8 per 
200; No. 79, 120 volt mazda lamps, 
new hbase S11, $19 per 100; No. 903, 
miniature pigtail sockets, $4.20 per 
100: No. 910, miniature pin sockets, 
$5.50 per 100. 


1 
4 
1 






WATCHES.—Holiday demand increas- 
ing. Stocks adequate and prices ex- 
pected to remain unchanged. 


WEATHERSTRIP. — Continued mild 
weather has slowed up this line, but 
activity is looked for with the first cold 
snap. Prices remain steady and stock 
ample. 
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Two New Presto Products 
Chamberlain-Haber Chemical Co., 1105 
W. 11th Street, Cleveland, Ohio, has added 

to its “Presto” line two new products. 
Presto Lustre Furniture Preserver and 
Cleanser has been prepared to clean and 
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preserve wood surfaces by replenishing the 


|ly adapted to the laundry. It has been 
| found successful on painted and varnished 
surfaces, carpets or for bath and shampoo. 
| It contains nothing that would injure or 
| harm any fabric. 

















| Both these products will be distributed 
| through the regular hardware channels ex- 
| clusively. 


natural oil in the wood. This causes the | 


varnish to expand and so prevents check- 
ing. Scratches are darkened and the sur- 
face is left smooth and bright. 

Sold in standard size, 6, 12 and 16 oz. 
bottles. 


Presto Oil Soap is made from carefully 
selected vegetable oils and comes packed 
in 1 and 5-lb. cans. It is well suited to 
any purpose requiring soap, but is especial- 


Everedy Catalog No. 7 


| The Everedy Co., Frederick, Md., has is- 
| sued Catalog No. 7. This latest catalog 
| includes illustrated descriptions of the la- 
bor-saving devices for making jellies and 
beverages, which the company manufac- 
tures, and also shows the new Everedy Si- 


The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 


Products 


There? 


| 





| 





lent Door Closer, which has recently been 
placed on the market. 





Stanley-Atha Catalog No. 26 


The Stanley Rule & Level Plant, New 
3ritain, Conn., have recently issued Cata- 
log No. 26, devoted to Stanley-Atha tools 


for the automotive mechanic. Several 
marked improvements have been in- 
corporated into these new tools. All the 


chisels and punches shown in the catalog 
are made from a special electric furnace 
alloy steel which makes these tools diffi- 
cult to break. 

The catalog includes illustrated descrip- 
tions and listings of chisels, pin punches, 
awls, hammers, tool kits, punches, fender 
repairing tools, vises, etc. 


Clay Equipment Corp. 
Reissues Its No. 17 Catalog 


Clay Equipment Corp., Cedar Falls, 
Iowa, formerly the Iowa Gate Co., pub- 
lished recently the reissue of its No. 17 
Catalog. 

This catalog lists, illustrates and de- 
scribes the wide and varied line of gates, 
posts and braces; ornamental fence; barn 
and hog house equipment which the com- 
pany manufactures. 

It is a well prepared book, profusely 
illustrated and will be of value to those 
interested in these products. 
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Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers 


throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 


Tell the hardware dealer about your product 
in the same manner and put yourself on an 
equal footing with your competitors. 
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The Remington Weekly Letter 


“Knives That Bite” 


This letter is addressed to retail clerks who sell Remington 
pocket knives. 


After all, the only reason for the existence of a pocket 
knife is to'cut. It doesn’t make any difference how attractive 
or expensive the handle, if the blade does not have the 
right kind of cutting edge, the knife is useless. If you 
had a solid gold handle knife, with all the blades broken, 
you would not waste time carrying it around in your pocket. 


The first thing, therefore, to consider in a knife is its 
cutting edge. In selling a knife, the clerk should always 
talk about the blades first—especially about the cutting 
edge of the blades. 


I can remember years ago when the only knives that 
would bite into the wood were foreign knives—English 
knives. When you would attempt to use the early American 
knives, the blade would slip and slide over the surface of 
the wood. It would not bite. 


Now, Remington pocket knives, I was surprised to find, 
would bite just like those English knives did in the old 
days. I asked the Manager of the Remington Cutlery factory 
why some knives would bite into, while others would slip 
and slide over, the surface of the wood. He smiled and re- 
plied, ‘“The old English knife makers, when a knife was com- 
pleted, as a finishing touch would hand-hone every blade. 
That is why those old English knives would bite, and that is 
why the Remington knives of today also bite. EVERY 
BLADE IS HAND-HONED.” 


Now, does it not seem to be only common sense that a 
buyer, when he picks out a new pocket knife, should expect 
this knife to cut well right at the beginning? In other 
words, shouldn’t a new knife be sharp? 


Since our knives are being hand-honed, and as many 
manufacturers, even of high-priced knives, do not go to the 
extra expense of hand-honing the blade, why shouldn’t we 
use this as a talking point? I have even suggested a slogan 
for Remington knives—“KNIVES THAT BITE.” I suggest 
when you take a Remington knife out of the showcase to 
show to a customer, you remark, as you open the blade, 
“These knives will bite. Every blade is hand-honed.” If 
you don’t think this will help you sell the knife, just try 
it. In any event, it is a good way to open the sales talk 
on pocket knives. After you get started, you can tell other 
things—about the handles, about the Remington pin-head 
rivets, for instance. In my opinion, however, the sale of 
a knife should always start with emphasis on the quality 
of the blade. Good handles, of course, are necessary, but 
the talk about the quality of the handle, I believe, should 
be secondary to the talk about the quality of the blade. 
Some of the knives I have seen with the most gorgeous 
handles had the poorest blades. 


There is another curious thing that I noticed about our 
line of knives, and that is every knife has the number of 
the knife stamped on the tang of the large blade. This 
must be a great convenience in straightening out knives 
in the showcase when they get mixed up. It must also help 
in placing orders for knives. The cutlers did not go to the 
trouble of stamping numbers on the tang in the old days 
when I first sold knives! 


We have had a number of requests 
for reprints of these Weekly Letters. 
to be distributed to salesmen and 
others. We shall be glad to supply 
any of our customers with copies, 
upon request. 


Another point that I wish to call to your attention: If 
a manufacturer is trying to skimp his knives—that is to 
increase his profits by reducing his quality—he may make 
a fairly good looking large blade, but he will make a very 
poor, clumsy small blade. The reason for this is that in 
most cases where knives are sold, either wholesale or retail, 
only the large blade is opened. Very few people, in buying, 
look at the small blades. Maybe you never thought of 
this point! In the making of the Remington line, the 
same care and attention are devoted to the small blades as 
to the large. You will find our small blades well formed, 
well finished and all hand-honed. 


On a recent trip, in a large retail hardware store carrying 
a very complete line of cutlery, I was asked by the Manager 
for some new idea in selling cutlery at retail. I told him no, 
that I did not know a NEW IDEA, but I would tell him of 
a very OLD one that a number of my customers out West 
used years age, and it was an idea that worked. It increased 
sales. The idea was to have in a convenient place, in or 
under the showcase, several rolls of pocket knives—a rol 
of Jacks or a roll of pen-knives. Then, when the clerk 
found that a customer, for instance, wished a Jack knife, 
instead of opening the showcase and asking the customer, 
“Do you see any knife in the case that suits you?” the clerk 
would take out his roll, of some twenty or twenty-five 
patterns of Jack knives, open the roll on top of the show- 
case, so the customer would have promptly at his hand a 
large assortment to select from. 


In selling in this manner with a regular salesman’s roll, 
the customer can immediately pick the knife he wishes, 
open it and look at it. The old custom of pointing with 
a finger through the top glass of the showcase to the knife 
desired and then having the retail clerk reach into the 
showcase, open the box and pick out a knife, is entirely 
too slow. Besides that, when the knife is opened, usually 
the blades do not suit. Then the process of pointing and 
picking must all be gone over -again. Now, just try this 
roll idea and see how it works. Always sell the knife out 
of a roll. When the sale is made, replace a new knife out 
of stock in the roll. By following this method, the knives 
in the roll will always be in good condition. 


Now, of course, some clerks will say, “There is nothing at 
all remarkable in this little essay on selling pocket knives.” 
Maybe not! But if retail clerks will try the simple idea 
suggested in selling pocket knives, they will find their sales 
will increase. If, for instance, I should listen to a clerk 
selling a pocket knife and he talked first about the quality 
of the handle of the knife instead of the quality of the 
blade, I would make up my mind that he did not understand 
the art of selling pocket knives. There is a best way and a 
proper way to do everything, and it is our job to find out 
this method, and when we have found it out, to stick to it. 


There is a lot more I would like to tell you about Reming- 
ton pocket knives, but both my time and my space are 
used up. 


Adios! 


President 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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ind cant blow 
ese doors shut : 


They slide inside the garage where they 


are forever free from the elements 


He” many times last winter did the garage door blow 
shut just when you were ready to drive in? Think of 
having garage doors that can’t blow shut; doors that won't 
stick, sag, swell, or shrink. Garage doors that work as easily 
as the front door of your home. Slidetite garage doors do. 


Slidetite equipped doors have all the hardware inside the 
garage where it will work better and last longer. By slid- 
ing the doors inside you have an unobstructed, full width 
opening. Slidetite is the most practical equipment for gar- 
ages with 2 to 10 doors, providing openings up to 30 feet. 
The dangerous center posts are done away with. 




































































Slidaside doors (above) are most practical 
when the garage is not deep enough to fold 
the doors inside. They slide around the cor- 
ner... inside. 















) 
New Youn: - » AURORA,ILLINOIS,U.S.A. - - - chicogo 


Boston Philadelphia Cleveland Cinci ti Indi lis St. Lovis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 





Slidetite equipped doors (below) 
slide and fold inside . . . away from 
ice and snow ... free from the wind. 
In addition, they save 
the expense of an ex- 
tra entrance. 
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oT off th® Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 


contemporary puts it: 





“Some of them 


have been copied, the rest will be.” 


A Russian was being led off to execu- 
tion by a squad of Bolshevik soldiers on 
a rainy morning. 

“What brutes you Bolsheviks are,” 
grumbled the doomed one, “to march me 
through a rain like this.” 

“How about us?” retorted one of the 
squad. “We have got to march back.” 


Traveler—“Who's the close-mouthed in- 
dividual over in the corner? He hasn't 
spoken for ten minutes.” 

Village Wit—“Hy Blackmore! He ain't 
close-mouthed. He’s jest waitin’ till Pete 
comes back with the spittoon.” 


The codfish lays a million eggs, 
And the helpful hen lays one, 
3ut the codfish doesn’t cackle, 

To tell us what she’s done; 
And so we scorn the codfish coy, 
And the helpful hen we prize, 
Which indicates to you and me 

That it pays to advertise. 


“I see you have a notice, ‘We Aim to 
Please’,” remarked the irritated customer 
to the chain store manager. 

“Yes,” replied the manager, “that is our 
motto.” 

“Well,” said the customer, “you ought 
to take a little time off for target prac- 
tice.” 


Two old maids were planning for the 
holidays. 

“Anna,” said the one, “would a long 
stocking hold all you’d want for Christ- 
mas ?” 

“No, Elvira,” responded the other, “but 
a pair of socks would.” 


Country Kid—“Beat it, the bulls are 
comin’ |” 

City Kid—“Aw, stan’ yer ground. We 
ain’t done nothin’ !” 


Madge (of her fiance) —“I can read Jack 
like a book.” 

Marie (who knows him)—‘Well, you’d 
better skip a few chapters.” 


“What a whale of a difference just a few 
gents make,” observes the flapper at an 
afternoon tea. 














Of all the critters—beast or men, 
Commend me to the settin’ hen. 
Without a whine, without a sob, 
She patiently sticks to her job. 


Nor pa nor ma, nor all the rest, 

Can coax her from her chosen nest. 
The world needs humans of such kind, 
Whose work is ever on their mind. 


Who will not shirk and will not run 
Until their duty’s fully done. 

We wish the Lord would give us men 
With backbones like the settin’ hen! 


MAKE IT STRONG 


“I want a hair net, please.” 

“What strength, Miss?” 

“Oh, three motor rides, two dances and 
a picnic.” ; 


SAFE 


Mother—“Mary went out without her 
hat; now it’s beginning to rain.” 

Father—“Why worry, isn’t her 
shingled ?” 


A visitor said to a little girl: “And what 
will you do, my dear, when you are as big 
as your mother?” 

“Diet,” said the modern child. 


“You're a lucky dog, Bings,” said the 
fellow in the next chair. “They tell me 
you’re making three times as much money 
as you did last year.” 

“Yeah,” Bings replied wearily, “but my 
women folks found it out.” 

Jeannie—“Jock, Jock, there’s a coo in 
the vegetable garden.” 

Jock—“All richt, woman; dinna stand 
makin’ that fuss. Hurry up and milk her 
before she gets out.” 


“Is this pre-war stuff?” 
“Yes, sir. It’s always followed by a 


fight.” 


“The time will come,” shouted the lec- 
turer, “when women will get men’s wages.” 

“Yes,” yelled the little man in the back 
seat, “next Saturday night.” 


hair | 


For the dental association we suggest 
the slogan, “Be true to your teeth or they 
will be false to you.” 


Sandy McPherson, after being shown to 
his room in a hotel, looked from the win- 
dow and noticed a large illuminated clock 
in a tower across the street. He stopped 
his watch. 


Officer (very angry)—“Not a man in 
this division will be given liberty this after- 
noon.” 

Voice in Ranks—“Give me liberty or 
give me death.” 

Officer—‘Who said that?” 

Voice—“Patrick Henry.” 


Mayme (on crowded trolley car)— 
“Wotcha got in that package, Sadie?” 

Sadie—“One o’ them portable radios.” 

Mayme—“Chee! If you can tune in 
‘The Star Spangled Banner,’ maybe we can 
git a seat.” 





“What is your idea of a damphool?” 
“A fellow who is afraid to take third 
‘light off a match but thinks nothing of 
racing a train to the crossing in his auto- 
mobile.” 


Boss—“Say, where in blazes are you two 
worthless niggers going? Why don’t you 
get to work?” 

Mose—“We’se_ working, boss. 
carrin’ dis plank up to de mill.” 

Boss—‘“Plank! I don’t see any plank.” 

Mose—“Well, foh de Lawd’s sake, Sam, 
if we hain’t gone and clean fohgot de 
plank.” 


We'se 


Guide (on a London sight-seeing bus)— 
“Lidies and genlemen, we are now passin’ 
one o’ the oldest public ’ouses in the coun- 
try.” 

Passenger—“Wot for?” 


“Papa,” said the small son, “what do 
they mean by college bred? Is it different 
from any other kind of bread?” 

“My son,” said the father, “it is a four- 
year’s loaf.” 


Mother (to youthful son)—“Be careful 
to wash your face and hands thoroughly— 
I’m expecting your auntie.” 

The Son—‘“But suppose 
come?” 


she doesn't 
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ss GUARANTEED ROPE 
@ mane 8¥Y COLUMBIAN ROPE COMPANY 


AUBURN," The Cordage City,” NY. 


| The Surest Guide 
For Buying Rope > 
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To know what you are selling, and, by the same token, to have your cus- 
tomers know exactly what they are buying is a real asset. 


Any hardware dealer may obtain rope of known quality for his trade by 
insisting upon the rope containing the 


Columbian Tape-Marker Guarantee 


* etn 


It is the famous Columbian Tape-Marked Pure Manila Rope which has the red, 
white and blue Tape-Marker in every foot. On this Marker, the Columbian 
Guarantee appears, vouched for by the manufacturer’s signature. 


The Tape-Marker is the surest guide for buying or selling rope because it 
not only identifies the rope as being Columbian, but also assures, through the 
signed Guarantee, that it is a quality rope. For these reasons, Guaranteed 
Columbian Rope is the easiest rope on the market for the dealer to sell. 


; 


RASA 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 


Branches: New York Chic igo Boston New Orleans 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TIon, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804- Commercial Bank 
Building, Charlotte, N. C. 

IpaAHo Retarit HarpwareE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
be held at the Cadle Tabernacle. G. F. Sheely, secre- 
tary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa Retart Harpware ASSOCIATION CONVEN- 
TION AND ExHIBITION. Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

KenTucKY HArpwarRE & IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LouIsiIANA RetatL HArpWARE IMPLEMENT AsSSO- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

MississIpPI RETAIL HARDWARE AND IMPLEMENT 
AssocIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Missourrt ReTaIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExursiTion, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MontTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A. C. Talmage, 
secretary-treasurer, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
AssocIATION CONVENTION, Denver, Colo., Jan. 17, 18, 
19, 1928. Cosmopolitan Hotel. W. W. McAllister, sec- 
retary-treasurer, P. O. Box 513, Boulder, Colo. 

NaTIONAL RetarL HarpWaRE ASSOCIATION CON- 
GRESS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION. Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 

New ENGLAND HARDWARE DEALERS ASSOCIATION 
CoNVENTION AND ExuisiTion, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


New York State Retart HarRpWARE ASSOCIATION 
CoNVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. _Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 

NortH Dakota RetatL HarpwarRE ASSOCIATION 
CONVENTION AND ExHIBITION, Minot, Feb. 14, 15, 16, 
1928. Exhibition at the Parker Auditorium. C. N. 
Barnes, secretary, Grand Forks. 

Ou1o Harpware ASSOCIATION CONVENTION AND 
EXHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

Orecon Retait HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Portland, Jan. 31, Feb. 1, 2. 
1928. E. E. Lucas, secretary, Hutton Building, Spokane. 
Wash. 

Paciric NorTHWEST HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26. 
27, 1928. E. E. Lucas, secretary, Hutton Building. 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND ExursiTIon, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

Soutrr Dakota RetaiL HARDWARE ASSOCIATION 
CONVENTION AND Exurpition, Coliseum Building 
Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SOUTHEASTERN RetaiL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga.. 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExuisiTiIon, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VirciIniA Retart HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Jefferson Hotel, Richmond, Feb. 
21, 22, 23,, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

West VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WeEsTERN Retrart HArpwarRE & IMPLEMENT ASSO- 
CIATION CONVENTION, Hotel President, Kansas City, 
Mo., Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, 
Abilene, Kan. Western Hardware Show in connection. 
All hardware exhibits concentrated in Convention Hall 
under management of L. W. Shouse, Kansas City, Mo. 

Wisconsin Retait HARDWARE ASSOCIATION CON- 
VENTION AND Exursition, Auditorium, Milwaukee, Feb. 
7, 8,9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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Michigan 





HEAVY DUTY 
Capacity up to three tons 
Chassis, $2185 
Special Dual Internal Brakes 
Prices at Lansing 












the same number of trucks 
that you now operate, you can 
present limits. And remem- 


ber that when 


reach territory beyond your 
Standard Speed Wagons you get many extra years 


that more trips can be made 
within a given area. Or, with 




















Lansing, 











Be sure to try out the new Standard Speed Wagon. 


of freedom from upkeep and replacement worries. 





























MASTER 
Capacity up to two tons 
Chassis, $1645 
STANDARD 
Capacity up to a ton and a half 





That You Can Serve 


143-in. wheelbase, at $1445 


4Wheel Brakes 
D© WAGON 


for faster, surer, easier, cheaper hauling 








133-in. wheelbase chassis, $1345 
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Chassis, $895 


ible with new Standard Speed 
ing 


Wagons. Their trafficability — swiftness, accelera- 
ft yet certain stopping—means 


REO MOTOR CAR COMPANY, 
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Capacity up to one- 








A Speed Wagon 


For Every Truck 
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No? Fish Spear 


No.27 Frog S pear 





No5 Fish Spear 


Every 
Need = 


Write us for a Catalog, Ask your Jobber for Prices 


ARCADE 


HARDWARE 
and TOYS 


Arcade Manufacturing Co. 


Freeport Illinois 











Everybody’s Business 
(Continued from page 51) 


moment has small chance in competition with the sala- 
cious details of a private scandal. Instead of producing 
papers for people who think, we now publish picture 
dailies for folks who do not even read. 

The exercise of the rankest kind of stupidity comes 
from some of our brightest minds. Great nations are 
always in bitter disputes-with one another because their 
leaders laud national tendencies that are highly destruc- 
tive. Along comes a disagreement about a boundary, a 
foreign policy, a great supply of oil, a method of govern- 
ment, or even a question of religion, and we are quickly 
encouraged to develop an intense dislike for the entire 
population of a foreign land. Famous literary figures 
lend their superior mental faculties to the antecedent 
plans that finally bring war into reality. 

It is our ruling classes, not our ignorant people, who 
get us into trouble. Very often it is not our wicked ele- 
ment, but our highly moral citizens, who show greatest 
ability to develop indignation and hate. One may look 
where he will and read what he may without discerning 
any marked tendencies throughout the world to get away 
from the plans and policies that for centuries have 
brought war and ruin to the peoples of the earth. Ev- 
erywhere the State is under the domination of wealth 
in the form of “big business.” Jingo newspapers and 
politicians surround us in greater number than ever 
before. We regard with displeasure and suspicion each 
trifling act of a foreign firebrand, and yet view with 
complacency the vigorous activities of a vicious yellow 
journalism. 

A great many of the people whose job it is to educate 
us on the stage, in the press and elsewhere, now follow 
the policy of first finding out what we want and then 
giving us only that in concentrated form. If nudity 
serves to pack the theater, the producer justifies himself 
on the ground that he is a business man, not a philanthro- 
pist. In some periodicals—thank the Lord, not many— 
“the editor seldom leaves out a lie his readers want to 
hear, and never prints a truth that they don’t.” This 
doubles circulation and increases advertising. 

A comparatively short time ago almost everyone here 
in the United States was in business for himself. The 
small retailer was majestic in his freedom of action. 
ach family maintained a high degree of independence 
and in a large sense was both economically and socially 
self-sufficient. As recently as the administration of 
Roosevelt the chief aim of government was to prevent 
the over-centralization of property and executive au- 
thority. 

Sut human nature got busy, and, as usual, we went to 
an extreme. Restrictive action was carried too far. This 
brought a return to ultra-conservatism in political and 
economic fields. Now in the realms of politics and or- 
ganized labor the radical has very little standing. In- 
dividuality is disappearing. People everywhere are com- 
mencing to look and act alike. Even the women in 
Turkey are substituting modish hats for the time-honored 
head scarf. The big corporation is displacing the little 
dealer. The huge transportation system is doing away 
with the small railroad. In our super-sentimentalism, 
public actions are influenced more by kindness based on 
sympathy than by justice founded on judgment. 

We say, “that government is best which governs least,” 
and then go ahead and pass 5000 laws a week. We talk 
about dispensing with legal limitations so that business 
may be left entirely under the control of economic law. 
This we propose at a time of transition when the imme- 


Reading matter continued on page 80 
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GRIFFIN No. 550 Wrought Steel 
Chain Bolt is a durable spring bolt 
for fastening top of door. Has de- 
pendable music wire spring and is 
constructed so as to latch easily 
and readily when door is closed. 
Easily reversed, permitting use for 
either right or left hand. Japanned 
or galvanized finish. 


















Additional Wrought Steel Chain and Foot 
Bolts and Garage Hardware are shown in 
the new catalog of GRIFFIN Hinges— 
just off the press. 
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Metal Weatherstrip 


Why not cash in on cold weather? Now is the time 
when your customers begin to feel the chill, shiver in the drafts, 
complain about cold rooms, and need Weatherstripping. 


You ought to push this timely spe- 
ciality as hard now as you push lawn- 
mowers in April and turkey roasting 
pans in November. For now's the 
time to sell it. 





Here's a high-grade, low-priced, metal 
Weatherstrip like none you ever saw 
*before. It does the work; keeps warm 
air in, shuts cold air out. It lasts and 
it satisfies. ““Tac-Ezy™ is its name and 
the name describes it. 


Made of real spring bronze, stout and 
sturdy. Hemmed on both edges for 
added strength. Tack-holes punched 
clear through. Special bronze tacks 
and full directions furnished. 


This is a better Weatherstrip at a price 
everybody can pay. Your profit is 
100%. Comes in 400-foot coils or in 
ready-cut lengths. Send the coupon 
for our special introductory offer. 











=") 2. o] 


METAL 
WEATHERSTRIE: 


















Tac-‘Ezy Metal WeathetstripCo. 
4026 Penrose St., St. Louis, Mo. 


Send samples and prices on Tac-Ezy Metal Weatherstrip to 
Name. ...0000 
Meer or er 
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Eberhard 


Small Boat Hardware 
Row Locks 


No. 7855 No. 7860 


Eberhard Row Locks are made of strong 
and tough Malleable Iron. They are 
available in many styles and types—com- 
plete stocks for immediate shipment. 


Rope Cleats 





Made of Eberhard Malleable in six stand- 
ard sizes. Finished plain or galvanized. 


The Eberhard Mfg. Co. 


2734 Tennyson Road, Cleveland, Ohio 





diate result of such a policy would be the creation of a 
machine autocracy that would take away not only the 
freedom of our bodies, but also the freedom of our 
minds. 

What I am here striving to get across is the folly of 
assuming that the road ahead is free of pitfalls. Pros- 
perity swells us all up. Full pockets bring mental lazi- 
ness and make it easy to accept ready-made opinions. 
Many of us at present do not object to giving up our 
freedom to think, but we are determined that no one 
shall take away our freedom to drink. Respect for law 
has become a matter of convenience and comfort. Leg- 
islation is good when it restricts only the other fellow. 

Fortunately our younger generation will probably 
save the day for us. Youth is tearing the curtain aside 
disclosing the truth about our egotism and stupidity. 
It has a moral honesty and mental balance that will draw 
it away from its present tendency to exaggerate indiscre- 
tions. Soon there will be an end to the reign of immod- 
esty and any display of vice will be in as bad taste as 
eating mashed potatoes with a knife. We will once more 
have the refreshing experience of leaving something 
to the imagination. Things that become so common they 
fail to longer attract attention quickly go out of style. 
Satiation can be a matter of the eye as well as the 
stomach—a question of too much scenery or too many 
beans. 

Our young people will see the futility of trying to 
legislate into existence an era of morality. But even un- 
popular laws will be enforced until they are repealed, 
in order to maintain respect for government. Political 
leadership will be in the hands of farsighted men and 
women whose chief qualification for office will be their 
ability to guide us through teaching rather than to control 
us by command. In this new day, the expenditures of the 
government for advertising the truth may even equal the 
hundreds of millions now appropriated each year by pri- 
vate enterprise to make us conscious of arguments in- 
spired by commercial considerations. 

When some of these ideals are realized it will be time 
enough to talk about perpetual prosperity. Human 
nature controls society in its largest aspect. It is the 
prime source of the unexpected happening, the great 
puzzle of life, the unbridled force that is always upsetting 
the best laid plans. 

The factors that brought up distress in the past were 
not recognized until their consequences were felt. In- 
flation comes in a variety of disguises. Certain elements 
were inflated in 1907, different ones in 1921, and still 
others today. Since our last depression bank loans have 
risen ten billion dollars. Investment holdings in these 
banks have increased seven billion dollars. Loans to 
stock exchange brokers have jumped from less than a 
billion dollars to four billion. Real estate loans from 
hanks in the Federal Reserve System have likewise in- 
creased two billion dollars. Fifty leading stocks have 
risen from an average low of 58 to an average high of 
180. New building has increased from less than three 
billion dollars to more than seven billion. 

Just as I might have presented a far greater array of 
optimistic facts in the beginning of this discussion, so I 
might add a dozen additional figures to support the 
thought that we now have an inflation of many important 
elements. In the glare of a few amazing developments 
in recent times, we are likely to lose our perspective. 
A person investing $10,000 in our ten largest companies 
operating chain stores, placing one thousand in each of 
the ten in 1912, would now have an investment worth 
approximately $300,000. Doubtless a similar story may be 


Reading matter continued on page 82 
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Allith-Prouty Company 


DANVILLE, ILLINOIS 














Seeing s Buyin g— 


Woolworth had the right dope—he never hid mer- 
chandise—he believed in DISPLAY. His window 
and counter displays were constant REMINDERS. 
People came for one article, but SAW and 
BOUGHT several articles. That’s real merchan- 
dising—it proves that SEEING is BUYING. 


Are you hiding your drill stock? Give drills the same chance 
you give other tools. 


Finished in a _ = 
Beautiful Olive~Green 


Metal Display Drill Cabinet 


will do it. This beautiful Olive-Green Metal Display Cabinet stops 
customers the moment they see it and REMINDS them of their 
drill needs. It’s a wonderful Display Fixture. Seen by everybody 
who enters your store. 
















LUT TLL ddd ddl) 


iM BAN 





And it’s practical—holds a complete stock of drillk— | : 
has six spacious drawers with ample compartments for The Cleveland ‘I'wist Drill Co., Cleveland, Ohio 
the best selling sizes and styles. Sold to dealers at less Gentlemen: Please send complete information about 
than quantity production cost to us— your Cleveland Metal Display Drill Cabinet. 


$20.00 ie. O. b. Cleveland. ,] a Pere eer ee ere Ce eee ee ee Pre 


You don’t have to buy a single Cleveland Drill or Reamer to secure one. 
Send Coupon for full details. 
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The Answer to 
Plugged Up Drains 





Boyer’s Drain Pipe Opener 


opens plugged up drains in a hurry without 
injuring the plumbing. 





WORKS QUICKLY EFFECTIVELY 





Write us for prices that makes Boyer’s Drain 
Pipe Opener a real profit maker for you. 


THE BOYER CHEMICAL LABORATORY CO., INC. 


2706 WABASH AVENUE CHICAGO, ILLINOIS 
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POULTRY NETTING 


Galvanized Before and —— After Weaving? 
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GALVANIZED STEEL WIRE oe . 
a IncAl Grades 
oan a aR ets oe = ae 


€Look for the tag, carrying our name, at the end of every roll! 
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Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIKE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City 







Georgetown, Conn Chicage 
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written 15 years from now about some entirely different 
group of stocks. 


As to what is going to happen in the meantime is a 
question that not one of us can answer with certainty. 
But we can at least see both sides of the story. The 
higher we climb, the more care we must exercise. 
ligures can be correct and their interpretation wrong. 
So long as we are governed by our emotions rather than 
by cold logic, we may well doubt that the millennium in 
business has arrived. Let the hand of caution continue 
to control. 


Interesting Statistics 


(Continued from page 47) 


Violation of 1910 1923 1910 1923 
liquor laws. 7,713 39,340 
Larceny «...0+ 428 24.7 
Assault ...... 24.05 11.5 
Burglary ..... 8.08 7.08 
Prostitution 6.06 4.07 
Forgery ...... 2.02 3.04 
Homicide ..... 3.1 36 
Gambling 75 3.7 
a ee 108 3.03 


Please note that practically all forms of crime de- 
creased in this period between 1910 and 1923 except 
homicide, robbery and forgery. Several of our larger 
cities contributed to this increase in this class of crimes. 
Please especially note the decrease in gambling. There 
are of course those who will say that possibly in 1923 
the laws of the country were not as rigidly enforced as 
in 1910 and therefore there were not as many cases tried 
for all the various crimes. Of course this is something 
about which we can only have an opinion. 


x Ox 


Well, 
the country ? 


what is happening to the wholesale trade of 
There are still some people who think the 
jobber is passing out. The following figures are based 
on the year 1919 as equalling 100 per cent. In other 
words, in succeeding years the percentage is based on 
this standard : 


Sales 

1921 1926 
ee he iin ara ea aR a eRe 97 118 
OD EE Pee a ereey Seer ye 84 79 
Ee rere ee ee 83 87 
BRMEMNIAEES OS oe eta ss ease sstelh 82 102 
SOMBINERBOI crt Site ik aes aia Klos 77 83 
SS ae pe Se eee eee we ae 68 63 
(oo aR Oe See ee ee ee 147 151 


From the above table, you will see that in the five-year 
period between 1921 and 1926 there has been a decrease 
of 5 points on meats, also a decrease of 5 points on shoes, 
but all other lines show a substantial increase. The 
wholesale hardware business in the five years shows an 
increase of 20 points and the wholesale drug business 
leads with an increase of 21 points. In this period, the 
average of prices for all the above lines increased from 
147 to 151. From this table, based on total sales of the 
leading wholesale lines in the United States, it would 
appear that the jobber is still quite a healthy, kicking 


* * * 


\ll the above figures were used in my talk on the sub- 























ject of “The Standardized American,” delivered in 


MN, Pi Bos HAWS cece oc een OM Ree 

CIEVOIRHEAONIO eos do sain bncdens Nov. 16, 1927 

Roocmester, N.Y. oo. ..sssesss. Nov 17, 1927 
‘we te 


Buy “Statistics” and know the facts about the United 
States instead of wondering, theorizing or guessing 
about what is happening. 





Ten Business Commandments of a 
Shrewd Merchant 


ERE are George Churchill’s business command- 
ments. No matter what you do to make a living, 
you ought to find some helpful pointers on his list : 

1. Don’t wait for the other fellow to come to you: 
go to him. 

2. In competition with others, always give them the 
credit for being a little smarter than you are. 
Then work like the deuce to prove that they 
aren’t. 

3. If you have no money and little credit, capitalize 
your personality. Sometimes it pays to have a 
nerve. 

4. Never admit to anybody—and least of all to your- 
self—that you are licked. 

5. Keep your business troubles to yourself. Nobody 
likes a calamity howler. Besides, he finds scant 
favor with the bankers. 

6. Don’t be afraid of dreaming too big dreams. It 
won’t hurt you to figure on owning a railroad 
even if you have to compromise on a flivver. 

7. Make friends; but remember that the best of 
friends will wear out if you use them too fre- 
quently. 

8. Be square even to the point of finickiness, and you 
will have mighty little occasion to complain of a 
crooked world. 

9. Take advice, but do your own deciding. 

10. Don’t toady. The world respects the man who 
stands up on his hind legs and looks it in the 
eye.—Allith Bulletin. 
ON TIME 

When the train is late— 

Or a friend, keeping an appointnient— 

Or dinner— 

What a hubbub springs up in your brain! 

How ready you are, however, to have an alibi if you 
keep a friend waiting. 

It has been said by those who study the matter, that 
we are never late for an appointment we really want 
to keep. If a lover is calling on his sweetheart, he’s 
usually fifteen minutes early; if it’s a dance, we’re on 
time. 

One is entitled to enjoy his work, and if he really 
enjoys it he will be on time, if not ahead of it. It takes 
a philosopher to be on time for a licking, for most of 
us do not realize that unpleasant things, postponed, grow 
thereby more unpleasant. 

If you are in the habit of being late at the store, quiz 
yourself, not so much for the good of the company as 
for the good of yourself. You may not admit it, but 
you don’t like your job. It were better for you and for 
the company that you get another, either with your 
present employer or elsewhere. 

Being on time tells the story of enjoyment of work, 
and to enjoy one’s work is essential to real success. 
Being late means lack of enjoyment, dislike. 
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Salesman 


Wanted 


A Hardware import house located 
in Chicago and well established 
is desirous of connecting with a 
first class salesman of definite ex- 
perience and contact with hard- 
ware and automotive jobbers. 
There will be considerable travel- 
ing necessary. Compensation in- 
cludes drawing account against 
commission plus traveling ex- 
penses. 

Excellent opportunity to the right 
man and a partnership eventually. 
No capital required. 


Give full record, experience, refer- 
ences, age, etc. All replies will 
be treated in strict confidence. 

















Address D, care of Hardware Age, 
1507 Otis Bldg., Chicago 


































It’s Easy to Sell 














Out-U-Kum 
Weed Pullers © 


They are the only weed 
pullers that remove the 
weed and the entire root 
at the same time, quick- 
ly, easily and without 
injury to finest lawns. 

Packed 1% doz. in at- 
tractive Display Car- 
tons. 

Write for Folder and 
Trade-prices. 


Manufactured only by 


Cc. S. NORCROSS 7 “7. 
BUSHNELL, ILL., 

































Special 
Attention 
Given to 
EXPORT 

Trade 








Makers of 
the well 
known 
NORCROSS 
Hand 
Garden 
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“GEM” avsustaste 
fo REGISTER 
\ SHIELDS 







Every warm air reg- 
ister in your local- 
ity needs a “Gem” 
“Gems” fit all size regis- 
Floor 











Shield. SELL IT. 
ters. Attractive and easily adjustable. 
Shield retails at $1.50; Wall 
Shield at 75c. 










140 BROADWAY. NEW YORK,NY 


BUY FROM YOUR JOBBER 









Some _ customers 
prefer Wood Ven- 
tilators and others 
prefer Metal, but 
all are satisfied 
with Continental 
Quality. 

All sizes for all 
windows, ali backed 
by the largest 
manufacturers of 
Screens and Venti- 
lators in the world. 





PRIOR A 
Metal Frame or Wood Frame 


Cloth Window Ventilators 








L Te i 
Continental Screen Co., 1323 Book Bldg., Detroit, Mich. 











Murphy Square Point Paper Hangers’ Knife 








Using only the best crucible steel and expert crafts- 
manship has maintained the leadership of Murphy 
quality for over seventy-seven years. 


ROBERT MURPHY’S SONS CO. 


Established 1850 
Oyster Knives Kitchen Knives 
Rubber Knives Pruning Knives 
Pattern Makers’ Knives and Handles 
Send for Catalogue MASSACHUSETTS 


Shoe Knives 

Sloyd Knives 
Paper-Hangers’ Knives 
AYER 








The Speed King Balloon 
is the finest rubber tired 
skate. Fast, silent and 
comfortable. 
One size fills most re- 
quirements —a_ large 
stock of assorted sizes 


is unnecessary. One 
size only to stock. 
Adjustable from 67” 
bo 28 





Write for circular. 


KOHLER = x & SPECIALTY CO. 
ILL. 


Specscl edi King 











Trademark of a true i skate== 








Then and Now 


NE can easily recall that thirty years ago eggs were 
fifteen cents a dozen, butter twelve cents a pound, 
and milk five cents_a quart. The butcher gave away 
liver and treated the kids to bologna. The hired girl 
received ten bucks a month and did the washin’. Women 
did not paint, powder, smoke, vote, play poker, rummie, 
shimmie or roll their socks. Men wore whiskers and 
boots, chewed tobacco, spit on the sidewalk and cussed. 
Waiters never got tips and hat check boys were un- 
known. Kerosene lamps and lantern slides in the parlor 
were “class.” No one was ever operated on for appen- 
dicitis, supplied with monkey glands or had two-fifty 
blood pressure. Microscopes were unheard of. Every- 
one lived to a good old age and every year walked many 
miles to wish friends a merry Christmas. 

Today everybody rides in automobiles or flies, plays 
golf, poker or bridge, plays the piano with his feet, 
tunes in on innumerable stations, smokes cigarettes and 
imported cigars, eats grapefruit, drinks gasoline and 
prune juice, blames the high cost of living on the poli- 
ticians, never goes to bed the same day he gets up, and 
then thinks he has had a wonderful time.—E «change. 





This Thing We Call Life! 


The following interesting bit of philosophy appeared 


in the Saw Kerf, published by E. C. Atkins & Co., 
Indianapolis : 

HE Saw Filer Philosopher says: “It is written 
| that man comes into this world without his consent, 


and leaves it against his will. During his stay on earth 
his time is spent in one continuous round of contraries 
and misunderstandings. In his infancy he is an angel; 
in his boyhood he is a devil. In his manhood he is every- 
thing from a lizard up. In his duties he is a fool. If 
he raises a family he is a chump; if he doesn’t he is not 
a goed citizen. If he raises a check, he is a thief, and 
the law raises the devil with him. If he is a poor man, he 
is no manager and. has no sense. If he is rich, he is 
dishonest, but considered smart. If he is in politics, 
he is a grafter and a crook; if he is out of politics, you 
can’t place him, as he is an ‘undesirable citizen.’ If he 
goes to church he is a hypocrite; if he stays away from 
church he is a sinner. If he donates to foreign missions, 
he does it for show; if through misfortune he doesn’t pay 
his bills promptly, he is crooked. When he first comes 
into the world, everybody wants to kiss him—before he 
goes out they all want to kick him. If he dies young, 
‘there was a great future before him;’ if he lives to a 
ripe old age, he is in the way, only living to save 
funeral expenses. If he uses Atkins Silver Steel Saws, 
Machine Knives and Grinding Wheels, he is a winner ; 
if he doesn’t he is a loser.”—Apologies to Anon. 


B. Franklin Philosophizes 


UMAN felicity,” wrote Benjamin Franklin, “is 

produced not so much by great pieces of good 
fortune that seldom happen, as by little advantages that 
occur every day.” 

Is it not true also of business progress, that the great 
impulses which we optimistically hope for seldom hap- 
pen, but that the little advantages that occur every day, 
if properly taken advantage of, combine to carry a 
business forward to a very substantial year’s gain? 
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Drcrcomed 


Spruce Only—Air Dried—Full Strength 
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Send Us Your Order—We Pay Freight 
Can’t Sell Them If You Don’t Have Them—Get Latest List ° 


W. W. BABCOCK CO. 


Bath, N. Y. 











10th issue of 
Weekly (out 


The Dec. 
Collier’s 
Dec. 5th) carries a full 
page Crescent ad in 
colors. Millions of tool 
buyers will see it. You 
can cash in on it with a 


Crescent Tool Display. 











Now is the time to trim vour windows 
with Christmas gift suggestions. Put some 
of yotir best-selling Crescent-Smith & Hem- 
enway Tools in the window together with 
other tools and offer them as gifts for men, 
The current issue of Collier’s Weekly car- 
ries a full page advertisement suggesting 
tools as the ideal gift for a man. The 
Crescent Cut-outs make good window at- 
tention-getters, and their bright colors fit in 
with the Christmas color scheme. Order 
some now if you need them. 


CRESCENT TOOL COMPANY 
204 Harrison St., Jamestown, N. Y. 


CRESCENT 


:2d SinithG®@ Hemenway 








The Evolution of a Perfect 
Night Latch 





perfection is of 
prime importance in any suc- 
cessful lock. The Ilco night 
latch is constructed with a posi- 
tive lever cam action. There 
are no wearing parts and the action 
is smooth and rapid. We are pleased 
to announce the final step in improve- 
ment of a night latch that compares 
second to none in quality. Against 
the lustrous black japan finish we have 
now placed the most harmonious color 
match possible—a beautiful golden 
bronze knob and slide buttons. The 
ensemble of cylinder and latch present 
a most attractive and, pleasing ap- 
pearance, and although the cost of 
this change is conside rable there will 
be no advance in price of our night 
latch. 


QD INDEPENDENT IOCKCO,d®> 


72-80 WINTER ST., FITCHBURG, MASS. 


Mechanical 





























For Making Signs and Show Cards 


Eastern Agents: 


Canadian Agents: 


Use SIGNS to Tie Up with DISPLAYS 


Goods displayed in store or window sell twice as quick- 
ly when attractive Signs, Price Tickets, Show Cards 
and Streamers are used to tie up with them. 


All can be neatly lettered with the STENCILOR—no 
experience needed. Cost is low. 
Samples of Work. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 


Send for Folder and 


DISPLAY MATERIAL CO., 191 Pearl St., 
New York, N. Y. 


DISPLAY CARD COMPANY, LTD., Brockville, Ont. 
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KESTER ACID CORE SOLDER 


Se 


| “That's real 
support Bob!” 


and Kester is the only solder 
so thoroughly merchandised 


Look at that spread of magazines—-boy! Headed 
by the Saturday Evening Post this group includes 
every representative paper reaching a logical user 
of solder. That means 11,000,000 Kester messages 
or one for every four homes in the country. 


Think of it Bob, one out of every four fami- 
lies in our territory is going to read about Kester; 
doesn’t that give you an incentive for getting 
behind it? 

Of course Bob, we'll get some real benefit out 
of that advertising even if we don’t do a lot of 
pushing—but here’s the idea: If we push Kester 
just ten percent our efforts, combined with such 
splendid support, will give us a tremendous in- 
crease in Kester sales. The advertising is work- 
ing right now—day and night, so we’ll have 
to hustle to keep up our end. Today is none too 
soon to start. 


CHICAGO SOLDER CO., 4205 Wrightwood Ave., Chicago 


KESTER 


Self-Fluxin 


Solder 
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NET-WICK 


The New Sagless 
POULTRY FENCE 


At last a new combination of mesh and 
gauge wire, so constructed and reinforced 
that it constitutes a perfect poultry fence. 


Beautiful, strong, durable. Both the Hori- 
zonal and Perpendicular wires are of the 
same gauge. 


The twist of the wires is complete—it cannot 
be opened by unwinding with pliers. This 
improved fence 





Hangs Straight Without Top or Bottom Rails 
Contraction and Expansion Allowed for 


By Just Enough Wave in Horizontal Wires 


No buckle—no bag—no sag. When unrolled it lays flat without waves, 
making it easy to handle and erect. 


Produced in its entirety in our own mills of Special Open Hearth Steel, 
every operation being under the constant supervision of our own skilled 


workmen. 


Galvanized before or after weaving. Put up in bales of 150 lin. ft., 2” mesh, 
in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge wire, in six inch 
widths from 12 to 72”. 


Our Other Products Include 


Hexagon Poultry Netting Cortland Black Enameled 
Graduated Poultry Netting Graywick 
Galvanized Hardware Cloth White Metal Finish 

and the following brands Wickwire Premier 

of Screen Wire Cloth Wickwire Bronze 
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Miscellaneous Wire Nails and Brads, put up in 1, 2 and 1 lb. packages, 25 and 50 Ib. boxes. 


Your Jobber will supply you. 
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ESTABLISHED 1873 INCORPORATED 1692 
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Assortment “G”—Consisting of 18 
Brushes packed in an attractive, 
sales-producing counter display box. 
7 different styles of brushes are in- 
cluded—all fast-selling numbers. 

Assortment “K"—Similar to assort- 
ment “G"—containing 12 brushes. 





1777—Steel Wire Scratch Brush. 
A narrow brush for pattern mak- 
ers and brazier's finishing work, 
cleaning architectural iron work, 
figured brass and small castings. 





1779—WireScratch Brush. Made 
with curved back. For removing 
paint, varnish and rust. 


A BETTER WEARING BRUSH 















1781—wWire Scratch Brush 
Standard Shoe Handle Brush fo: 
household, auto or factory use 


A Fast Selling 
Osborn Assortment 


Put one of these Osborn Wire Brush 
Assortments on your counter and 
watch sales and profits grow. 


These brushes are being bought 
every day for removing paint and 
varnish —cleaning wood, stone, 
brick, metal, iron-work, foundry 
castings and rubber. 


There’s a ready sale—and a worth- 
while profit—for every one of them. 
Displayed where your customers can 
inspect and handle them, they give 
your selling effort a running start. 


BRANCH OFFICES: 
New York Detroit Chicago San Francisco Los Angeles 





FOR EVERY USE 





WE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
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HARDWARE AGE for DECEMBER 8, 1927 


ok the kading Bavrows 





89 


in the STERLING LINE 





No. 3A a high grade low priced 
barrow of medium capacity for 
general work. 





No. 20 is a light weight 
barrow of high grade. In- 
tended for general work. 





No. 7AA Light Tubular, com- 
panion to the No. 19. 





No. 6Aa pose pe purpose con- 
tractors barrow. Standard A. 
G. C. size for dry material or 
concrete. 





Nos, 7 and 7B. This is the 
steel handle companion to the 
No. 6A barrow. 


Milwaukee 


Year Round 
PROFITS 


to You 


Sell a man a better wheelbarrow 
and you make a good impression. 
The better it works, the more he 
thinks of the goods you carry. 


The longer it lasts, the stronger 
that first impression. He is im- 
mediately “sold” on your place-of 
business. 


Dealers who carry the “STER- 
LING” line of standardized 
wheelbarrows know this to be a 
fact. Many have established a 
permanent and profitable business 
through the sales of “Sterlings.” 


If you are not acquainted with the 
many features of STERLING 
products, write for a catalog and 
special dealers’ price list. 


Sterling maintains large stocks at 
their factory and warehouses 
(Chicago — New York — Phila- 
delphia — Cleveland — Detroit— 
St. Louis) for prompt shipment. 


Whether you have a large or 
small demand you will profit 
by selling 


*“*Sterlings’’ 


Sterling Warehouses, Chicago, New York, 
Detroit, Cleveland, St. Louis, Philadelphia 








No. 10A Mortar and concrete 
barrow built to A.G.C. stand- 
ard size and construction. 





No. 11 A large capacity coal 
barrow for use in coal yards, 
engine rooms, etc. 





No. 36 A narrow tray coal 
barrow for use on coal wagons, 
for wheeling to coal windows, 
bins, etc. 





No. 31 Narrow tray concrete 
barrows made to A.G.C. stand- 
ard size and construction. 





Nos. §1 and §2 Heavy duty 
barrows for foundries, indus- 
trials, mines, etc. 


STERLING FOUNDRY ioe dulinnannn ait —— Wisconsin 
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Sporting Goods Manufacturers: 
Is Your Advertising 
GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 
hardware dealer through the paper he relies 


on for buying information—Hardware Age. 
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A Popular Combination Lock for 
Club and School Lockers 


Every No. 
04942 Lock 
may look the 
same but there 
are 3,000. dif- 
ferent combi- 
nations, so 
even though 
you sell hun- 
dreds of 04942, 
your customer 
may be sure 
that his com- 
bination is dif- 
ferent than al) 
others around 
him. 





No. 04942—2 inch 


No. 04942 is good looking—popular priced—and es- 
pecially made for locker use. 


Black and White Dial 
Nickel Plated Knob 
Steel Wire Shackle 
3,000 Combinations 


Stock a small supply initially, and see how quickly 


they sell when displayed. 


The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 


rea.nu.s.pat.oe 26 Warren St. New York cco.smus.pat.or. 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, II. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 





| Display 
































Making Winter Storms 
Increase Your Sales 


Now is your chance to cash in on the dread that people 
have of going outside in bleak winter to empty garbage. 
Now is the time to 

Disvlay and Sell Sani-Can 

Indoor Garbage Receivers 
Sani-Can houses an inside receiving pail of generous capa- 


city so snugly and so attractively that the modern kitchen 
is no longer complete without one. 


—No matter what the color scheme may be, Sani-Can comes 
in colors that harmonize. 


—No matter how small the kitchen or bath may be, Sani- 
Can compactness provides an out-of-the-way receptacle. 


—And human hands need never touch Sani-Can except when 
emptying. The lid is raised and lowered by slight pres- 
sure and release of the toe on the ‘‘Press-Toe”’ pedal. 


Attractive, sanitary, simple, durable and inexpensive. The 
price for the value is a pleasant surprise. Sani-Can sells 
fast and with fully six times the profit from the ordinary 
49c. pail. It takes no longer to sell Sani-Can. 


Get a Sample Sani-Can 
in China White, French Grey, Mandarin Red, Apple Green, 
Canary Yellow, Delft Blue. With it will come full informa- 


tion about Sani-Can “Junior’’ to enthuse price seekers, and 
Hydawaste Baskets manufactured by 


SANITARY RECEIVER CO., Inc. 
Dunkirk, N. Y. 


( This new) 


| ‘ 
\ 
4 “a i steck order 
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Like a Good Soldier 


A good nail keeps its head erect, stands 
straight and drives straight. It knows its 
duty and does it. The difference between 
an American Steel & Wire Company’s 
nail and an ordinary nail is comparable 
to that between a West Point Cadet and 
an ordinary recruit. 

The primary value of a nail isin the quality 
of thesteelandin the perfectdrawing ofthe 
wire,thenin theshaping of the head andthe 
cutting of the point. Note the clean, sharp 
point, the firm set head showing ample 
metal, the well-punched karbing and the ac- 


curate gauge on American super-quality nails. 
Test their superior strength under actual usage, 





Itisreal economy for your customersto buy super- 
quality nails as an insurance against ruining 
good material. Every keg is packed full weight 

. One Hundred Pounds, net, in each keg. 


American Steel & Wire Co. 


SALES OFFICES 
CHICAGO 5a So. Le Salle Street NEWYORK... .. page 
re ~~ ee efeller Building BOSTON. > 2 > 2°, lip Street 
° . Foot of First Street MUMOH . 2 © « oe 
G INATI . Union t a PHILA HA wn 2 
- St RA | St.Pant WORC! Bs: wm wt, ‘Save 
iis : hive Serece BALTIMORE eS i, 
KRANSABCITY °°. [Grand Avenue BUFF. as 


ENVER . ; 
LT LAK: eonr’. . « Walker Bide. *Uni 
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OW 


more than 
ever before 


it is essential that you study 
your market reports care- 
fully and consistently. 
Every important price 
change in the trade is re- 
corded in these columns 
weekly. 


The MARKET REPORTS 
as found in HARDWARE 
AGE are the most authen- 
tic published. 


Use them as a_ buying 
ouide. 


\ey 


Hardware Age 


239 W. 39th Street, New York City 



























































































































































CORBIN locks and hardware have 
proven their supremacy under varied 
conditions. The best material plus 


CORBIN workmanship means— 


Strength, Security, Service 
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No. 983444,A 


A wrought steel padlock with a mal- 
leable iron shackle. Case is black japan, 
shackle brass or nickel plate. Size 1% 
inches. A strong, secure padlock, selling 
at an attractive figure. 
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No. 590 


Our catalog will give you a most com- 
plete line of locks for Drawer, Cupboard, 
Wardrobe, Locker, Chest, etc. <A _ size 
and type for every purpose. 


Tr 
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No. 01820 No. 3080, 
Friction Catch Elbow Catch 


Miscellaneous Hardware. Trunk and 
Suit Case Fittings, Key Blanks, House 
Letter Boxes, Home Saving Banks, etc. 
Illustrated circulars sent upon request. 
Ask your jobber, or write us direct. 








CORBIN CABINET LOCK CO. 


THE AMERICAN HARDWARE CORPORATION :: Successor 
NEW BRITAIN, CONN., U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 
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Avoid These Costly 


Losses 


Again in 1928 the principal object of 
the intensive Spring drive in our 
National Advertising Campaign will 
be to capitalize a natural demand by 
sending lawn mower buyers to the 
PENNSYLVANIA Quality Dealer’s 


store. 


As usual, too, the PENNSYLVANIA 
Dealer who fails to place his lawn 
mower orders on time will have to sac- 
rifice at least a part of this ready-made 
business. Furthermore, his resulting 
losses can only be recovered by costly 
selling effort. ° 


Even though the scope of our 1928 Ad- 
vertising is ignored and only the usual 
increase in PENNSYLVANIA sales 
allowed for, NOW is the time to place 


your mower orders with your PENN- 
SYLVANIA Quality jobber. 


PENNSYLVANIA 
LAWN MOWER WORKS 


1615-35 North 23rd St. 


ENNSYLVANIA 


LAWN MOWERS 


Philadelphia, Pa. 


Se eee 
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wire 








Sizes: 6 to 21 ins. 






A heavy, difficult job—the workman gets a 
wrench, but the old, badly rusted nuts won’t 
budge—not even a fraction of an inch. 


Another wrench is brought into use—a big 
strong, powerful Steel Handle COES Wrench 
—those nuts came OFF. 


Which kind of wrenches are you selling? 
Leading Jobbers carry the COES. 


COES WRENCH] COMPANY 


“In business since 1841” 
Worcester 


Mass. 


J. C. McCarty & Co 
John H. Graham & Co 


253 Broadway, New York 


113 Chambers Street, New York 
61 Shoe Lane, London, E. C. 


..8 Rue de Rocroy, Paris, France 


Selling Agents 


Fenwick Freres 











Turner Master No.45 Blotorches 
Sell for More and They're 


When you are offering a blotorch for sale you 
are assuming a big responsibility. If the torch 
is not constructed for 100% safety—any, dam- 
age, either by explosion or flareback—is up to 
you to settle! Can you afford to offer anything 
less than the fearlessly guaranteed 100% safe 
torch—the Turner Master No. 45 Blotorch? 


Try This On 
Your Customer 


Put a Master No. 45 on the counter with any 
other torches. Then show your customer the 
safety valve that prevents over pressure and 
explosion; show him the hotspot burner—the 
perfectly controlled flame that can’t be blown 
out. And you'll quickly see that 98% buy on 
quality instead of price. 

Two needle control entirely prevents 

enlarged orifice so common an occur- 

rence on single needle blotorches. 

If your stock of Master No. 45s is low, 

better order from your Jobber or 

direct. 


429 Grove St. Sycamore, III. 
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(STEEL) 
MEASURING TAPE 


covers a larger field for 
measuring tapes and can 
be sold with less effort and 
at a greater profit than 
tapes not possessing its 
unusual features. 


MEUFFEL & ESSER Co.- 7 
Curased Oftice sd Foctervea OBOKEN.N. J. 


en So beach . aie Pl mr 
(Darsing Materials * Mathematical ond Surveying btruments * Measuring Tapes 












































Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you installa Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 


RY LOU CECE 535.5 5015's e's o's ca soa slows codaedede vars $2.50 
Speeeese ‘Dine and tanOr G@ Ge... 2. icc ce ccc tie bendevens .60 
ne EDIE So eg. 6: 6. 5.0.04: 0:40. Sb apereis 0 bbe 0 a Giace $1.90 
$57.00 


I INT I og. 5- 6, «025 6 < v bine 0 015.8 pele 0 ee Wo 658 6 'e- 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 
NL ose EONS 5 4.41346 Stok Mis. plo. oa, aS dese wale whereas d's 45.33 
DO TID, oo oe sicveesccccdecen’ $11.67 
You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 
We have figured on a basis of only ten keys per day. Many dealers 
using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 








Our Key Cutter is fully up to the standard of our 
famous ; 

JMMY- SEGAL LOCK No. 666 
endorsed by Burglary Insurance Companies every- 








where. Protects millions. Never been Jimmied. 








Operated by Hand or Power 








f 
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GRAPHITE PRODUCTS 


Boiler Graphite 
Pipe Joint Compound 
Graphite Spring Oil 


DIXON'S 


Flake Graphite 
Grephite Cup Grease 


Solid Be't Dressing 
Paste Belt Dressing 
Silica-Graphite Paint 


Waterproof Graphite Grease 


The best graphite and the right graphite for each particular purpose are the reasons for the superiority of Dixon 


Graphite products. 


We have had one hundred years’ experience in manufacturing and marketing graphite and graphite products. 


In 


this period the words “Dixon” and “Graphite” have become synonymous to thousands of exacting men in every line of 
» 


industry. 


THERE IS NO SUBSTITUTE FOR DIXON’S 


Dixon’s Ticonderoga Flake Graphite. Idea! for cylinder 
and bearing lubrication, for coating gaskets, and for any 
other purpose where a better graphite is desired. 


Dixon’s Graphite Cup Grease. The best quality mineral 
stock correctly proportioned with lubricating flake graphite. 
It has the property of flowing into the bearing as soon as 
the shaft begins to turn, bearing heats and softens it. Pro- 
duces dead smooth, graphited bearing surfaces—insures 
cool running engine, motor, shaft and other bearings. 


Dixon’s Solid Belt Dressing. Keeps leather belts pliable 


and decidedly lengthens belt life. Stops slipping instantly. 
Use for leather rubber or fabric belting. 


Dixon’s Waterproof Graphite Grease. Protects and lu- 
bricates elevator plungers, pump plungers, gears, wire rope, 
and other parts exposed to weather or submerged in fresh 
or salt water. Will not flush off. 


Dixon’s Silica-Graphite Paint. For the protection of metal 
surfaces against moisture, water, acid, alkali and other rust 
creating agencies. 


Write for Booklet 40-KP. and Prices 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City ROS 
ONE HUNDREDTH ANNIVERSARY 


1827 


New Jersey 


1927 




















LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 


Lawn Grass. 
1927 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair 
prices, we would not have 
existed so long. 


Business Established 1784 


D. Landreth 


Seed Co. 
Bristol, Pa. 








Wurts & Fuch, Hackensack, N.J.A modern hardware store, Lupton sieel-equsp ped for profit. 


Stock well displayed like this 


is easier to sell 











ERE’S A GOOD EXAMPLE of a 

modern hardware store, pro- 
vided with a good display and 
systematic storage for stock. The 
— Display-board Cabinets 
make the stock easy for customers 
to see, and Lupton Steel Shelv- 
ing provides accessible storage 
space. The combination saves 
time and floor space and makes 


money for the storekeepers. 
You can buy this Lupton Steel 
Equipment in standardized units, 
starting with what you need and 
adding units as your business 
grows. Ask for our catalogue 
showing full details of this modern 
store equipment. 

DAVID LUPTON’S SONS COMPANY 
2211-d East Allegheny Ave., Philadelphia 


Lupton 


STEEL 


SHELVING GROUPS 
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HARDWARE 


wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 


Sherardized or hot 


galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 

Millions of product 
—one standard for 
accuracy ana quality. 


REED & PRINCE MFG.CO, 


! WORCESTER, MASS..U.S.A. 
WESTERN BRANCH ar CHICAGO: 121 NORTH JEFFERSON ST. 
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| Good Pipe Threads Make Tight Joints 
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Pipe Threads cut with GENUINE 

. ARMSTRONG DIES make up 

easier and tighter than the otdinary 

kind. Over 60 years’ experience and. 

) successful manufacture stand back 
of their design and quality. 


There is a nearby dealer who 
can supply you with Genuine 


Ay | ARMSTRONG 


pe viet TooLs 


One of the Armstrong Consumer Ads 








SELLS Them 


as Well as TELLS Them 


While the purpose of every Armstrong 
advertisement is to send mechanics to a 
nearby dealer, it is not the only objec- 
tive. 


In 


telling mechanics how pipe threads 


cut with GENUINE ARMSTRONG 
Dies, make up easier and tighter than the 


ordinary kind, 


we also impress upon 


them that over sixty years of experience 
and successful manufacturing stand back 


of 


We 
vertisement, at the same time that we 
about the 


their design and quality. 

the mechanic in the same ad- 
TELL him 
GENUINE 


aim to SELL 


features which make 


\RMSTRONG Pipe Tools superior to others. 


Dealers who derive the most benefit from our 


adv 


Please order from your 


ing’ 


ertising are the ones who keep stocked. 
Jobber instead of send- 


to us. 


The a MFG. CO. 








Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 





ARMY TRONG’ 






STOCKS 
TOOLS AND 


R,GAS +> STEAM 
THREADING MACHINES 
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--(CHICAGO 


SPRING HINGES 
The “‘Triplex’’ 


Resists Wind Pressure 


Dealers should 
recommend “Triplex” 
Double Acting Spring 
Hinges for applica- 
tion to double acting 
vestibule doors which 
are subject to wind 
pressure. They have 
two springs with ten- 
sion adjustment, and 
greater tension may 
be applied to oper- 
ate the door in one 
direction than the 
The “Triplex” other. 
Type 2001 


Send for Catalogue H-42 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 


oes 





























Oliver 


FOR 64 YEARS A NAME REPRESENTING 


Quality and 





ow 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 
ew] 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 





PERFECTION at last 


in HOSE NOZZLES 





F gilt Sil, 
matie of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
ae for ht oP ag workmanship 


= 


© DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 
es Jobber can furnish Sher- 
“Diamond” in display 
areata. for counter. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 























Sales 
Accounts 
Wanted 


Are you desirous of 
securing good Sales Ac- 
counts to handle on a 
commission basis? 

If so, look over the 
advertisements in the 
“Classified Opportunities 
Section.” 


The place to 
find them is in | 


Hardware Age 


239 W. 39th St. 
New York City 







































72% Greater Holding 
Power Than Wire 
Nails. Won't Split the 


Wood. Heads Stay on. 
Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 

A ras toe 

Out Foundry, Bleck ond Gel- 
Shingle, Out Clinch ond 


READ 
CUT NAILS 


Makers 
Plo Ni 
Headi see 
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Best Known— Most Used 
Hose Clamp in the Industry! 


Universal Hose Clamps have 
achieved this distinction 
through their out-and-out 
good quality and the equi- 
table and square sales policy 
under which they are dis- 
tributed 


Your guarantee is the name 
“Universal” stamped on 
each clamp and printed on 
each carton. Look for this 
name when you buy and be 
sure you get what you ask 
for. 

Their size adaptability, ease 
of installation, leak preven- 
tive feature and rust-proof 
construction make them all 
that a good clamp should be. 
Universal clamps are manu- 
factured from cold _ rolled 
steel wire—not strap. Their 
edges are smooth. Every 
clamn is “Electro - Galvan- 
ized.” 

One size—1 to 3 in.—fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clam 
adapted to %4 to 1% in. ad- 
justability. 


@eereeaeaeiete 
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Universal 
March Greene Industrial Corp. 
Mereh 1, 1921 Hackensack, N. J. 


HOSE 
CLAMP 


Adjustable to Lit ariy.hose of ary size 
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Swedish 
Pansar 
Files 







PANSAR 





Circular 


Cut 





Flexible 
Blades 


Tanged 


Half-Round 
Bastard 
Smooth 


Fully 


Guaranteed 


We carry a full line of files, chisels and pliers 
Write for catalogue. 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn., 304 Railway Exchange Bldg., Montreal, Can. 
Seattle, Wash. % 


§ Handle Bigger Business Z 


With Less Effort and Expense 























This store of James McCullough & Son, Kittanning, Pa., is a fine example of 
the attractiveness of 


HELLE 


Business Building Store Fixtures 


Fine attractive displays sell more merchandise—convenient dis- 
plays require less effort and fewer floor salesmen. Inventory 
time is the ideal time to make the Heller installation you have 
been wanting. You inventory and move stock at the same time. 


W. Cc Heller & Co 700 Bryant St., Montpelier, Ohio 


20 Vesey St., Suite 500, New York City 


Send details and prices on items checked— 


C] Display Tables 
CO) New Design Cutlery Case 


Sh errr rrr Try rere e ree Ree TT re 
PE pa So coe 6 eed Sco edecpescdeae Cesravascacrviabevoednnece 3 


CO New Type Saw Rack 
CJ Display Door Cabinets 
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Display well 
for Christmas 













Old favorites 
that stir pleas- 
ant thoughts— 
these three 
boost sales of 
hunting goods. 


Has a Host of Friends 








FEW names are so well and favorably known to sports- especially the combination Gun Cleaning Packs. 
men as is Hoppe’s. Push Hoppe’s Products to draw Famous for best cleaning and care of all firearms. Sold 
and build Christmas trade. by ali Jobbers. Cleaning Guides for your customers 
Use the free attractive counter display cartons. Push FREE. 


FRANK A. HOPPE, INC., 2314-H N. 8th St., Philadelphia, Pa. 











Hardware Age Verified List 
y \ Carry Less Y ] OF WHOLESALERS AND RETAILERS 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 
nd Foreign Countries. 
Retail Hardware Stores in United States, Canada and 
Foreign Countries. also General Stores, Lumber Yards, etc., 


handling hardware 
e More Chain Hardware Stores in United States and Canada. 
5c. 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


What's the use of carrying a lot of 
sizes and styles of Tacks that are Pectian Coadeam a ee ee ee oe 
meat | 
unnecessary : Automobile Accessories Jobbers. 
“— Mill. Steam. Mine and Machinery Supplies Dealers. 
In the ATLAS line of Tacks no Export Merchants handling hardware and kindred lines. 
difference in sizes of less than Sporting Goods Wholesalers. 
1/16" are necessary. Mail Order Houses handling hardware and housefurnish- 
ings 
And only styles that have proved Woodenware and Willow-ware Wholesalers. 
salable are manufactured. Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
These facts enable dealers to carry Plumbers and Tinners Supplies Jobbers. 
less stock, and sell more; because Membership Lists of Hardware Associations. 
ATLAS quality is always in de- Gardware Age Verified List of Wholesalers and Retailers is indis- 
mand, and full count and weight 9 ie economic direct-by- mail romotion work and also 3 
- ul guide for salesmen’s calls very sales manager show 
are guaranteed every customer. have one on his desk, and every salesman could profitably carry 


a copy in bis grip Since the Bean issue was published there 
have been more than 10,000 additions and corrections, and these 
Send for Complete Catalog all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified Lhst of great value in 
‘ “checking” their retail prospect records. 


ATLAS TACK CORPORATION $12.00 postpaid 
Fairhaven, Mass., end St. Louis, Mo. 
The largest and oldest manufacturers of Tacks and Small Hardware Age Verified List Department 


Nails in the world. 
aes in 1810 230 W. 39th St. New York, mY. 


& Sons 


























piers Mathias 
Belts Established 1857| Established 1857| 
Tackles 
Climbers 
Tool Bags 
Wire Grips 
Safety Straps 
Lag Wrenches - 
Tree Trimmers ies yo 
Sleeve Twisters TMS SINCE 1857 
































GALVANIZED 


WIRE CLOTHES LINES 





MANUFACTURED BY 


G.F. WRIGHT STEEL & WIRE CO. 
WORCESTER. MASS. 
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FORSTNER 


Labor Saving 


AUGER BIT 


Bores Any Arc 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 

like other bits, is guided by its 

circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterns, veneers, screen work, 

scalloping, fancy scroll twist columns, newels, 
{/ ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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They 
Are 


the Best 


They | ® 
Are te) 
the Best | ® 


Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


When Opening Doors 


Follow 


the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Ce., Brooklyn. N. Y. 






































GRAND RAPIDS 


ALL-STEEL 


SASH PULLEYS 






Any Style 
#any size 
~but ALL STEEL 


Whatever your requirements in Sash Pul- 
leys——Ball Bearing, Cone Bearing, Axle 
Bearing; drive or face plate types, small, 
medium or large—they can be filled most 
satisfactorily from the complete Grand 
Rapids All Steel Line. For instance, in 
the Grand Rapids Line only can you 
obtain the large lubricated Cone Bearing 
Pulley, self aligning and noiseless. 


Acknowledged the World’s Finest, 
they cost no more than the run of 
ordinary pulleys Thousands have 
Aised nothing else for 30 years. 





4 Popular Drive 







Sod by AU Distributors—Everywhere No. 10 Rall’ Bearing Pd 
No. 116 Cone 
Grand Rapids Hardware Co. 9 ten eee ow \ 
558 Eleventh Street, a wheter _ 
Grand Rapids, Mich., U. S. A. . vv a" 
o* 0; ae 
= gr. CNY 8 
Mail upon 4 9859" 
Or Free 4h os 
s G a 
ample ss 
o' SY xe 
oF at io Fi 
oe” Ry) Bye » . 
oF ase - 5 ae. ia «ee ae . 
2 69 yr =e 3 ce eno’ 

















102 





___ HARDWARE AGE for DECEMBER 8, 1927 





Oo 


ae are several sound reasons 
why you should read the ELECTRICAL 
GOODS SECTION of HARDWARE AGE 
which follows this page. Electrical 
items are profitable merchandise when 
properly handled; the demand is in- 
creasing daily, and the movement from 
the specialty store to the merchant who 
sells a complete line of housewares is 
pronounced. If you do not handle this 
line, think it over. 
@ On page 14 is a story of how one sales- 
man has built an excellent business in 
washing machines. 

@ On page 79 is the story of a small city 
hardware store that finds electric ranges 
good sale. They simply do not concern 
themselves with the technical side but 
work in harmony with technicians. 


@ There are other stories from actual busi- 
ness operations that may help to solve 
some of your problems. For instance: the 
merchant who makes his radio service pay 
a profit. It is on page 14., 
































December 8, 1927 











S04 erchants who have distributed many standard electrical appliances for 
gift purposes, can take much satisfaction to themselves; for they have been 


building toward the true Christmas spirit of better living and better lives. 


nm 
a 


# 


























AC Electric Radio 





Balkite “A” 


Balkite “AB” but for the 
“A” circuit only. Enables 
owners of a “B” eliminator 
to make an electric installa- 
tion at very low cost. $35. 





Balkite “B” 


The accepted tried 
proved light socket “B” 
power supply. Three ph 
els: $22.50, $35, $42.50. 





Balkite Chargers 


Standard for “A” batteries. 
Noiseless. Can be used dur- 
ing reception. Trickle or 
High-Rate, 3 models, $7:50, 
$9.50, $17.50. 

Special models for 25-40 
cycles at slightly higher prices. 
Prices are higher West of the 
Rockies and in Canada. 


—— 


Your customers 
want AC operation 


But they don’t want 
any sacrifice in 
quality of reception 


Nor do they want 
experimental devices 


You can give your customers exactly 
what they want, without either of 
these disadvantages. By simply 
equipping the sets you sell with Bal- 
kite Electric ‘‘AB.” It replaces both 
“A” and “B” batteries and supplies 
radio current from the light socket. 
Entirely batteryless, it 
makes any standard re- 


for tubes to warm up. No difficulty 
in controlling volume. No noise, 
no AC hum. Nocrackling, booming 
or blasting. Instead the same high 
quality of reception to which set 
Ownets are accustomed. 

And there is nothing experimen- 
tal about this type of installation. It 
consists of a combination of two of 
the most dependable devices in radio 
—Balkite and a standard radio set. 

By all means sell electric opera- 
tion. As shown by Balkite sales fig- 
ures, that’s where the volume is in 
radio today. But let the AC sets you 
sell be standard radio sets equipped 
with Balkite Electric 
“AB.” Then you'll be 











ceiveran AC Electricset. 

This method makes 
possible the use of the 
standard type of set, 
and of standard type 
tubes, both of which 
are tried and proved 
and give by far 





Chicago Civic Opera 
on the air Thursday Even- 
ings, 10 P.M. Eastern time. 


Stations WJZ, WBZA, WBZ, 
KDKA, KYW, WGN, WMAQ, 


WBAL, WHAM, WJR, WLW. 
WENR, WCCO. 10:30 P.M. 
WEBH, KSD, WOC, WOW, 


WHO, WDAF. 
BALKITE HOUR 





a e $64.50and $74.50. 
truest repro- a a. 
duction. There a 1 e Pe. Bae. Merdh 
is no waiting Chicago, II. 


ELECTRIC AB____- 


certainof performance. 
Then you won’t wonder 
if the profit you make 
today will be eaten up 
by returns tomorrow. 
The profit on each 
sale will be clean. 

Two models— 


<{ contains no battery 
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The beautiful consolette shown 
above is probably the greatest Elec- 
tric value in the entire radio field. 
Ready to operate. Completely 
equipped including Mohawk Pyra- 
monic speaker. Nothing more to 
buy except AC tubes. One of the 
most popular models of all Mohawk 
Electrics that you can 

sell for... “e ee $152 


Tubes additional 




















$7/:2.00 


A table model recommended for 

those who already have a satisfac- 

tory speaker and who want electric 

radio at the lowest cost 

and that you can sell for $112 
Tubes additional 


Other Mohawk Electrics that 

you can sell for $174.50, 

$209.50, $239.50 and $319.50. 
Tubes additional 


Prices slightly higher 
west of the Rockies and in Canada 
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just ‘Electric Radio” 
but Reliable NC Radic 


sy MOHAWK 


that you can sell for IQ"? 4 


BATTERY MODEIS$§ 
A$ LOW AS 56750 


Electric radio is not new. But it remained for Mohawk, 
Originator of One Dial Radio, to offer reliable Electric 
Radio at prices which will produce volume sales. 

Mohawk Electric is not a makeshift. Each Mohawk 
Electric receiver is a real AC set, operated by AC tubes, 
without batteries or any other accessory. 

Nor has quality of reproduction been sacrificed in any 
way. The convenience of AC operation has merely been 
added to the standard Mohawk receivers —to the well- 
known standards of performance that have made Mohawk 
successful in the past. 

As for prices, they are in keeping with Mohawk policy 
—theyare the lowestin the field. Note this: Every standard 
Mohawk receiver is now available in an electric model. 
And the price, complete except for tubes, is only a little 
more than that of Mohawk battery models with no acces- 
sories. The two models shown are‘leaders. Other prices 
range to $319.50, less tubes. 

The Mohawk franchise is today more valuable than 
ever. Because Mohawk dealers do not have just another 
electric radio to sell, but Electric Radio by Mohawk, at 
Mohawk prices. Wire for details! 


Mohawk Corporation of Illinois— Chicago 
In Canada : Mohawk Radio Limited, 14 Temperance Street—Toronto, Canada 


BATTERY MODELS 
ranging in price from $67.50 to $275 





Manufactured under RCA patents, Hogan patent No. 1014002 and Mohawk patent No. 1573374 
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Now You can offer Your Trade 








what they’ve wanted for years 
The Finest Vacuum Cleaner Made 


Motor-Driven Brush | 
Ball-Bearing Motor 
2-Year Guarantee 














and its the IDENTICAL machine that was Nationally 
_ Advertised and sola up to November I* : 522 





















































Here’s a machine you can “Sell Over 
the Counter’ and eliminate the cost- 
ly resale expense that eats up your 








profit. | ——_een | 
; : '| Ball-Bearing Motor . (> } 

Nine years’ experience and $35,000,000 |. Never Needs Oiling | 

in resources are back of this, great- ae ae 


est of all Hamilton Beach Cleaners. 
Without question it is the finest | Beating Brush Action 
cleaner made regardless of price and 


er a Niece 


Sweeping Brush 








the greatest dollar for dollar value | Action 
ever offered. - | 
No cleaner more effectively gets sur- oem 


face dirt and litter and embedded dirt, 
the principal cause of rug wear. No 
cleaner makes a better demonstra- 
tion. No cleaner is more reliable. 
The adoption of a ball-bearing motor 
has enabled us to guarantee the en- 
tire machine (including belt, brush 
and bag) for Two Years. 


Profitable to Sell Because of 
Small Unit Investment 


Rapid Turn-Over 
Low Selling Expense 
Large Margin 

WRITE or WIRE for complete 


Selling Plan that is as revolutionary 
as this new, unheard of low price. 


HAMILTON BEACH MBG. CO., Racine, Wis. 
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It’s Going to be a cold, Hard 
Winter-Bat a hot one for You 


AD WEATHER means good business — for 
the fellow who handles Majestic Hotcake and 
Waffle Irons and Majestic Heaters. 

An ever-ready producer of both hotcakes and 
waffles is just what people want for wintry morning 
breakfasts, and a hot snack at night — Majestic gives 
it to them —and how! 

“Clean, economical heat when and where you want 
it” comesin mighty handy these days—and Majestic 
Heaters supply it with the greatest efficiency and 
dependability. Majestic is the only heater with a re- 
newable reflector and other exclusive features. 


There'll be a hot time in the old town every night, and 
extra profits in your jeans if you follow the Majestic lead! 


MAJESTIC ELECTRIC APPLIANCE CO. 


INCORPORATED 
SAN FRANCISCO KANSAS CITY PHILADELPHIA 127H.D. 


Famous 
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‘the dominant bearings today in 
electric appliance motors, have demon- 
strated their reliability in the hundreds 
of thousands of automotive magnetos 
and lighting generators in which, for 
more than 10 years, they have been the 
approved standards of serviceability. 
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All the Time / 


ALL bearing motors for electrical 
appliances are fast moving onward 
to the dominance they deserve. 
The American housewife has given 

them her approval—knowing that they 
mean, for her, freedom from ae messy oil 
can and the penalties it imposes. Dealers, 
quick to sense their customers’ demands, 
are giving their preference to those vacuum 
cleaners, washing machines, floor polishers, 
and other electrical utilities which have 
motors with “NORMA” Ball Bearings. 


Are you ready—with a line of 
these advanced and approved 
motored appliances? 


NORMA-HOFFMANN BEARINGS CORPORATION 
STAMFORD, CONN. - ~- U.S.A. 


CLSTON 


NB-875 


V9 












BALL BEARINGS 
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> ra Will your gift to her this Christmas make 
e - her feel younger. .. look fresher through the 
f year? Will it bring her more of those lei- 
sure hours she talks about so wistfully’ 
If it is to bring her what she most values, 
? it will bring her both leisure and youth’ 
4 
af Then give them to her, with a Premier 
f— oa Duplex. Ir can lighten the heaviest of all 
SASS her household tasks. And shorten the 
ie : 
eed longest of chem. With double action, it 
id aoe rushes through the work... yet does ix 
thoroughly. Together, its motor-driven 
And for the kiddies a toy 
electric Premier Duplex 
It really works. Just 
like Mother's The chil 


dren love it 


ojdnqg. 
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brush and strong suction free the grix, 
sweep up the threads, and bag a// che dirt 
Quickly and easily! 


And the Premier Duplex will never need 
a moment of her care. Ball-bearing, it will 
clean for her, without oiling, for a lifetime 


And as each day ends, you will look across 
the dinner table at her youthful, untired 
face... listen co her tell of an afternoon's 
happy leisure . . .and remind yourself grate. 
fully of your Christmas wisdom 


ary 
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rircrmi CLEANER CO. INC 
Deps 5 Cleveland, Ohvo 




















PREMIER DUPLEX makes a new 
appeal for greater Christmas Sales 


In its beautiful color advertisement in the 
December 10th issue of the Saturday Eve- 
ning Post, Premier Duplex gets away from 
the usual “gift” appeal and puts sound sell- 
ing sense behind it. 


It urges “youth and leisure” as the ideal 
Christmas gift—and proves how Premier 
Duplex will give these to the women who 
receive a Premier Duplex. This is an argu- 
ment that will not only at- 
tract the women of your 
neighborhood but which 
will also appeal to the mem- 
bers of their families. It 
will exert pressure on the 


man in the home —and 
Cleveland 


yemier 


ELECTRIC es 1 CLEANER CO. 
nc. 


you know how often his decision is the 
important one—as well as the most difficult 
to obtain. 

To help you tie-up your store with these 
advertisements, and cash in on their mes- 
sage, Premier Duplex will furnish you with 
an attractive holiday poster and appropri- 
ate, special Christmas folders imprinted with 
your name. 

Make an effective win- 
dow display and let us 
help you do it. Write to- 
day for fresh suggestions 
and the Premier Duplex 
sales helps prepared for the 


te holidays. 


Manufactured and distributed in Canada 


by the Premier 


Vacuum Cleaner Co., 


Ltd., General Offices, Toronto. 
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America’s greatest 
washer value. 
Thousands of 
Homes will pick 
this great household 
help for Xmas. 


} Kind of WASH ER¥ 


x that Sells at Xmas time 


There’s something about this New 
One Minute Model 60. Something 
more than its low price—that in- 
sures sales—lots of them espe- 
cially at Christmas Time. 
With its handsome all metal construc- 
tion—corrugated copper Tub—Full Six 


Sheet Capacity—Latest wringer—New 
Flexible Turbinator—with many 








other notable improvements—the One Min- 
ute Model 60 is just the kind of washer that 
attracts the easy sales in any competition. 


A Retail Price of Less than $100.00— 
clinches the argument—for now no home 
need be without the services of a modern 
Electric Washer—they all can afford the 
One Minute Model 60. 


The Xmas demand if here—wire 
or send the coupon today. 


One Minute Manufacturing Co., Newton, Iowa 


1928 is just around the 
corner. The One Minute 
Dealership for next year 
may be available in your 
place. The coupon will 
bring complete and inter- 
esting details, 
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I One Minute Mfg. Co. 


y Dept. E. G., Newton, Iowa. 


Send details of the One Minute proposition 
for Xmas and 1928. 
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&/7 ELECTRICS 


TRADE MARK 


Combination Electric Range 
with Kitchen Heater built in 


Down to the smallest detail the model shown above combines cooking 
efficiency and convenience that are unsurpassed. The Electric Range 
is fully porcelain enameled in beautiful white and gray, rust-proof 
and easy to clean. The rounded corner baking oven is enameled inside 
and out—kitchen heater has return-flue heat circulation—ideal when 
extra warmth in the kitchen is wanted—keeps coal fire over night— 
convenient for the disposal of rubbish. 


See your jobber or write us. 


A. J. LINDEMANN & HOVERSON CO. 
435 Cleveland Ave., Milwaukee, Wis. 


2626 W. Washington Bivd., 405 Lexington Ave., 1636 14th St., 715 Bryant St., 
Chicago, Ill. New York, N. Y. Denver, Colo. San Francisco, Calif. 


L & H Electrics Appliances include Waffle Irons, Hot 

Plates, Curling Irons, Table Stoves, “‘Turnsit’” Toasters, 

Heaters, Urn Heaters, Portable and Wall Type Air 
Heaters, Water Heaters, Heating Pads and Irons. 
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HARDWARE AGE 








TARDWARE AGE 


For the Electrical, Lamp and Radio Departments 





December 8, 1927 








In This Issue— 


Ss a Oe At ee eet Er ee ere or 


Radio Service Pays a Profit.............. essere eeeees 15 


Any merchant can do what this dealer has done. He insists 
that where service is rendered beyond the guarantee that 
he be paid for it. Also he gives credit to the service de- 
partment for all sales that are made by this department 
and the men sell to save their jobs. 


Electrical Goods Must Be Advertised on Merit........ 16 


Another Guy Hubbart article. In this issue Mr. Hubbart 
explains why premiums and other outside inducements 
are not part of a good selling message. To build confi- 
dence and lasting trade you must build respect for the 
merchandise. 


We Sell Ranges ..........0: cece cere teen e eee eeenees 29 
In this store they have no difficulty in selling ranges, al- 
though they do not profess to be electricians. They call 
in electricians when there is technical work to be done, 
but they do show ranges and hold demonstrations. 
ELECTRICAL GOODS IN PICTURES 
$15 For a Title for This Picture.................. 19 
Different Types af Good Show Windows.......... 20 
A Last Minute Christmas Window............... 24 
es i ae i. 5 AEP ass Cease oo oe 25 
Conversion, A Poem by Hope Connor............ 26 
WaBiens Chnin Of WOetOte v2... . 5 ccc ince cc cneaes 14 


A story of how, when an outside salesman sells a few 
machines, he can keep going from customer to customer’s 
friend if he keeps in touch with buyers. 


More About Selling Demonstrators................... 28 


Another manufacturer tells his views of this feature of the 
appliance trade. He favors the elimination of the employ- 
ment of clerks by the manufacturers. 


More and Better Saies by Better Salesmen............ 30 


Here is the story of a merchant who features his personal 
salesmen along with the appliance they sell. Also an- 
other of Mr. Chantler’s cartoons. 
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Quality Builds Trade 


N the last issue of ELECTRICAL 

GooDSs we published an account 

of the improvement of the ap- 
pliance trade in Portland, Ore., un- 
der a censorship ordinance which 
forbids the sale of appliances not 
approved by the Board of Underwrit- 
ers Laboratories. 

We have never believed that it 
should be necessary to regulate such 
things as quality for the merchant 
and we do not approve of such legis- 
lation. In this case we wanted to 
call attention to the fact that the 
electrical goods trade has prospered 
in a city where sub-standard mer- 
chandise is barred. 

There is reason for this. Many 
electrical goods items are still ex- 
perimental in the minds of many 
people—novices in the use of elec- 
trical appliances. One inferior ap- 
pliance does much harm to the trade 
generally. 

Consumers have little of a stand- 
ard to judge appliances. There is 
not much in mere appearance to 
guide these to whom all things elec- 
trical are new. We believe that any 
merchant who will be careful in the 
selection of his merchandise and who 
will make all sales talk and adver- 
tising radiate this fact, will do much 
better than the merchant who shades 
quality for price. 

We can think of no business where 
complete confidence between mer- 
chant and consumer will pay bigger 
dividends today than in the electrical 
goods line. 























The Venus de Milo 
by Agesandros of Antioch 
in The Louvre 








HOOVER 
LEADERSHIP 


is decisive, conclusive, 


| all-embracing. The net 





of it, in 44 words, ap- 
pears on Pages 36 and 37 


Take the time to read it! 
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The Man Who Is Rowing Has 
No Time to Rock the Boat 


tee ae VERY merchant who retails housewares must, if he meets the demands 
~ US 3Xe of his trade, sell some electrical items. Electricity has come into such 
a Nt universal use that it creates a wider demand for its equipment than any 
‘e rN other form of household and industrial energy. Electrical equipment 
= “ and appliances have replaced the items that people bought at housewares 
stores and they expect to buy the newer articles there. 


The fact that others than housewares merchants have sold these articles is nat- 
ural. Few items of merchandise are sold in bulk trade by the merchants that han- 
dled them during the pioneering and technical days. Markup and convenience of 
the public brings about an adjustment. 


There is a natural transition in merchandising. Such changes are made slowly. 
The pioneer merchants are loath to lose the trade, but invariably it extends beyond 
them and adjusts itself to the buying habits of the people. 


It is this change that is under way in the electrical goods market. Many elec- 
trical items have lost novelty. They are no longer pioneered but are settled to the 
convenience of the public. Other and more attractive items are making the change. 
The pioneers seek to retain their advantage. The confusion that accompanies such 
change is evident. 


In this day we all act hastily. We want things done overnight, instead of wait- 
ing for the natural course of events. We want some one to wave a wand, say 
Presto! and have a new order. 


In the electrical goods trade there is a novel factor—the light and power com- 
pany to which pioneering of appliances is more of a promotional work than a trade 
and barter. The pioneering fell on this group and it was carried on regardless of 
expense and-effort. Little aid was offered by the merchant and it is only natural 
that these workers regard with some suspicion the recent offers to carry on this 
work and the advice that their merchandising methods have been wrong. 


Recently there has been talk of denying the right to merchandise to light and 
power companies. Acrimonious debates, legislative demands, inquiries, and threats 
of litigation are heard in widely scattered communities. These outbursts are an 
effort to hasten the natural change. 


We believe it is a mistake to hasten trade evolution by legislation or litigation. 
We believe that in this case the thing to do is to prove to the light and power com- 
panies that if they will accede to and support the natural change in this trade, 
buying by consumers will double and they will gain by having the support instead 
of criticism of the merchants. We believe a greatly increased trade will result 
from the change. When the light and power companies are convinced of this the 
flurry will be over. : 

We believe that merchants who are busy seeking to increase their trade in stand- 
ard electric equipment and appliances are too busy to engage in either legislation or 
litigation. 

We believe that these busy merchants will carry more convincing proof as to 
the best merchandising policy to the light and power companies than will those 
who promote legislation and litigation. 


There is much peaceful effort under way to bring about this adjustment of trade 
and trade relations. We believe that at present legislation and litigation efforts are 
rocking the boat. 
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Endless 
Chain of 


Washers 


Y building an endless chain of 

B washer sales, the Ryan Hard- 

ware Co. of Little Falls, 

Minn., has built a business that runs 
slightly over $13,000 a year. 

This endless chain was built by 
putting a salesman on the job and 
paying him on a basis of business 
done. No sales—no pay. As Little 
Falls is a center of a farming coun- 
try, the Ryan company supplies a 
truck for the salesman and during 
the season that it is possible to drive 
about, he keeps on the road. Other 
than building good will for the em- 
ploying store, he has no cares except 
washers and his truck. 

The Ryan company was quick to 
recognize the fundamental that 
washer sales are made in the home, 
so special provision was made at the 
beginning for carrying the machines 
to the home where the woman can 
try them out on her regular weekly 
wash. 

A small, well lighted space in the 
store was set aside for a permanent 
exhibit and all persons connected 








The truck and salesman are important parts in the scheme. 


with the store plug washers con- 
stantly. However, few sales are 
made on the floor although some 
made in the homes are closed there. 
As a special bid for attention, ma- 
chines are often placed at the side 
of the front entrance to remind the 
persons entering and leaving the 
store that washers are for sale there. 

The endless chain works this way. 
First a few washers were sold. The 
salesman, of course, wanted to sell 
more but he realized that the best 
way to sell more was to keep all 
that he had sold in good running 
order. 

So when he started to make more 
calls, he always called on each pur- 
chaser, saying: “I just wanted to be 
sure your machine was all right.” 

About half of the machines he 
sells are gasoline motored, as he 
makes a special drive for farm trade 
and the power lines do not extend 
far into the country. And, of course 
you know, little things do happen to 
gasoline motors. So he frequently 
found minor adjustments to make to 





Often a special display flanks the front door of the store 
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improve the starting or even run- 
ning of the motor. 

These adjustments supplied an 
excuse for his calls and insured his 
welcome by the washing machine 
owners. Also these visits maintain 
the enthusiasm of the owners, for he 
would ask: “What time did you get 
your clothes on the line Monday,” 
and then he would remark, casual 
like, “Pretty fine to be done so long 
before noon.” 

A salesman cannot make many 
such calls before the machine owner 
will tell him of some neighbor 
woman who had been in to see how 
the washer worked and liked it. Then 
it is an easy matter to call on this 
woman. 

There was a time when this sales- 
man “rang doorbelis” as the saying 
goes. He long ago quit that. Now 
he goes to the house and says: 

“Mrs. Hansen, Mrs. Peterson told 
me you were interested in a washing 
machine. I can help you to get rid of 
a lot of the hard work on wash days 
and with one of our machines, your 
house will not be nearly so badly 
steamed up this coming winter.” 

L. S. Ryan, manager of the store, 
regards service as the big thing in 
selling washers. He maintains a 
stock of repair parts so when the 
unusual thing of a broken part is 
reported, he can always have the 
machine ready for the next washday. 


Also he insists that his outside 
salesman keep in touch with all 
owners. Back of this rractice is, 
of course, the idea that the Ryan 
Hardware Co. is not selling a wash- 
ing machine but a laundry service. 
The sale is meant to take much of 


‘the hard work out of washday, and 


Mr. Ryan sees that that is what 
happens during the reasonable life 
of the machine. 
It has been the experience at the 
(Continued on page 40) 




















Paysa Pro 


ADIO and talking machines 
are one division of the busi- 
ness of the Public Hardware 

Co. of Durham, N. C., and this di- 


vision is conducted as three depart- 
ments: radio sales, talking machine 
sales and service—chiefly radio. This 
is a story of how the service depart- 
ment justifies its existence in profits 
—not merely as an aid to the sales 
departments. 

The accounting is set up by agree- 
ment and each department carries 
its share of the store’s general ex- 
penses, such as rent, heat, light, 
overhead salaries and the like, and is 
charged with its own salaries and 
credited with all profits. The word 
is that each department must make a 
fair return or quit. 

In many stores a radio service de- 
partment is looked upon as a neces- 
sary evil to the sales work and many 
dealers apologize when they tell you 
how they conduct service. But not 
here. As a matter of fact, the very 
set-up of the service department 
commands respect. For instance: 

When a service man answers a call 
and finds that run-down “B” batter- 
ies are the source of trouble, he 
proceeds to sell these batteries, re- 
ports the order to the store and his 
department gets the credit; not the 
sales department. Likewise, when a 


service man persuades a set owner 
to buy a new and larger set, this sale 
The 


is credited to his department. 


A complete dis- 
play of radio 
accessories 18 
shown with the 


receivers in the 
radio corner. 


accounting department decides these 
cases from the evidence filed as to 
prospects and other data. 

The chief source of income for the 
service department is installations, 
which are charged against the sales 
department, as are the three free 
service calls which the set buyer is 
promised. After these free calls are 
made, the service department is on 
its own. The service department 
often sells a set owner on regular 
inspections. Regular calls, of course, 
open the way for steady accessory 
sales. These calls are charged for; 
the rate being $1 except when an ac- 
cessory sale is made, then the charge 
is 50 cents: 

A definite routine has been estab- 
lished for the service calls. The ser- 
vice man fills out a blank for each 
call, giving the name of the owner, 
the kind of set, model number and 
then a report of a complete inspec- 
tion. This report does much to make 
the set owner satisfied with the 





The Public Hardware Co. is strong for attractive window displays. 
Windows like the above they believe to be a good investment. 
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charge, as he has note of the condi- 
tion of batteries, tubes and other 
variable units, also assurances that 


terminals are tight. The blank has 
been drafted on a basis of service 
experience. 

Service men have, of course, much 
opportunity to sell eliminators, 
power tubes and similar accessories. 
Casual conversation with a woman 
about set troubles offers an oppor- 
tunity to go into detail about elimi- 
nators and the order for this equip- 
ment often follows. 

These reports have changed the 
attitude of the set owners toward the 
service calls. There was a time 
when the charge was complained of, 
but since these reports have been 
left with owners, the comment is 
usually wonderment as to how a man 
can afford to make such an intensive 
examination for the price. 

“Ordinarily,” said Ferd G. Laux, 
manager of the music and radio de- 
partment, “a service man finds the 
source of trouble and remedies it, 
leaving the set in good working order 
and feeling that he has done his 
duty. But next day a ‘B’ battery 
connection may pull loose, and the 
set go out of commission again. 
The owner will naturally feel that he 
is entitled to more than a few hours 
satisfactory use of the set for the 
dollar and he ceases to be our cus- 
tomer. Our service man must check 
each battery connection and if it is 
loose, tighten it, and indicate this 
on the report. In going over a set, 
he will often find and remedy several 

(Continued on page 40) 











Advertise Electrical Goods Strictly 
on Its Merits 


In this way you build up two kinds of confidence in the customer's 
mind: faith in your merchandise and confidence in what 
your advertising says about your goods 


ERE is an old phrase with 
H lots of truth in it: Confi- 
dence is the life of trade. 

The phrase holds just as good for 
the smallest store that sells electrical 
goods as it does for the largest. And 
it applies particularly to the business 
of the electrical goods merchant who 
is striving to enlarge his business, 
build extra sales volume and more 
profit year after year because, if one 
line of goods more than another de- 
pends on confidence, it is electrical 
merchandise. 

This is, as everyone knows, due to 
the technical nature of practically 
every item in the appliance stock, the 
fact that the utility of each item 
depends on a more or less, so far as 
the customer knows, intricate elec- 
trical mechanism. 

Two irons or percolators or wash- 
ing machines can look very much 
alike on the display floor of a store 
and be very much alike but priced 
at such wide variance that the cus- 
tomer wonders which to buy, and un- 
less her confidence in the store is 
explicit, wondering can quite easily 
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To get a $12.50 
Manning & Bowman 
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Then Only $1 per Month 


Six Pounds ‘“‘Daisy”’ Flour 
(Made by Lancaster Milling Co.) 


FREE 


With Each Waffle lron—the Iron That Makes Those Crisp, 
Delicious Waffles. Get Yours Today. 


Edison Electric Company 


Griest Building, Lancaster, Pa. 
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By Guy Hubbart 


lead to doubting and a postponement 
of the purchase, if not a decision to 
“look around a while” or try to get 
along without the desired electrical 
appliance. 

While this situation does not apply 
to many items carried by the average 
electrical goods store, it applies to 
many of the larger unit-of-price 
items and the items that carry larger 
profit margins. 

“I want to know,” the customer 
says to herself, if not aloud, “before 
1 buy. I want to be sure I am get- 
ting the best of its kind and the best 
for the money.” 

For this reason, and many others 
perfectly familiar to the average elec- 
trical goods merchant, what goes 
into a store’s advertising is as im- 
portant to the store’s growth as what 
goes into the manufacture of the 
products the store sells. 

And with a new year coming, it is 
worth while to pay close attention to 
the confidence-building power of 
newspaper advertising as used by the 
average store. It is a curious thing 
that the better acquainted the gen- 
eral public becomes with the com- 
fort, convenience and importance of 
electrical appliances in the home, the 








Last Chance 
This offer ends this week 
LF ae » acer hawmay .patingsebiney ere pecaoe ho 
a Se Rppaunpieed otectenn des 
° «a 
‘American Besuty 
The Best iron Made 
You must act immediately. Think of it! You pay only 
balance 


more cautious and inquiring it is 
about what it reads in the ads. 

This is because customers, keen as 
they may be about values, quality 
and utility of electrical appliances, 
must still depend to a great extent 
on the merchant from whom they 
buy; must trust his judgment, his 
ability and his sincerity. And par- 
ticularly on first purchases. 

“Is this all right; do you recom- 
mend it?” asks the customer, face to 
face with the merchant, right in his 
own store with his goods on display. 
And ten chances to one if the mer- 
chant has the customer’s confidence, 
a sale is made and this sale leads to 
additional purchases. 

But an advertisement is different. 
It is read as a message sent by the 
merchant by way of the newspaper. 
No goods are in sight for the cus- 
tomer to handle. She cannot point 
to this or that and ask: “Is this the 
best for the money; will it ‘work 
satisfactorily? Will I get my 
money’s worth?” 

And many times the customer, fa- 
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No. 1: What the Copy in this ad says 
in effect to the customer: 
“This store carries good merchan- 
dise, the best for the money. When 
you buy the electrical appliances 
described in our advertising your 
purchase will be satisfactory—worth 
what you pay for it. If it were worth 
less the price would be less.” 


miliar with a store’s policies and 
goods, cannot recognize them when 
she sees the store’s ads; still more 
difficult is it for the customer who 
has never been in a store to decide 
from its ads that she wants to trade 
in it! 

There is so much that any retailer 
can say about the utility, the merits, 
the worth of an article, that it would 
seem unnecessary to base advertis- 
ing copy on anything else. And 
there is not the least doubt in the 
world that the selling-power of ad- 
vertising would increase many fold 
if it were based on the merits of the 
goods rather than on unrelated or 
special inducements. 

The two advertisements repro- 
duced here marked No. 1 and No. 2, 
illustrate the point none the less 
forcefully: because they were pub- 
lished in different localities by dif- 
ferent retailers. 

No. 1, in a nine-word caption, em- 
phasizes the convenience of the five 
appliances illustrated and described 
in 33 inches of space—“Plug in and 
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No. 2: What the copy in this ad says | 


in effect to the customer: 


“This store carries electrical goods 
with which we assume you are fami- 
liar and need or want. You can buy 
electrical appliances here and to get 
you to do it we give you something 
for nothing that you may or may not 
need or want. Also the price on 
what we offer for sale is reduced six 
dollars.” 








ADVERTISING MOTTO 
FOR 1928 


I am a retailer of electrical appliances 
and this is my advertising motto for 
1928: 


When I put my store name on a 
* piece of advertising, my customers 
can depend on what I say about the 


goods I advertise; 

2 If an appliance is priced at $2.95 
* or $295 my customers can depend 

on it that they are paying only what 

the article is worth and that it is actually 

worth the price; 


When you see a useful appliance 
* in my advertising at one price and 
in another advertisement at much less 
or see it advertised in connection with 
something for nothing, all I ask is that 
you give me one chance to prove that 
my article is worth its price without any 
special inducement. If you do that, you 
will be satisfied with every thing you 
buy at my store and satisfaction is a 
big thing in electrical appliances. 
John Jones, Inc., 
Electrical Department. 
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While an ad is this size (15 in. by 5 
cols.) is not always practical for a 
store limited to small advertising 
space, this type of advertisement not 
only sells electrical goods directly but 
builds prestige for the line. Copy 
appeal is based on the use of the elec- 
trical appliance rather than me- 
chanical or technical detail, an ex- 
cellent suggestion for the average 
store copywriter. 


a Hidden Servant answers at once.” 
The copy tells what each appliance 
will do, how it will do it and the price 
of the article—all merits of the 
goods. There is nothing in the copy 
to cause doubt as to the quality or 
the value of the appliances. The ad 
merely. says in effect: 

“If you need the useful household 
utilities or any others, you can buy 
them here, and when you do buy them 
here you will get your money’s worth 
without a doubt.” The copy cannot 
mean anything else. That’s what 
it says in effect. 

No. 2, in a nine-word caption, em- 
phasizes a free offer that has no re- 
lation whatever to either the utility 
or the actual merit of the appliance 
pictures—“Amazing offer, a $6 Club 
Carving Set Free.” The copy tells 
about the carving set so completely 
and in such detail that no doubt can 
exist about either its quality or mer- 
it, and points out that the customer 
can get a $13.50 value for $6 less 
than it is worth and a $6 carving set 

(Continued on page 41) 











Radio Suggestions for Boosting 
Last Minute Sales 


There will be set sales, many of them, but do not forget suggestions 


for better Christmas music programs 


ITH only two more weeks 

before Christmas, I want 

to give you some last minute 
suggestions that will help boost sales 
in the radio department not only up 
until the twenty-fourth of Decem- 
ber but right through the holiday 
period. 

Taking for granted at this late 
date that you have followed the 
many previous suggestions with ref- 
erence to having proper stocks of 
radio merchandise on hand and the 
ideas that were given you for fea- 
turing various gift-suggestions of 
specific radio items in your advertis- 
ing, here are a few attractive stunts 
that you can do right now to force 
further attention toward radio. 

If you’ve had a Christmas radio 
window standing for a week or more, 
change it tonight, and if you haven’t 
had one, put it in at once. With 
sets, accessories and parts properly 
placed, trim them up with wreaths 
and garlands and possibly a small 
decorated Christmas tree to suggest 
the thought of radio gift-giving. 

And give the whole thing a Christ- 
masy atmosphere by equipping the 
window lights with bright red globes 
and reflectors and set a couple of 
spot lights so that they enhance the 
fine qualities of some of the better 
sets and console models. Keep your 
Christmas radio window lit until 
ten or eleven o’clock every night, 
even if you have to install an inex- 
pensive time switch to automatically 
turn it out at this late hour—it cer- 
tainly will pay you to do it. 

In the radio department itself, 
follow out the same _ decorative 
scheme of wreaths, holly, laurel and 
red lighting effect. A Christmas 
tree, brightly decorated, in the cen- 
ter of the radio display will attract 
considerable attention, especially if 
it can be arranged to hide a small 
radio speaker in the top of the tree 
and connect it to some Christmas 
carol records through the use of a 
phonograph radio pick-up. 


By Arthur Sinsheimer, 
Radio Editor 


As Christmas approaches nearer, 
make sure to put a lot of extra sell- 
ing effort on the smaller radio items, 
such as battery eliminators, power 
tubes, speakers, output transformers 
to protect speaker units, etc. A lot 
of good folk at the last minute will 
be looking around for something in 





Is Your Set 
Ready for these 


Christmas 
Programs 


Station Time Feature 


Prompt deliveries of 
Batteries 
Speakers 

Tubes 











the radio line that they can give as 
a gift that won’t cost over $5, $10 or 
possibly $15. Be ready to help them 
find such things in your department 
and announce your readiness in all 
the newspaper advertising from 
now on. 

By the way, don’t forget there are 
more than six million people who 
now own radio sets and don’t expect 
to buy new ones this year. Some of 
these people live in your town and if 
you emphasize the wonderful special 
programs that will be broadcast dur- 
ing the holiday period from Christ- 
mas till New Year’s there’s no tell- 
ing how much extra business you 
can do in selling them new tubes, 
fresh batteries, battery eliminators, 
power tubes, new speakers and other 
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reception 


accessories that will give them better 
results with their old sets. 

Pound this idea home good and 
hard the last few days before Christ- 
mas and watch the sales results. 

Set aside a special table and label 
it “Radio Suggestions.” Then have 
a neatly worded display card calling 
attention to these various radio ac- 
cessories that will bring the old set 
up to date as far as reception is con- 
cerned. It’s a good opportunity to 
interest shoppers in the radio de- 
partment who are looking for any- 
thing and everything that they can 
buy to make their present sets more 
selective, more sensitive, better toned 
and greater volumed. 

Also feature this special “Radio 
Suggestions” table in your advertis-- 
ing a few times at least. Incident- 
ally, it will help you get rid of a lot 
of slow moving merchandise at a 
time when you need to curtail your 
stocks for inventory purposes. 

This, then, brings us right up to 
Christmas eve. Byt even then the 
holiday radio set selling period is 
not over, and if you work it right 
you can get a goodly amount of extra 
sales during the week that follows. 

Many people still make it a prac- 
tice to give money as gifts at Christ- 
mas time so that the recipients can 
buy what they want—and what bet- 
ter could they want to buy with such 
money than your good radio sets, 
parts or accessories if you tell them 
about it in the right way? 

Which means that you must keep 
up your radio advertising and selling 
long enough to get your just share 
of this Christmas gift money that 
will be floating around loose until 
you suggest the radio way of spend- 
ing it. Some of this money will not 
be spent, until after Christmas, so 
do not let down too sharply. 

That’s aH for now, unless you have 
some questions to ask, and in signing 
off let me wish you in behalf of the 
ELECTRICAL Goops staff and myself 
a Profitable Merry Christmas with a 
Full Year of Prosperity to follow. 
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N. Lazarnick Photo 


1--Contest closes January 20. 5—The winner will be announced in. the second issue of 
2—Contestants must be connected with retail sales of the ELECTRICAL Goops following this issue. 
appliances or radio. 6—The Staff of ELECTRICAL Goops SECTION will be judges. 


> 


3—Print your name plainly, address, store you are con- 

nected with and position occupied. SPECIAL—Please do not tear the page from this maga- 
4—Jn. case of tie each contestant will receive $15. zine. 
Address—Title Contest, ELECTRICAL Goops SECTION, 239 West Thirty-ninth Street, New York City. 
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Types of Window Displays that Are Easily 




























BOVE is a display that shows what can 
be done with a single item of merchandise, 
tastefully arranged. Dealer helps are used 
with excellent effect. Much of the effect of 
this window will depend upon the lighting. A 
lamp window, poorly lighted, will be fatal. 
This display was arranged by Morehouse & 
Wells Co., Decatur, Tl. 

Below is a good arrangement of merchandise 
for a late Christmas display. The number of 
items displayed will prove attractive to people 
who are still wondering “what to give.” Neat- 
ness and good lighting are essential. Seasonal 
touches can be made in background and with 

holly leaves on the shelves 
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Made and Can be Adapted to Seasonal Appeal 


TRE PPO ER EL a ey RR a es 





(- living room effect in the window be- 


low is easily obtained and it is ideal for the 
vacuum cleaner display. It can be changed 
for any other season or local occasion. This 
display was made by Starry Hardware Co.. 
Aurora, Ill. 

At left is a dignified display for dignified 
merchandise. Much of the effect is obtained 
by the use of a seasonal background, which can 
be made of many materials. 

Above is an electrical window that includes 
many items. In this display, the background 
was suggestive of the Color in the Home move- 

ment that is attracting so much attention 
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Tri-City Electric Company 


From lowa and Connecticut 
comes praise of the new, 
fast-moving display units 


“Wr ARE very much sold on 
your new idea of packing the 
three best types of flashlights 
in attractive display contain- 
ers. We are glad to say that 
this feature alone has very 
noticeably increased our flash- 
light sales during the last 30 
days. Particularly do we ap- 
preciate this means of lower- 
ing the investment of the 
dealer.” Thus write Messrs. 
Idwards and Fahrenkrug, of 
the Tri-City Electric Co., of 
Davenport, Iowa. 

‘‘Any manufacturer that 
makes it possible for the dealer 
to carry a small fast-turning 
and yet complete stock is to be 
worked with. Your method of 
merchandising flashlightsindis- 
play units has helped our sales 
of flashlights and _ batteries 


wonderfully.” This is from a 
letter written by Thomas J. 
Kalahan, electrical contractor, 
of New London, Conn. 

The new display units 04, 
16 and 71 are proving ‘more 
and more profitable to dealers 
every day. They represent the 
lowest stock investment con- 
sistent with good merchandis- 
ing practice. They are the fast- 
est-moving numbers. Ninety 
per cent of flashlight sales are 
concentrated in these three 
types. The attractive litho- 
graphed display cases make 
counter display easy and prof- 
itable. Have you ordered from 
your jobber ? 

NATIONAL CARBON Co., Inc. 
New York Chicago San Francisco 
Atlanta Kansas City 


Unit of Union Carbide and Carbon Corporation 
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T. J. Ealahan’s Store 
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Radio 


WHEN your customers give 
the great gift of a radio set, 
remember that they are giving 
not merely a handsome, intri- 
cate and sensitive instrument, 
but are also giving radio 
reception, radio enjoyment, 
radio itself. So recommend a 
receiver that can use the best 
source of radio power—bat- 
teries, for batteries perfect the 
performance of a radio receiver. 
The power they provide is pure 
D.C., Direct Current, which is 
entirely silent. Battery Power 
will insure the enjoyment of the 
listener, for battery-run sets pro- 
duce exactly the tone their de- 
signers built into them. 

‘ All Eveready “B” Batteries will 
give the vital qualities of Battery 
Power. Behind Eveready Radio 
Batteries are 33 years of dry bat- 
tery manufacture, of pioneering. 
invention, discovery, continual 
leadership. Sell Eveready Radio 
Batteries and ahead of your cus- 
tomers are hours, days, weeks 
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For modern receivers, recom- 
mend the Eveready Layerbilt “B” 
Battery No. 486, built according 
to a radically new design that 
gives it ample and even excess 
capacity to meet the demands of 
powerful sets. This battery is the 
longest lasting of all Evereadys. 
Its unique, patented construction 
packs the maximum possible 
quantity of active materials within 
a given space, and also makes 
those materials more efficient 
producers of current. Order from 
your jobber. 


NATIONAL CARBON CO., INC. 
New York San Francisco 


with Battery Power 


Perfectin 
the gift of radio 
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KPO-KGO-San Francisco 
KFOA—KOMO-Seattle 
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Eveready's great- 
est provider of 
Battery Power — 
the Eveready 
Layerbilt “B” 
Battery No, 186, 











Tuesday night is Eveready Hour Night 
—r9 P. M., Eastern Standard Time 


WOC-—Davenport 
Minneapolis 
weco Paul 
KSD-—St. Louis 
WDAF-Kansas City 
WRC-—Washington 
WGY-Schenectady 
WHAS—Louisville 
WSB-Atlanta 
WSM-Nashville 
WMC—Memphis 


WEAF-New York 
WJAR-Providence 
WEEI—Boston 
WFI-Philadelphia 
WGR-Buffalo 
WCAE-Pittsburgh 
WSAI—Cincinnati* 
WTAM-—Cleveland 
WWJ-Detroit 
WGN-Chicago 


Pacific Coast Stations— 
9 P. M., Pacific Standard Time 


KFI-Los Angeles 
KG W—Portland 





Atlanta Chicago Kansas City 


Unit of Union Carbide and Carbon Corporation 


and months of use, of solid en- 
joyment of radio at its best. 


EVEREADY 
Radio Batteries 


———,,  ° -they sell faster 
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A Last Word on Christmas Merchandising 





fit, we have always believed, to 
meet the situation,that pre- 
sents itself, especially “when he 
knows that the situation is coming. 

This remark is prompted by the 
thoughts of the benefit to be gained 
by helping out those last-minute 
Christmas shoppers. These shop- 
pers often buy more freely and less 
critically than the earlier shoppers. 
The late comers buy on impulse 
rather than by a carefully consid- 
ered plan that goes so deeply into 
details. 

The above window, we believe, 
is of a character that impresses 
late shoppers. This one did. Many 
sales were made directly from the 
window of merchandise shown. 
Customers came into the store and 
asked the salesperson to go to the 
door and identify the particular 
merchandise, then bought after a 
brief examination. 

We have always believed that 
merchants lose an opportunity by 
not making a special last minute 


if is to the merchandiser’s bene- 


Christmas shopping display. It has 
seemed to be rather an error to 
plan elaborate windows early in 
the season and let them run 
through to the very end of the 
season. 


Sales, we know, have been gained 
by merchants who, for a last ap- 
peal to shoppers, have employed 


the quantity appeal, rather than an 


elaborate decorative scheme. Most 
people see the Christmas windows 
early and have failed to find in 
them the thing sought, so a change 
has every opportunity of presenting 
an entirely new appeal and sugges- 
tions. 

This window carried its own 
lighting, as lamps were the chief 
article shown, and from the un- 
usual lighting fixtures near the 
ceiling to the candelabra on the 
floor, there was a liberal allowance 
of lighting. Although violating 
the display man’s laws for lighting 
a window, the appearance and ef- 
fect were excellent,, because the 
lighting belonged to the items 
shown. 

Despite the multiplicity of items 
shown, there is a close association 
of ideas between lighting and desk 
sets, book ends, statuettes, console 
tables and other things that go 
with books, reading and writing 
and, of course, lamps. 

Even the tal! secretary at the 
back of the window belongs with 
the other merchandise and supplies 
an opportunity to display a novel 
writing lamp. 

There could have been injected 
into this window a display of a per- 
colator set with a perfect fitness, as 
many persons regard console tables 
and after dinner or after theater 
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perfect combination. 

The wreaths and Christmas tree, 
both a part of the Christmas mer- 
chandise, supply the spirit of the 
window. 

There is one thing to be avoided 
in a last-minute appeal to shoppers 
—cut prices. Special sales on 
standard merchandise on the last 
few days before Christmas are un- 
doing the Early Shopping move- 
ment that has been built up at such 
pains and to the great profit of the 
merchant, who formerly lost much 
trade by inability to care for the 
rush. Now some shortsighted mer- 
chants are seeking to destroy the 
idea that has done so much for 
them. 

Fortunately little of the elec- 
trical goods line is specifically 
Christmas merchandise, although 
many items are greatly favored for 
gift buying. Even the tree light- 
ing sets are to be taken out of the 
special Christmas classification, if 
a national advertising campaign 
can doit. There is no thought that 
a demand will be aroused that will 
rival the Christmas peak, but many 
other uses for the beautiful, many 
colored strings of lamps at all sea- 
sons are to be suggested and cer- 
tainly some demand will obtain dur- 
ing the year. Enough to take care 
of a reasonable carry over from 
Christmas. 


coffee as a 























A Colorful Exhibit Doubles Appliance Sales 





NE of the recent interesting exhibits of elec- 
trical merchandise was that in the Blooming- 
dale store in New York, under the direction of 

C. G. Campbell, the buyer for this department. 

The exhibit was arranged in one of natural divi- 
sions created by pillars in the popular housewares base- 
ment. The informal arrangement of the appliances, 
together with arrangements for ready demonstration 
and rest chairs for those who cared to watch, supplied 
the exhibit air. 

Decorations were in mandarin red, the color favored 
for housewares in the color in the home movement. 
All tables were covered with red or oil cloth; the cases 
were painted outside with mandarin red lacquer and 
lined with red plush. The breakfast table and chairs 
were lacquer-decorated in keeping with the red motif. 

This startling splash of color on the merchandising 


floor served to attract attention, and shoppers stopped 
in encouraging numbers to see the demonstrations, to 
listen to the music (a piano was a part of the equip- 
ment) and to listen to the cooking and housekeeping 
lectures. 

The results were doubled sales of electrical goods, a 
nice list of prospects for the larger appliances and much 
interest in the department. During the exhibition, the 
paint and unfinished furniture departments showed an 
increase in sales that could be explained only by the 
interest aroused through this display. 

“We devoted some of regular advertising space to 
this exhibit,” said Mr. Campbell, “and the New York 
Edison Co. supported us by some display advertising. 
One of the chief things we accomplished was to make 
many of our regular customers conscious of our elec- 
trical goods department.” 





Electrical Goods Section 














“ONES wuz an easy-goin’ chap 
An’ so his place looked more— 
Like a wholesale junkman’s ware- 

house, 
Than a modern hardware store: 
He kep’ his merchandise piled ’round, 
In careless kind 0’ ways,— 
Ar’ never seemed t’ give a thot 
T’ makin’ neat displays. 


An’ tho his stock o’ staple lines 
Wuz very good indeed,— 

He never sold a thing, except— 
T’ fill a well-known need. 

No specialty could interest him; 
New things he thot a “bore” :— 
An’ if one tried t’ sell ’im sich, 
It made ’im kinda sore. 


An’ when th’ holidays were near, 

They meant no added sales,— 

Fer Jones had naught in stock fer 
gifts, 

More interesting than nails! 

His salesmen friends would fain have 
helped 

Him win some Christmas trade, 

But tho ’twas dull, they knew of old, 


Results,—and were afraid. 


But one fine day a new one come, 

An’ whispered in his ear, 

An’ says, “Bill Jones, if yo’ will do 

Just what I say, this year,— 

You’ll have more dough when Spring- 
time comes, 

An’ holidays are past,— 

An’ all yer new-found customers, 

Will stick, until th’ last.” 





He talked so earnestly that Bill, 
At last gave his consent— 
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By Hope Connor 


T’ tryin’ out th’ salesman’s plan, 
Fer helpin’ pay th’ rent: 

An’ soon th’ store took on a new, 
An’ quite a different look, 

As tho it tried t’ copy from— 
Th’ pictures in a book. 


Fer salesman Jim told Bill about 

What other folks had done, 

An’ he wuz wont t’ profit by, 

Th’ knowledge they had won: 

He painted everything in sight, 

An’ cleaned th’ whole darn place,— 

An’ even put his frown aside,— 
An’ wore a smilin’ face! 


Now when these things had all been 
done, 

He thot his work was o’er,— 

An’ settled back t’ wait fer trade,— 

Just like he done before: 

Gut tho th’ store wuz bright an’ clean 

By now,—an’ everyday,— 

A lotta new folks come t’ buy ;— 

Friend Jim had more t’ say. 


Says he, “Ole Boy, yer doin’ fine,— 

Th’ clean-up helped a lot ;— 

But one thing more, yo’ 
have,— 

An’ that completes th’ plot: 

Yo’ see I sell electrie goods,— 

An’ that’s th’ line yo’ need,— 

Because it brings th’ women in,— 

An’ now, Ole Top, take heed:—” 


oughtta 


“Statistics show that women choose 

full eighty-five or more, 
Per cent of all th’ stuff that’s sold, 
In every kind o’ store. 














So if yo’ have th’ kind o’ things 
They like,—it’s sure t’? mean— 
More trade from every member of 
Th’ family of the’ ‘Queen’.” 


Well Bill put in th’ line,—an’ now,— 
Oh Boy !—he’s surely glad— 

T’ have a part in furnishin’ 
Supplies fer this new “fad.” 

Fer women come from far an’ near, 
An’ find it fun, indeed, 

A-shoppin’ in Bill Jones’s store, 
Fer all th’ things they need. 


’Cause everything’s so nice an’ clean, 
With goods so well displayed,— 

It ain’t no trick at all t’ make 
That purchase,—long delayed: 

So Bill’s converted, once fer all,— 
By evidence so sure,— 

T’ ’lectric goods,—an’ so his trade 
Is builded t’ endure. 


An’ everyday his sales increase, 

Fer everyday there’s more— 

O’ wash machines an’ curlin’ irons,— 

An’ toasters, leave th’ store, 

An’ when folks come t’ buy these 
goods, 

That ain’t so hard t’ sell, 

They see a lotta other things,— 

An’ purchase them, as well! 


Then yo’ can easy understand— 
Why Jones is wedded to— 

Th’ thot that bein’ modern, pays ;— 
An’ so, my friends, if you— 

Would profitably increase yer sales,— 
Just write it in yer “log,’— 

That ’lectric goods can easy prove— 
“Th’ tail that wags th’ dog!” 
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Happy Holidays 

f HIS is our last call until after the holidays. We 

wish you all a good Christmas trade, hope that 

you make much progress in introducing the 
electrical idea and that you and yours, personally, have 
a happy season. And we add the hope that none of you 
will be guilty of cutting the price on standard goods 
the last day or so before Christmas. We think that 
Shop Early is an excellent accomplishment and we hate 
to see Christmas Eve cut sales destroy it. 


December, merchants tell us, is the best sales 
month for electric appliances. 





Merchandising 


FTER all, what is successful merchandising but 

A resent your goods in such a way that the 

person who sees them will want what you have 

more than he or she wants the money that he has or 

will have. That is the reason display is so important. 

If your display is not such as to create a desire of own- 
ership and use of an appliance, you have failed. 


Several of the special Christmas stores that have 
opened in New York are showing electric appli- 
ances. 


Broadcast Attractions 


ADIO should provide its own broadcast attrac- 
R tions, at least one headliner a month, is a sug- 
gestion from Powel Crosley. Mr. Crosley is 
apparently just a bit annoyed that the radio industry 
should sit back and wait for Tex Rickard to put the big 
punch in the business. Radio has much handed to it in 
the way of baseball championships, elections, and other 
big events, but depending upon whims of others leaves 
many deep valleys in the interest. These periods are 
attracting Mr. Crosley’s thought. 


Gift buying is often associated with the idea of 
luxury; to give to the recipient something they can- 
not afford. 





Color in the Home 


OLOR is coming to mean much more than just 
( rsinin a few things red or green and then 

buying a few utensils of the same color. It is 
coming to mean more beauty, more life, more happiness 
in the home and it is causing women to think more and 
more about the amount of useless work they have been 
doing. Energy saving equipment is going hand in hand 
with the more beautiful equipment. All electrical ap- 
pliances need to open the way for them, is for the 
woman who does the work to think of saving herself 
for the best things of life. 


Electrical Goods Section 27 


In this country, it is the rule that the luxuries 
of this year are the necessities of tomorrow. 





An Early Start 


N Nov. 14 we saw the first store display of 
() Christmas lighting sets this year. This par- 
ticular store has a reputation of being excellent 
merchandisers. The man responsible for the display 
said: First, They are good decorations, for they are 
attractive. Second, We may sell some before Dec. 1. 
If we do we have that much gained. Third, People 
will associate our store with Christmas lamps. Can 
you think of any arguments for not taking the early 
start? 


If this sense is carried into buying of appliances, 
it means that many persons still consider appli- 
ances and their saving of energy as luxuries. 





When Trade Slips 


NE merchant recently found his totals running 
QO low in what should be his best month. Taking 
a friend’s advice, he looked into his advertis- 

ing and some other activities and found they had be- 
come loose. He tightened up and was congratulating 
himself on making a saving when his friend offered an- 
other suggestion. “I meant for you to get everything 
in shape and then become more aggressive,” he said. 
Then he added: “The best thing about dull times is 
that you have more time to think about new business.” 


The increased Christmas buying of appliances 
indicates that the country is getting nearer and 
nearer to considering appliances as necessities. 





The Red Seal Home 


OW much, Mr. Merchant, do you or your elec- 
H trical goods sales people know about Red Seal 

Homes? If there is an Electrical League in 
your town, you can learn about the Red Seal movement. 
If there is not, you can start one. Red Seal Homes 
mean better appliance customers. A Red Seal Home 
sign in your department and a willingness to explain a 
bit, would make your department friends. 


Merchants who neglect to tell the story of appli- 
ances to each gift buyer will make a mistake; for 
the gift buyer may be in the market for a similar 
article for herself. 


Selling the Use 


PPLIANCE selling should be based on service to 

Pe the owner. The merchant who sells an appliance 

that is not used, has a slight prospect of more 

sales to that person. If one appliance is properly used, 

the owner will probably want more because of its ad- 
vantages in household duties. 








Another Manufacturer’s Views on 


The Selling Demonstrator 


66 IRST, if the selling demon- 
Pisces: is to be eliminated 
from stores, the _ stores 
must provide a salesperson with 
some special training to take the 
place of the salesperson supplied 
by the factory,” writes a manufac- 
turer in reference to the presenta- 
tion of the “Selling Demonstrator” 
situation presented recently in the 
pages of ELECTRICAL GOODS. 

This manufacturer, we believe, is 
among those who would like to see 
the Selling Demonstrator elimi- 
nated. He does not say exactly 
that, but most comments that he 
makes lead to that situation. 


Some Already Trained 


“How much training is neces- 
sary to make an acceptable sales- 
person for electrical cooking appli- 
ances, I am not prepared to say,” 
he writes. “We have found much 
variation among the demonstrators 
we have trained. It depends upon 
many things; primarily the capac- 
ity of the person being trained. 
Next, we have found many persons 
among applications for positions 
with us who needed very little 
training. They had used appli- 
ances in their homes. They were 
electrically conscious. 

“These people were ready to step 
into a situation with a very short 
training. There probably are such 
persons on every store salesforce 
and it may be that the only neces- 
sary preparation for the proper 
people to take up appliance selling 
in most stores is to inquire among 
the salespeople and find those 
who know appliances, believe in 
them and consequently are enthu- 
siastic for them. 

“If that is necessary, then that 
must be done instead of indiscrimi- 
nately assigning people to this line, 
as is successfully done in some 
lines which have no technical or 
special selling appeal. 

“We all know that for many 
years large stores apparently re- 
garded housewares as a necessary 
evil. This attitude has changed 
materially but I am of the belief 


that the method of assigning sales- 
people to the housewares has not 
changed as much as it should; nor 
as much as it will change. 

“It is necessary to get over to 
the management that electric ap- 
pliances are something of a spe- 
cialty in their appeal, as well as in 
their handling.” 

This manufacturer goes on to 
point out certain benefits to him 
when he supplies Selling Demon- 
strators. He cites these: 

Steadying influence on the buyer. 

A better presentation of the line. 

Specialized sales effort. 

Higher price level of sales. 

Builds efficiency among other 
salespeople. 

The question that remains in the 
manufacturer’s mind after he con- 
s‘ders these advantages is: 

Whether or not they are worth 
the price he is paying. 

These helps come in proportion 
to the efficiency of the Selling 
Demonstrator in the store. There 
is always the danger that the dem- 
onstrator may retrogress into a 
mere salesperson, following the 
line of least resistance. Then most 
of the advantages are lost, only 
that remaining of the obligation of 
the buyer to the manufacturer 
who is helping to keep down the ex- 
penses of his department by paying 
one or more salaries. 


Always Present Danger 


This manufacturer admits the 
danger of bad feeling between dem- 
onstrators and between demon- 
strators and other’ salespeople, 
which is a part of the human prob- 
lem. 

Then he gets back to the con- 
structive work necessary if the 
demonstrator is replaced. He sug- 
gests: 

Stores must realize more gener- 
ally that there is specialty selling 
as well as specialty buying. “The 
factory man,” he writes, “has con- 
tact with the buyer. In many 
stores this contact is lost so far as 
the selling end of the work is con- 
cerned because this man is so con- 
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cerned in buying that he has no 
time to give to selling. Selling is 
handled as a routine of the store.” 

Some salespeople should be 
utilized as key people, he suggests 
and he adds: 

“Many stores are recognizing 
that certain salespeople are more 
valuable than others because of 
their ability to lead and to impart 
knowledge of lines. They should 
be so recognized and compensated 
accordingly.” 

Salespeople, he suggests, should 
be paid on a basis of quality of 
sales as well as the volume. Qual- 
ity, of course, includes the profit 
in the sale. 


Bonus for Quality Sales 


“This phase of the situation is 
being approached by some stores,” 
he writes, “and it is not an easy 
one. The idea is that the store may 
advertise a leader and there may 
be little profit left in it. If all 
sales in response to the advertise- 
ment are made on this item, the 
sale is not as successful as if a 
percentage of the customers are 
turned to a higher priced article 
of the same nature on which the 
regular profits obtain. 

“The solution here is to pay the 
sales bonus on a basis of volume 
and quality. It is a part of the 
plan to raise the average of sales 
for the store.” 

Every manufacturer and mer- 
chant with whom we have discussed 
this question admits that the basic 
fault is that the Selling Demon- 
strator places the cost of distribu- 
tion in the wrong place and the 
trade will be healthier when the 
expenses are properly allocated. 

This discussion is still open. We 
invite merchants and manufac- 
turers to state their views. Again 
we want to state that the Selling 
Demonstrator must not be confused 
with the Educational Demonstrator. 

We believe in demonstrators who 
actually show prospective buyers how 
to use the appliance and we know 
they are very helpful in a sales ef- 
fort. 























L. F. Holloway 


HERE is no 
question 
but what the 


popularity of cooking 
electrically is increas- 
ing, and it is our 
opinion that the elec- 
tric range is the com- 
ing range. 

Naturally, the field 
is limited to those 
who realize the ad- 
vantages of electric 
equipment and care 
for efficient methods, 
also to those who can 
afford to invest. This 
does not mean that 
only the wealthy can 
buy electric ranges. 
“Afford” here implies 
a true understanding 
of values. 

The first step, of 
course, is to bring 
the subject to the at- 
tention of the possi- 
ble customer. Local 
newspaper advertis- 
ing is the logical avenue of approach, 
and should be used consistently. Let- 
ters are of great value, especially 
when they are personal. For example, 
when a family is building an excep- 
tionally nice house in an exclusive 
part of town, a letter something like 
this is a great help: 

Dear Mrs. Judson: 

Women, like yourself, who recog- 
nize the best in household equipment, 
will be especially interested in the 
new Hot Point Electric Range, 
which will be such an asset to the 
kitchen in your new home. 

We know how deep your interest 
is in this home as it brings out all 
the ideals and plans you have been 
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in this beautiful home” 


That is what it means to have a HOT POINT ELECTRIC RANGE in your 
new kitchen. Your friends recognize its value, and place you high in the 


list of women. who. know, 


Of course, electrical equipment is a'part of this house of. your dreams, and 
you want the best.’ Not.only are we. prepared to supply. you with the HOT 
OTRIC RANGE suited -to your needs, but we have an unusual 


treat in the coming of 


Margaret M. Siddens of Kansas City 


who will explain the advantages and best methods of electric cookery Tues- 
day and Wednesday afternoons at 2:00 o’clock. She will conduct a special 
class for the girls of the Junior and Senior High Schools at 4:00 o’clock 
Tuesday, and for Midland students at 4:00 o’clock Wednesday. Mrs. Sid- 
dens will be very glad to answer any questions you may care to ask, and 


to-help you in any way possible. 


Don’t Forget the Dates—September 13 and 14 


L. F. Holloway Hardwar 





“Everything in Hardware” 





building for years or months as the 
case may be. 

It is difficult to tell just which 
model of the range will be best for 
your kitchen, so we hope you will 
call and let us show you the various 
styles. They seem to be made espe- 
cially for that kitchen corner reserved 
for the range, and when you see the 
one which fits into your plans, you 
will recognize it at once. 

We will be very glad to talk over 
kitchen problems as _ related to 
ranges, and at the same time to con- 
gratulate you on the beauty of the 
home you are erecting. 


Cordially yours, 
L. F. Holloway Hardware Company. 
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Just what I would expect 







But We SELL Ranges 
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Fremont 13 a city 
of 10,000 and 
four hardware 
stores and light 
and power com- 
panses sell elec- 
tric ranges. Miss 
Holloway tells 
how they get 
their share of the 
trade. 


W. F. Boldt, House 
Furnishings 





Frequently the manufacturers or 
wholesalers send demonstrators to 
the retailer for a few days. At such 
times we make a special effort to 
list all possible electric range pros- 
pects and call them by telephone as 
we!l as send special invitations to 
meet the Home Economist, as she 
prefers being called. We also send 
invitations to the Domestic Science 

(Continued on page 39) 











lorMore ‘Deller Sales 


Signs Should 
Help Frantic 


Gift Buyers 


LWAYS, a few days before 
A\ coisas comes a rush of 
frantic gift buyers—those un- 
imaginative people who cannot in 
their own minds pick an article out 
of the display and say: “This will be 
fine for Percy; just the thing to 
poach his eggs.” 


It is as a first aid for these people — 


that smart advertising stores pub- 
lish toward the end of the season a 
detailed list of outstanding articles 
in their stock under the direct head- 
ings of “For Grandfather,” “For 
Uncle,” and so on. 

Mr. Chantler has shown here a 
saleswoman who must be credited 
with an original thought, although 
it had been done many times before. 
She sees a woman with a list walk- 
ing through her department, looking 
neither to the right nor to the left, 
but looking only at her list and hop- 
ing that some place she will see 
articles labeled for the persons she 
is interested in. 

This saleswoman does her best to 
answer the questions in this woman’s 
mind. She gets some cards that 
carry direct suggestions. 

This is not a new idea but many a 
sales person or department head 
overlooks the obvious at the end of 
the big rush. There are many ex- 
cuses, of course. The sales folk are 
always tired toward the end of 
the shopping season. Most too tired 
to think or remember. The fact that 
they have considerable stock left dis- 
mays them and the inclination is to 
cut price; the last thing that should 
be done. 

This old standby of meeting the 
minds of the unimaginative shopper 


is one of the best in the bag for the © 


late shopping season. Get some cards 
printed in advance, so there will be 
no hitch. 





Help the List Holders - by T. F. Chantler 








tm dled enough to buy Christ 
+ = 4 for yg but pool 
know what to buy a ae you ? 





















(Say, listen, honey —I don? mind 


around n | know whot 
£ But you dont even 
You came here to buy. 
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by better SHesMen 


$15 FOR YOUR BEST SALES STUNT $15 


Featuring the 
Salesmen Aids 
Cleaner Sales 


UTSIDE salesmen, factory 
6) resale men and other fea- 
tures of personal contact 
selling have always been a moot ques- 
tion among merchants. Many mer- 
chants are always ready to argue 
the question. Some successful mer- 
chants will have none of the per- 
sonal salesmanship in any way or 
form. 

Other successful merchants like 
the plan and system and sell a large 
volume of merchandise by outside 
men. A third group employs some 
outside selling as a measure of self- 
defense and do not do so well. 

The main point we see in the 
question is that of obtaining good 
salesmen. By good salesmen we do 
not mean merely men who can sell 
washers or cleaners or what have 
you—we mean salesmen you are will- 
ing to trust with your good name in 
your community. 

It is said that a crew manager for 
a company selling only by the can- 
vassing method is satisfied if one 
out of ten tryouts really becomes a 
salesman. Naturally, the ratio of 
good men to bad must be less in the 
case of a merchant who wants more 
than a salesman—a man who will 
properly represent his store. 

All this is preliminary to telling of 
the method used by a large and con- 
servative store in pushing cleaner 
sales. This store cannot be misrep- 
resented. There is too much at 
stake, for this store will likely sell 
much more to a customer family in 
a year than a cleaner and cannot 
afford disputes over personal sales. 
Here is the story: 

Introducing Salesmen 
RED BATEMAN of Charles 
Ogilvy, Ltd., of Ottawa, Can- 
ada, sends the advertisement repro- 
duced here and a description of the 
method used. The method of selling 
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for publication on this page, and $2 each for each other idea 


accepted for publication. 


We want short stories telling how you 


got people to examine your appliances or radio, and then what 


OR 


A story of merchandising cooperation by the sales department of 


you did to put over the sale. 


a light and power company in making a sale. 


We know that in 


some communities the light and power company makes special 
efforts to assist merchants in sales, because it is to their interest 


to have these appliances in use. 
Address all communications to the Editor. 


best done. 


is more or less familiar to all mer- 
chants. Mr. Bateman says: 

“For years Charles Ogilvy, Ltd., 
have featured cleaner sales and have 
been successful in this line. The 
cleaner has been featured in news- 
paper advertising space and in di- 
rect mail. Demonstrations are con- 
stantly under way on a carpeted 
table in the middle of the store’s 
main floor and here the demonstrator 
makes arrangements for home dem- 
onstrations. These salesmen are pro- 


vided with cards showing them to be 


Srnited 
Ready To Acquaint You With 
THE HOOVER WAY OF RUG CARE 


wo representatives of Charlés Ogilvy Ltd. whore sole attention is devoted to in- 
women the efficient “HOOVER” way of eleaning—and 


troducing to Ottawa modern, 
lengthening the life of their foorcoverings: ~ 
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An Ogilvy advertisement introduc- 
ing the cleaner salesmen. 
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We want to know how this is 


representatives of the store and they 
build personal contacts. The store 
helps them by printing their pictures 
in advertisements and in other ways 
showing confidence it places in 
them.” 


Informal Sales Stunt 


NOTHER communication tells 
an interesting story of a bit of 
informal salesmanship. This em- 
ployee of a store was talking with a 
bride (a relative) about her wedding 
presents, when it was revealed that 
out of several electrical gifts she had 
not received a toaster, although one 
of the most widely used of the elec- 
trical appliances, 

“This helps me out for Christ- 
mas,” he remarked, “and I will see 
that you have a toaster like we are 
featuring at the store.” The bride 
expressed her delight and admitted 
that she had missed the ever useful 
toaster very much. 

Others of the group heard the 
conversation and a discussion fol- 
lowed of the various items of elec- 
trical goods displayed in the store 
where the man worked. In this dis- 
cussion several of the women pres- 
ent expressed their approval of cer- 
tain things electrical, and Christmas 
gift decisions were made then and 
there. 

This man suggests that if elec- 
trical goods salespeople will intro- 
duce this subject into the conversa- 
tion in the friendly groups they 
meet, that much good will be done in 
the way of promoting sales and of 
creating a better understanding of 
electrical appliances. 
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Finding Salesmen Who Will Properly 
Represent the Store and SELL 


This successful Salesmanager will “hire only those men whom he is 
willing to invite to his home” 


“\ 7 E never hire a salesman that I am not 

willing to take into my own home and if 

it is necessary to decide this question, I 

take the candidate home for dinner and then let 

the Lady of the House decide if she would invite 
him back.” 

The speaker is a personal—or door-to-door—sales- 
man of long experience. He says he has sold every- 
thing from pianos to electric refrigerators in most 
communities east of Pittsburgh and north of Wash- 
ington. For the last few years he has been at the 
head of personal sales departments of stores that use 
outside salesmen. 

His present job is with a store that until a couple 
of years ago sold on a strictly cash basis. Time pay- 
ments were not even considered. Now the store spe- 
cializes in the larger items of household equipment 
and does a time payment business. 

Naturally with this store, which had always pointed 
with pride to the courtesy of its service, the charac- 
ter of the men who went out to call on customers was 
of serious import, especially so in view of the fact 
that the store was seeking at the time to raise the 
price average and general position and opinion of the 
store. 

No Strong Arm Work 

“One of the fears of the managers of the store was 
that the men sent out would be like the ‘strong arm’ 
men who make the days of women in their homes 
miserable. I was warned against employing men of 
that sort. 

“Of course we made mistakes. Some of the men 
sent to us by factories were accepted without suffi- 
cient consideration and not trained long enough in 
our way of doing things. Some of the men recom- 
mended by friends of the firm were employed too 
quickly. 

“Fortunately, ours is a community store and women 
are friendly. They talk to our people here in the 
store like old friends. Some of them mentioned in 
not entirely favorable terms the calls of our sales- 
men. That put us on our guard and we watched 
carefully. 

“We had to change our method of control in order 
to keep more closely in touch with the men. We gave 


them more time on the floor where their approach and», 


manner with women was closely observed. 


“Changes were necessary, of course. Our methods . 
soon developed an idea of the qualities we. wanted. :: 


We dropped all requirements as to selling. record and 
employed only men who seemed to have the character 
we wanted and were industrious. We took care of 
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the selling qualities. Given a man of purpose who 
is willing to make calls and work at the job, with an 
ability to understand the merchandise, we can insure 
that he will sell. 

“One of our men is a high school boy working on 
his second job, another is a former machinist, another 
was a prize fighter in his day, still another is a 
chicken farmer, but they are all human. 

“The household appliance business needs good 
salesmen and so does this store and good salesmen 
must do something besides bring in a certain number 
of orders. We cannot afford in this store to lose the 
friendship of any family over the price of an electric 
refrigerator or a washing machine or any other arti- 
cle of merchandise, and we must send out salesmen 
who make a favorable impression whether they get 
the orders or not. 


Men Realize Advantage 


“It means much to a salesman to go into a house 
representing ‘The Smith Store,’ for that name is a 
household word in this community. Our men early 
realize this.. They learn it first of all from the woman 
herself. Then they talk to other salesmen represent- 
ing national companies and learn how hard it is for 
these men to get the doors open to them. Doors open 
easily to representatives of ‘The Smith Store.’ 

“Back of all of our selection is the picture we keep 
in mind ‘Would we invite this man to our home?’ If 
we have any doubts, we do not send him out to carry 
our banner. 

“Of course our men seldom ‘ring door bells.’. We 
supply prospects, most of whom are expecting a man 
to call. The days on the floor supply the men with 
almost as many prospects as they need, for hundreds 
of shoppers who had not the slightest idea of buying 
any of the larger appliances stop in our department, 
see a demonstration and get interested. 

“These are the people we are so particular about 
the character of the men we send to their homes. 

“This store was not quick to take up the outside or 
personal selling. The management did not like the 
idea at all but we found that it was practically neces- 
sary if we were to meet the ‘direct from manufacturer 
to congumer’ and other sales stories which were cutting 
in on trade. 

- “We have found that the people do not think less of 


‘the store for dignified efforts at personal selling. In 
fact; many’ people apparently expect some such effort 


to be made.to sell them and they often thank us for 
the effort we have made to bring appliances and other 
of the larger purchase items to their attention.” 




















New Goods to Sell 


Automatic Cooker 





The Majestic Electric Appliance Co., 
Inc., San Francisco, Cal, and Philadel- 
phia, Pa. recently placed on the mar- 
ket the Majestic Automatic Electric 
Cooker for domestic use. The cooker 
is entirely automatic, controlled by a 
time clock and self contained thermo- 
stat. Exterior is blue enamel, the in- 
terior and utensils aluminum. Insula- 
tion of 4-ply Johns-Manville Asbesto- 
cel. The cooker has a capacity of a 
meal for eight persons and is rated for 
600 watts 110 volt A. C. operation. 





Electric Corn Popper 


An electric corn popper 10 inches 
high, 7% inches wide and weighing 





about 2 pounds. The heating element 
is Nichrome, mounted in a porcelain 
insulator.. The capacity is said to be 
a half-gallon of popped corn every five 
minutes. Manufactured by the Excel 
Electric Co., Muncie, Ind. 





Presto Jr. Vacuum Cleaner 


The Metal Specialties Company, 338 
N. Kedzie Avenue, Chicago, IIl., have 
recently added improvements to their 
Presto Junior Electric Vacuum Clean- 
er, The new model weighs about 3% 
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pounds, like the former model it has 
a motor driven brush. Universal motor 
110 volt, 32 volt or 220 volts. Con- 
trolled by positive action toggle switch 
in. the handle. Equipped with 15 feet 
of cord and attachment plug. Motor 
housing and handle are finished in red 
and black crackle, fan housing in 
polished, aluminum, the dust bag is 
dark blue, stitched with red. 





New Automatic Floor Plug Range 


A new automatic floor plug range 
has been brought out by the Cedar 
Grove Stove, Cedar Grove, Wis., called 
the Electri-Cook. The range occupies 





about the same space as the average 
filing cabinet and is equipped with two 
ovens, one for cooking, the other for 
broiling, roasting and baking. 

One unique feature is the arrange- 
ment to have supply of hot -water 
without the use of additional current. 
Finished in white with nickel trim. 





Trouble Lamp 


The Rodale Manufacturing Co., 200 
Hudson St., New York City, is produc- 
ing a new trouble lamp, known as a 





“De Luxe” Set, with a reflector, guard, 


and hook, and rubber covered wire. 
Made with cord in 12 and 20 ft. lengths. 
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American Beauty No. 40 Washer 
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Features of the new American 
Beauty No. 40 Washer, brought out 
by the Getz Power Washer Company, 
Morton, IIl., are: Nickel lined copper 
tub with capacity of six sheets; cast 
aluminum agitator, design providing 
large water space under baffles which 
gives double washing action; all gears 
running in oil, gearcase containing 
main gears equipped with self-aligning 
roller-bearings: and requires no oil; % 
h. p. motor, frame of heavy channel 
steel; wringer of pressed steel equipped 
with balloon: type rolls, quick acting 
safety release.. 


Belden Flat. Floor Cord 


The Belden Manufacturing €émpany, 
2300 South ~ Western*Ave, Chicamo, 
Ill., recently developed a, flat, rubber 
insulated extension cord. for, running 
under rugs to ‘any part of a ream, @nd 
providing a connection for floor and 
reading lamps, fans, heaters, irons, 
electric phonographs and radio power 
units. This flat cord is not noticed 
under the rug, the soft rubber gives 
and does not cause the rug to wear. 
A four-foot cord connects the flat cord 
to the house outlet. An unusual feat- 
ure is the Belden soft rubber plug 
which will not break or crush. The 
other end of the flat cord is fitted with 
receptacle for a standard plug. 
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Give Yourselfa 
Christmas Present / 
in Profits! | 


Sell the 







Hand Cleaner 
Retails for $18.75 


Put it in your window—have it 
handy on your counter—a_ look 
means a sale. Day-Fan hand clean- 
ers are bear cats for work because 
of the wonderful Day-Fan motor— 
your trade will eat ’em up as Christ- 
mas presents. Work fast, because 
several thousand other dealers have 
had the same hunch. There will be 
Day-Fan cleaners under the Christ- 
mas Tree this year. Put some there 
yourself—and put Christmas profits 
in your pocket. 


Low Price—Big Profits— 
Quick Turnover! 


Order Today! 


DAY-FAN ELECTRIC CO. 
Dept. J. DAYTON, OHIO 

















Electrical Business Briefs 


RANVILLE P. ROGERS, for the past two years 

managing director of the Artistic Lighting 

Equipment Association, has been selected as man- 
aging director of the Electrical Supply Jobbers’ Asso- 
ciation. Mr. Rogers’ selection for this place ends a 
search of several months for a man to fill this position 
Present plans are that Mr. Rogers will continue to serve 
the Lighting Equipment Association. The executive 
office of the Jobbers’ Association will be removed from 
Chicago to New York, and Franklin Overbach, who has 
for many years been secretary of the Association, will 
continue in that position, as will E. Donald Tolles, East- 
ern Field Secretary. Mr. Rogers, prior to his connec- 
tion with the Lighting Equipment Association, had 
served as advertising and sales manager for several 
large companies and has had a rich experience in the 


merchandising field. 

5 FRED ROST, president of the Newark Electrical 
QO, Supply Co., Newark, N. J., has been awarded the 
Jobbers’ Medal and Purse for 1927, given under the 
James H. McGraw award. The special work which 
brought the award to Mr. Rost, long an active worker 
in the Electrical Supply Jobbers’ Association, was the 
organization of a correspondence salesmanship course 
for jobbers’ salesmen. Not only did Mr. Rost develop 
the lessons, but he organized a class of some 2000 sales- 
men and saw that the educational work was carried on. 








URDUE UNIVERSITY has recently completed a 

four-day short course in electrical farming. <A 
group of forty-one electrical men saw electrical equip- 
ment being used on the University demonstration farm 
and other farms in and near West Lafayette, Ind. Par- 
ticular emphasis was laid upon equipment that had 
proved useful on farms and warnings ayainst machines 
that cannot be used with profit. Dr. G. I. Christie, 
director of the Agriculture Experiment Association, 
stressed the point that urging the farmer to buy equip- 
ment that cannot be profitable to him will mean a set- 
back to the movement for rural extension of electricity. 





ERBERT H. FROST, chairman of the R. M. A. 

Show Committee, has announced that the second 
annual Radio Trade Show will be held at the Stevens 
Hotel in Chicago, June 11 to 15, 1928. Space arrange- 
ments have been made to overcome the handicap of the 
show last June, when demands far exceeded expecta- 
tions. Admittance to the coming show, as at the last, 
will be on invitation of the R. M. A. The annual ban- 
quet of the Association will be held during the week 


of the show. 





Price reduction is announced by the Metal Specialties 
Co. of Chicago on the Presto junior electric vacuum 


cleaner. The new retail price is $19.75. 


HARLES G. RICKLEFS, vice-president of the 

Beardslee Chandelier Mfg. Co., died Nov. 6. Mr. 

Ricklefs began his lighting career in the days of oil 

lamps and was one of the organizers of the David J. 
(Continued on page 38) 





























New Freed-Eisemann “All 
Electric” 





A compact, self-contained radio tube 
set operating directly from the house 
current, has been added to the Freed- 
Eisemann Radio Corporation, (Brook- 
lyn, N. Y.) line. The set the “60” 
is an “all electric” instrument with a 
totally shielded chassis and operating 
on a single control. 





Polymet Block Condensers 


The Polymet Manufacturing Corp. 
has placed on the market a number of 
condenser blocks containing the correct 
total capacity tapped in the proper 
places, for use in connection with vari- 
ous types of “B” eliminators and 
power amplifiers. The manufacturer 
claims that the working voltage under 
which these condensers are to operate 
has been studied and only the proper 
condenser sections incorporated in the 
blocks. 





Federal-Thor Electric Ironer 


A new Federal-Thor Folding Elec- 
tric Ironer Model 40 has been added 
to the line manufactured by the 
Federal Electric Company, 8700 South 
State Street, Chicago, Ill. The ironer 
has several new features among which 
are the enamelined shoe, heat spread- 
unit and non-pak full open roll. Other 
features are the self-aligning shoe and 
finger tip control. The machine is 
noiseless in operation. 





Combination Switch and Outlet 


One of the new products brought out 
by Harvey Hubbell, Inc., Bridgeport, 
Conn., is a combination convenience 
outlet and wall flush switch. No. 7163. 





The switch is the outlet and the outlet 
the switch. A quarter turn of the tap, 
which is the switch and the lights are 
on. A quarter turn to the left and 
the owiten is off. The double “T” tap 
is wired independently and is alive at 
all times. Small enough to fit any 
standard single gang outlet box. The 
No. 7164 is a combination of double 
“T”.slot receptable, controlled by a 
double pole switch. In this the switch 
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is used for the purpose of controlling 
the double “T” slot outlet. 





Frigidaire Ice Cream Cabinet 


Announcement of a two-hole self- 
contained ice cream cabinet constructed 
with a sealed tank in which calcium 
chloride brine or alcohol and water 
may be used, is made by the Frigidaire 
Corporation, Dayton, Ohio. The new 
cabinet is particularly well adapted 
for use by small ice cream retailers 
and ice cream manufacturers who sup- 
ply such equipment to retailers needing 
only two-hole cabinet equipment. The 
compressor, equipped with a 1/6 h.p. 
motor, is contained in the cabinet 
which measures 30 inches high, 20% 
inches wide, and 52% inches long, with 
a shipping weight of 530 pounds. 





Silvray “Spraylite” Lamp 


The Silvray Company, Inc., 55 W. 
16th Street, New York, manufacturers 
of Silvray system of indirect illumina- 
tion, has announced a new product 
known as the Spraylite Lamp. This is 








a standard lamp having a permanent 
reflector silvered directly upon it in 
such a fashion as to efficiently control 
the direction of light rays from the 
filament. The lamp is especially adapted 
to use in show windows, where it can 
be used without any auxiliary reflector. 


New Unbreakable Plug 


A rubber attachment plug has been 
announced by the Cutler-Hammer Mfg. 
Co., 611 12th Street, Milwaukee, Wis., 
which not only claims that the plug is 
unbreakable, but that it will not mar 
floor or furniture should it be dropped. 
The plug is light in weight. The ter- 
minals are fastened in a Bakelite strip 








embedded in the rubber base, and are 
held by rivet and anchor construction 
to the Bakelite. Staked screws prevent 
loss and save time in wiring. When 
used with rubber cord a dab of rubber 
cement placed between the two holds 
them firmly together. 


Eureka Adds Polisher 


The Eureka Vacuum Cleaner Com- 
pany, Detroit, Mich., has added a floor 
polishing attachment to the equipment 
for their Model 10 Vacuum Cleaner. 
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Handy Metal Rectifier Tube 





What is claimed by the manufac- 
turers to be an indestructible metal 
rectifier, has been placed on the market 
by the Interstate Electric Company, St. 
Louis, Mo. The tube is said to be made 
of solids, containing no glass, gas or 
liquids. It is contained in a heavy 
nickel tube with standard Edison base 
to fit the socket of any bulb type recti- 
fier employing a glass bulb. Designed 
to deliver a steady current of 2 am- 
peres in a charger built to charge a 6 
volt battery or operate in the bulb type 
trickle charger. 





Trico Fuse Pullers 


The Trico Fuse Manufacturing Com- 
pany, Milwaukee, Wis., recently placed 
on the market the new combined 
Midget Fuse Puller and Screw Driver. 
The little tool is made of horn fiber 
and is 5 inches long. One end has 
gripping jaws for handling small cart- 
ridge fuses % in. to % in. in diameter. 
The other, a screw. driver for use on 
small screws such as found on electric 
sockets, plugs, radio apparatus, etc. 
Especially adapted for use around 
radio sets as it is insulated and pre- 
vents shorts, the blade, which is metal, 
extending only % of an inch beyond 
the fiber handle. Mounted 20 to a dis- 
play card or can be obtained in small 
individual cartons. 





New Kolster Receivers 





The Federal Brandes, Inc., 200 Mt 
Pleasant Ave., Newark, N. J., recently 
brought out two electric models, oper- 
ating on the house lighting circuit. 
Model 6K is a full console housed in a 
walnut cabinet, the other, known as 6F 
is a small table model in a mahogany 
cabinet. Both models are 6 tube re 
ceivers, using the new AC tubes. 








Ihe Venus de Milo by 
Agesandros of Antioch 
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in The Louvre 








MEANS THIS: IN 
SALES AS IN SERV- 
ICE THE HOOVER 
“BEALS :A£8-1T 
SWEEPS, AS IT 
CLEANS” 
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LEADERSHIP 


Hoover has sold a greater total of cleaners than any other 
maker: Hoover last year enjoyed by far the greatest dollar 
volume in the industry: Hoover sales this year surpass last year. 
to October 1st by 28%. Every Hoover sale is a dealer sale! | 


THE HOOVER COMPANY 
NORTH CANTON, OHIO 


The oldest and largest maker of electric 
cleaners . The Hoover is also made 
in Canada, at Hamilton, Ontario 
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Now the Price is 


\ A Reduction 
\ $8192 “= 


<E. $5.00 
oi. 











Means 
Bigger Sales 
and Profits 
for YOU 


Nothing Changed 
but the Price 


The same superior work- 
manship—the same ex- 
cellent materials — the 
same guarantee. There 
has been no cheapening 
of the product. Greatly 
increased production 
makes the big price re- 
} duction possible. 


Put a demon- 
The l4~ strating sample 
on a counter and 


Ideal 
Christmas it will do the 
Gift a 
eet Junio r 
r e S to, “Whisk-Broom 
Size’”’ 


Electric et Cleaner 


We are now planning for 1928 


Stronger Advertising—More of it! 


The demand for Presto-Junior should be doubled, perhaps 
trebled, by our intensive advertising during the coming 
year. Such publications as Good Housekeeping, House 
Beautiful and Liberty Weekly are being used. This means 
big business. 


Surely You Want Your Share! 


seuneeeaeme (MAIL THIS COUPON) a 
METAL SPECIALTIES MFG. CO. (EG) 
338-352 No. Kedzie Ave., Chicago © 


Gentlemen: Please let me know just how you will cooperate with me to 
increase my sales of Presto-Juniors, also tell me about your advertising 
and sales helps for 1928. Without obligation, of course. 


Wem GRAMS nnn 0 ok 0d o0gde hee ee neat week h ocd gb os ceemoceccsscesesecsn 


oenst MODE ao onccgs 600-0060 6GREe O68 E 004000 CheREEEES occ ccrocccsecs 











Electrical Business Briefs 
(Continued from page 34) 


Braun Co., a pioneer firm in the manufacture of electric 
lighting fixtures. This company was consolidated with 
the Beardslee company in 1915 and Mr. Ricklefs con- 
tinued to be active with this company. Death resulted 
from pneumonia. 





ALTER RAUTENSTRAUCH, president of the 

Splitdorf Bethlehem Electrical Co., is spending a 
month in Europe in response to invitations to lecture 
before several societies on industrial engineering. 





ENRY TIDEMAN has been placed in charge of the 

engineering department of the Signal Electric 

Mfg. Co. Mr. Tideman was the organizer of the Menom- 
inee Electric Mfg. Co. 





EN all-electric radio receiver service men are con- 
ducting schools in various parts of the country for 
jobber service men. This special training is planned 
to extend to dealer service men as rapidly as possible. 





UTDOOR LIGHTING EQUIPMENT AND LAN- 

TERNS is the title of a booklet recently published 
by the Artistic Lighting Equipment Association. It is 
a presentation of this line of equipment for architects, 
dealers and others interested. 





HOMAS A. EDISON recently saw and heard him- 

self in the talking movies. This event was staged 
in his laboratory at West Orange, N. J., and was a 
reproduction of the interview between himself and E. W. 
Rice, Jr., that was broadcast on Edison night, Oct. 21. 
The picture film was recorded in Mr. Edison’s labora- 
tory during the interview and the voice film was made 
in the General Electric Co. laboratory at Schenectady. 
This was accomplished by the use of perfectly synchron- 
ized motors, which made possible the exact timing of the 
two films. The voice record is made on the border of the 
picture film and is the process that has been used ex- 
perimentally for reproducing music accompaniment to 
pictures and which it is expected will enable the smaller 
picture theaters to produce films with reproductions of 
music by master orchestras. Mr. Edison was able to 
hear his own voice, in spite of his deafness, by thrust- 
ing his head into the loud speaker. 





The New 1927 Line of 
HAAG WASHERS 


is the year’s biggest sensation in the in- 
dustry. Get behind the Haag line for 
bigger profits. Wire or write today for 
new catalog and full information. 


rrevewncod thes 


HAAG 


HAAG BROTHERS COMPANY 
PEORIA, ILL. 









































We Sell Electric Ranges 


(Continued from page 29) 


teachers in our High School, Junior High School and 
local college. While the students do not always re- 
spond, there is the knowledge that we have shown our 
interest and frequently a girl makes her first acquaint- 
ance with an electric range as part of a home equip- 
ment through this lesson. 

Then, too, we keep our “ears to the ground,” so to 
speak. In other words, we watch and listen for signs 
of interest in electric cookery. If a customer tarries in 
the vicinity of the electric ranges, the salesman makes 
his way to that part of the store and opens the con- 
versation on that subject. The name of the prospect is 
put in the file, and followed up diligently. 

We have a list of users of electric ranges and the 
cost of operation over a given period, the average being 
carefully figured. This is shown to prospects, for actual 
figures have more weight than theories. 

Why do people want electric ranges in preference to 
others? 

The reasons are as varied as the type of people who 
come into the store. Some like the looks of the electric 
ranges—and there is no denying that they are beauti- 
ful; some like the cleanliness of cooking with them; 
some are troubled by the high cost of cooking with gas; 
some are interested in the convenience of the electric 
stove. 

One customer in particular has “fallen in love” with 
a white range on our floor at the present time, and 
almost every visit to our store finds her looking at it 
longingly. She always says: “Just as soon as I can 
afford it, I’m going to have that range.” 

It would be most unwise to attempt crowding her de- 
cision, for she will buy when she feels she can, and will 
be a satisfied customer; after all, the store’s best ad- 
vertiser. 

Our salesmen are not electricians, and we turn the 
installation over to a company who makes a specialty 
of electric work. The customer may have a preference 
in this matter, and we do not urge any particular firm. 
Our own house furnishings man, W. F. Boldt, does the 
servicing. We study electric ranges by making careful 
use of the manual and advertising matter furnished by 
the manufacturers. We keep small booklets near the 
electric ranges, calling the attention of those interested 
to the various models, and giving them booklets to take 
with them. We inclose leaflets with our monthly state- 
ments, using judgment as to who would be interested. 

The city light plant handles electric ranges, but it 
is a municipal organization and does not push sales. 
Their competition is very fair, and frequently they turn 
the names of prospects over to us instead of going after 
them themselves. 

As the holiday season comes on, we shall watch for 
signs of interest and emphasize the advantage of giving 
gifts that count, that help all through the year as well 
as at holiday time. National advertising is a great help 
in this respect, and the small leaflets sent out by the 
manufacturers are most attractive. Early in December 
we shall begin displaying holiday goods, and make elec- 
tric ranges a prominent part of that display. 

No one can hope to sell all the electric ranges or all 
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“They Keep a-Running”’ 











\Y Horse Power Century Type RS Repulsion 
Start Induction Single Phase Motor 


Reliable Service 


for Refrigerators, 
Oil Burners and 


House Pumps 


The design and liberal mechanical proportions of 
Century % Horse Power Type RS Repulsion 
Start Induction Single Phase Motors are respon- 
sible for their having given quiet, carefree service 
for more than 13 years, under severe operating 
conditions. Some of the desirable features which 
contribute to their quiet, “Keep a-Running” abil- 
ity are:— 


Rigid, and free from inherent vibra- 
tion, due to liberal and scientific dis- 
tribution of material. 

ye No brush-friction noises. The brushes 
bear on the commutator only during 
the starting period—from 5 to 10 sec- 
onds, depending upon the connected 
load. No radio interference while 
running. 

3 Static and, running balance tests are 

applied to each armature, eliminating 
vibration to the greatest degree com- 
mercially practical. 
The Century Wool-yarn System of 
Lubrication, standard on all one horse 
power and smaller Century Type RS 
Repulsion Start Induction Single 
Phase Motors, assures at least one 
year’s continuous 24-hour-per-day op- 
eration without reoiling. 


Built in all standard sizes from % to 40 horse 


power. Temperature rise not more than 40° Cen- 
tigrade in the hottest spot. 


CENTURY ELECTRIC COMPANY 
1806 Pine St. St. Louis, Mo. 


For More Than 23 Years at St. Louis 











Y% to 40 H.P. 


Citi 


¥% to 40 H.P. 








MOTORS 
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The Eskimo Kitchen 
Mechanic is Needed in 
Every Home 





Here is the electrically operated mixer that the 
average man and woman can afford to buy, and 
the average family can use every day. 

It will whip cream, beat eggs, mayonnaise, light 
batters, malted milk, and mix cooling drinks. 

Retails at $7.00 
Including Mixing Bowl 
Write immediately for our attractive terms. 


The United Electrical Manufacturing Company 
Adrian, Michigan 
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Radio Tubes 


ALL STANDARD .TYPES 


Greatest Proposition in the Field 


The most complete support given Dealers and Jobbers 
with advertising, selling helps and broad-gauge policy 
to back them up on the platform that Gold Seals give 
extra satisfaction. Quality tubes in all standard types. 


GOLD SEAL ELECTRICAL CO., Inc. 
New Yor® 








BONE 


Sentinel ory 


Radio Power Units 


Are Positively 
GUARANTEED 


That’s the only kind you 
can afford to sell your trade 


t AG A YCTY Sentinel Division 
Wgrotiie / +‘ UNITED STATES ELECTRIC 
CORPORATION 





9705 Cottage Grove Ave., Chicago 
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of any other article sold in the community. There is 
only one key to success, and that is hard work, consis- 
tent cooperation on the part of every one in the organ- 
ization. 

While one man is in charge of the range department, 
the others are studying electric ranges, and talk them 
whenever opportunity is afforded. The greater the 
knowledge on any subject, the greater the interest. It 
follows, then, that if the sales force know electric 
ranges, they will be able to talk them and to make others 
interested. Invariably users of electric ranges are 
boosters, and keeping in touch with users, showing that 
the store’s interest did not end when the sale was com- 
pleted, makes friends—friends who will talk of the 
store, of the service, and of the electric range which 
is bringing lasting pleasure and satisfaction in their 
homes. 


Endless Chain of Washers 


(Continued from page 14) 
Ryan store that every home is a potential customer for 
a power washer. In some farm homes the price of the 
machine equals the value of all the other furniture. 


| Ninety-five per cent of the washer sales are on the 


installment plan with a $25 down payment and the 
balance divided over twelve months. In the case of a 
farm owner, the payments are divided to correspond 
with his income periods. A carrying charge of $12 is 
added and when payments are advanced a dollar a 
month is deducted. About 1 per cent of the machines 
are repossessed and these are refinished and sold at a 
price that makes a profit, thanks to the liberal first 
payment. 

It is Mr. Ryan’s observation that the average farmer 
has come to look upon a power washer as being as much 
of a labor saving necessity as a grain binder or a gaso- 
line pump. It is this growing attitude on the part of 
his farmer customers which enables Mr. Ryan to in- 
crease his volume. 


Radio Service Pays a Profit 
(Continued from page 15) 
incipient sources of trouble which might result in sev- 
eral calls later. All of these things are included in the 
report.” 

In line with the new policy of the store, wherein 
specialties rather than staple hardware are being fea- 
tured, radio sets and talking machines are sold on 
liberal terms. 

“In selling on terms,” said Mr. Laux, “we make it 
clear that we expect our money when due. We make 
sure that this and every other detail of the contract is 
understood and that we expect the customer to live up 
to it. If the payment is due on Saturday, he knows 
that we expect it then, and unless he comes in to ex- 
plain, a collector will call on Monday. We are not harsh 
about payments, but we demand a complete understand- 
ing and find that it pays.” 


Searchlight Wanted 


WANTED: Second-hand 24 inch G. E. Beacon, 
continuous Rotation Searchlight. Address Box 
115, care EvscrricaL Goons, New York. 



































The Title Is 


“Christmas Wiles for 
Future Smiles” 


The $15 Prize 
For the best title for picture in Sepia Section of next to 


last issue was won by 


Margaret H. English 
H. P. Aikman, Hardware 
Cazenovia, N. Y. 





Advertise Electrical Goods on Merits 
(Continued from page 17) 


for nothing, and can pay the price of the iron ($7.50) 
fifty cents down and one dollar a month for seven 
months. 

In other words, a $7.50 iron only costs the cus- 
tomer fifty cents, since the price is $7.50 and the gift 
is worth $6. 

The point here is how much good will this type of 
advertising do the electrical goods business? Will 
it develop confidence in the advertising of the retailer 
who does it or in that of any other electrical goods 
advertising? 

The answer should be as obvious as it would be if 
asked about ads Nos. 3, 4 and 5 reproduced here in 
miniature in which free offers of flour in No. 3, an 
allowance for old iron in No. 4 and an offer of a 
lamp and for an old cleaner in No. 5. 

These inducements obscure the main point in the 
ad, the purpose of which is to sell goods, even if there 
is no other detriment to the method. And their effect 
on the advertising of stores that want to build up 
business strictly on the merits of goods is also ob- 
vious. People in general get their impressions of ad- 
vertising not from the ads of one store in a city but 
from the advertising of all the stores. 

If enough stores advertise electrical goods strictly 
on the basis of merit, customers who are interested 
in the goods learn to depend on what the ads say no 
matter how far away from the practice one or two 
stores may roam. | 
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Untouched by competition! Em- 
bodies more improvements than any 


other Iron on the market. The iron 
every woman will welcome! Made 
of the best, yet costs little more in 
comparison. Heat delivered swift- 
ly in the right amount by three red 
buttons. Bakelite handle. Back- 
plug, with its attendant expense and 
annoyance, gone forever! And the 
oversized, heavily armored con- 
necting wire will last a lifetime. 
Quality, convenience, everything 
in the Dealer’s favor. 


De Jur 
Regulating -y Hest 


ELECTRIC IRON@ 


Write or wire us today for circular giving 
complete information. 


DeJur Propucts ©. 


195 LAFAYETTE STREET, NEW YORK ciTy¥ 
















Amazing cfeyA C radio tub 
eliminate batteries ay 


pio TUBES 10 
MARY HOUSE 


NEW R 








coming of AC tubes which 

would operate from house- 
lighting circuits have appeared 
in various newspapers, arousing 
a climax of anticipation in the 
public mind last spring. 

With the acquisition of a 
license by the Crosley Radio 
Corporation under a large group 
of patents controlled by the 
Radio Corporation of 
America, American 
Telephone and Tele- 
graph Company, 
General Electric 
Company, West- 
inghouse Electric 
and Manufacturing 
Company, etc., the Cros- 
ley AC Bandbox is pos- 
sible through the use of the 
new R.C.A. alternating current 
tubes, UX226 and UY227. 
These tubes utilize for their 
filaments and heating regular 
alternating current from the 
houselighting circuit. 

The current is stepped down by 
means of a transformer without need 
of rectifiers to supply the heat neces- 
sary for the functioning of the tubes. 
The converter box, which is included 
with the Crosley AC Bandbox can be 
tucked away out of sight. It is con- 


nected to the Bandbox by a cable 
and also supplies the current for the 


G comin in regard to the 


without 
tubes 


plate voltages on the 
tubes, replacing B bat- 
teries. 


Thus the Crosley AC 
Bandbox functions en- 
tirely from the regu- 
lar houselighting cur- 
rent without need of 
batteries, battery 
chargers, or any of 
the other usual para- 
phernalia which re- 
quires attention, care and early 
replacement. 


This set incorporates the famous 
Mershon self-healing electrolytic con- 
denser. It eliminates the danger of 
blowing out paper condensers which 
have caused so much difficulty in 
electrically operated sets. 


The Crosley AC Bandbox with the 
new alternating current tubes is 
truly revolutionary, and brings to 
the radio user an entirely new con- 
ception of care-free radio. This AC 
model, together with the battery type 
BANDBOX which works with stand- 
ard power supply units and storage 
batteries, is the country’s most talked 





ef radio! The popularity centers 
around two major factors: 


1. The imposing array of patents 
under which it is built. 

2. The number and quality of the 
features Powel Cresley, Jr., has 
built in it for the price! 

—And what value Crosley has added 

an: 

1. Complete shielding of al! elements. 

2. Absolute balance (genuine Neu- 
trodyne). 

3. Volume control. 

4. Acuminators for sharpest tuning. 

5. Single cable connections. 

6. Single station selector. 

7. Illuminated dial. 

8. Adaptability to ANY type instal- 
lation. 


Today’s radio must be adaptable to 
the home. It must fit into all kinds 
of conditions. Perhaps you have a 
bookcase corner—a desk compart- 
ment—a chest—or even a bureau 
drawer where it could be tucked 
away. Maybe you want it to be part of 
the furnishings, as an impressive con- 
sole or credenza cabinet. The Band- 
box fits in everywhere. 
























The metal outside case is easily and 
quickly removed. 


The set is solidly mounted on a stout 
steel chassis. As all controls are as- 
sembled together in the front, cabi- 
net panels are easily cut to allow 
their protrusion. The metal escut- 
cheon is screwed on over the shafts 
and the installation has all the ap- 
pearance of 

being _ built 


| 
to order. j (gl 
Two large | Rall 
furnitur le | 
manufac } 
turers — have' 
designed con-' ! 
sole cabinets 

















Mfg. Industries of Kokomo, Ind.) 
Powel Crosley, Jr. has approved 
them mechanically and acousti 
and has seen to it that the famous 
Crosley Musicones are built in them 
so that the best type of loud 
reproduction may insured. 

This is the kind of a radio you have 
been waiting for—the real direct 
electric set that requires absolutely 
no attention. What if it does run 
all night! Who cares? No run 
down batteries greet you in the 
morning. 

Write Dept. 132 for descriptive 
literature. 


Montana, Wyoming, Colorado, New Mexico and West, prices slightly higher. 





THE CROSLEY RADIO CORP. 


Powel Crosley, Jr., Pres. 
Cincinnati, Ohio 





“You're there with a Crosley” 
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Crosley is licensed only for 


Radio Amateur, Experimental and 


Broadcast Reception. 
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New! The Pressed Aluminum Tub 


The newest and, we believe, the most remarkable contribution to washing machine 
design of many years is now embodied in the Vac-A-Tap—the tub of heavy, hard, close- 

ained manganese-aluminum, pressed instead of cast. This remarkable new feature, 
Sevehined in co-operation with The Aluminum Company of America, offers advantages 
hitherto unobtainable in washing machine construction. Among these advantages are: 


Instead of being cast, the tub is formed in a heavy-duty press from 
sheet manganese-aluminum which has been rolled and re-rolled under 
enormous pressure, producing a hard, fine-grained, non-porous metal, 
with a smooth, unpitted surface. 


The addition of manganese to the aluminum gives the metal notable 
hardness, toughness and tensile strength, producing an exceedingly 
durable, long-wearing tub. 


The smooth satin finish obtainable in this metal makes the interior of the 
tub exceptionally easy to clean and to recondition after demonstrations. 


This exclusive new pressed aluminum tub is in keeping with the advanced design of 
the Vac-A-Tap throughout. The newly gentle “suction-squeezing” action of its Live 
Impellor, the speed and thoroughness of its cleansing, are setting a new standard in 
washing machine efficiency, meeting a long-felt need for safer washing. 


Because of the exceptional resources behind the Vac-A-Tap, dealers are assured the 
strongest backing and a generous profit opportunity. Territories are ample. Sales helps 
are comprehensive. Write or wire for franchise. 


THE VAC-A-TAP COMPANY, HOLLAND, MICHIGAN 





en THE VAC-A-TAP COMPANY 
Dept. E.G. Holland, Michigan 


Gentlemen: Please send us full Vac-A-Tap 
facts and full details of liberal dealer policy. 


Street... 


City. van NE ss 
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that sells 
utilities today! 


N? question about it— more and more 
4 “women are looking for smartness in 
household utilities. They spend their money 
primarily for style. 

Wise dealers are profiting from this situa- 
tion by displaying the handsomest, most 
up-to-date electrical appliances they can 
get. And their sales records show an in- 
creasing public recognition of the Royal 
Rochester line, which has been designed 
throughout to meet the dictates of present 
good taste. 

Every electric table utility that people 
want today is included in this distinctive 
line. Royal nickel urns and percolators in a 
variety of graceful, popular designs, two of 
which are shown on this page. Smart Royalite 
sets of hand-decorated china. The Royal 
Rochester Waffle Iron, handsomest thing 
of its kind. Royal Rochester Electric Iron 

Toaster—and other electric utilities. 

Good looks that will sell any woman. Per- 
formance that keeps them sold! 

Write for complete catalogue and dealer 
proposition. 








The Royal Rochester ‘‘Marie Antoinette’’ 
Electric Coffee Urn Set. Designed to meet the 
exacting tastes of the many women who now de- 
mand distinctive style as well as utility in electrical 
appliances. A set that will inspire the admiration 
of guests—as well as make good coffee. Quality at 
first glance—and all the way through! i 


The Royal Rochester ‘‘Louis XIV”’ Electric 
Coffee Percolator Set. Another up-to-the-minute 
design that is captivating women. A set that spends 
more time on the dining table than in the pantry. 
And, like all other Royal Rochester utilities, a nicely 
balanced combination of beauty and dependable per- 
formance. 








RoBESON ROCHESTER CORPORATION 


New York Office and Display: 
200 Fifth Avenue 


Factory and Main Offices: 
Rochester, N. Y. 














HARDWARE AGE for DECEMBER 8, 1927 


The mystic tones of Christmas 
Carols — reproduced with fidelity 
by the UTAH SPEAKER sound 
the ultimate in tonal quality 


én 


The most complete line— ranging from $10 to $100 
UTAH RADIO PRODUCTS CO., 1615 S. Michigan Ave., Chicago 
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| They Move FAST 
-and Pay YOQU a Liberal Profit. 
Here’s an ideal line 


for every month in the year! 


complete These new Bright Star 
S74 5 with lights are replete with dis- 














L tte aS a x 
at Ba rYe tinctive features, such as =a 7K = 
ia Belding Loop Hanser, | BRIGHT STAR | 
° . . with theFeldin foie) L | 
Security Switch, Twin- General Utility Flashiiont 
Supreme ta every: ; 


" Cushion Shock Absorber, oa 
new pattern Ribbed Fibre ag = = 
case, and many others. 


Dealer’s Cost $6.75 per com- 
plete unit, consisting of 6 
lights and 24 Bright Star No. 
10 Single Cells: 


6 Lights, complete, re- 
milatsids. .. . $876 


12 Extra Cells, for re- 
placementsales,at15c 1.80 


Dealer realizes. . . $10.50 





The attractive red display 
carton stands right on the 
counter and offers the 300- 
ft. range Focusing Spot- 
light ortheGeneral Utility 
Flashlight at a price that 
appeals to everyone. 


Now is the time to arrange 
for your holiday stock of 
these fast-selling Bright 
Star profit-makers—get in 
touch with your jobber 
today! 


Bright Star Battery Co. 
Makers of the famous Bright Star ¢ 
Flashlight Products, Radio 
Batteries and Dry Cells 
Hoboken, N. J. 
Branch: Chicago, IIL. 











5 EIGHTEEN YEARS BUILDING THE QUALITY LINE 
—_ momemmmectrmrnese cre 
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Cash in on this 
senor, Ullvertising 


sng 3 _ ie : : 





























We every Lady Dover iron you sell 
at the regular price, you will hand 
your customers free, a little Dover boudoir 
iron. This plan has been tested. It is not a 
new idea, but it has proven that the average 
dealer’s iron business can be increased 10 
times over a given period. 


Hundreds of dealers like yourself are sign- 
ing up now for the number of irons they 
think they can sell. Get your order in im- 
mediately, if you intend to reap the profits 
that other Dover dealers are going to get. 


Sell the Iron 
Women want 


Remember that Lady Dover has the ex- 
clusive Vea heating unit that cannot burn 
out. Women know about this. National 
advertising is telling more and more women 
about Lady Dover each month. 


Buy irons that se//. A dusty package is a real 
money loss to you. Hook up now with Dover 
forthe most profitable iron business you ever 
had. Mail the coupon below direct to the 
factory or call your regular jobber today. 
THE DOVER MANUFACTURING COMPANY 
Dover, Ohio 
3 


Mail This Coupon Today! 





















a 









Smashing ads in newspapers 
and Christian Science Monitor. | — 


“eh DOVER MFG. COMPANY 
Dover, Obio 
VEA VEA 
NO- cBuRegE T I would like to know more about the 
EATING Lasts T . rd : ” 
special Dover “Our Gift to You” offer 


ELECTRICAL APPLIANCES ot caits. 
THAT WILLNOT BURN OUT 


i SS eT rae Pee ies PE oe a 


eS > Sa ERP ee eee Se SNE ee 










i; = Ses Men 2s yee patos 





ba gos weit . ae 


Free mats ready for dealer newspaper ads 


My jobber is be Nt od SAS at 








4 
4 
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To Our Jobbers 











nO RT a r 
atic 
Autonet Roll 






a 


HORT Father 


GOOD PRODUCTS ~— Yes! and above all else GOOD FRIENDS 
































In most old-style flashlight switches, electrical 
contact is made by an uncertain sliding mecha- 
nism. In the new Ray-O-Vac flashlight, the switch 
és of rotary type. To open it, turn the handle 
with the thumb from left to right. It will stay 
open. This brings into view the plunger button. 
For intermittent or flashing light, gently press the 
button. If you want a steady, continuous light, 
bress the plunger button down rntil it locks. Then, 
to shut off the light, simply release the switch 
handle. It will spring back into the closed posi- 
tion, when it is locked against accidental dis- 











charee of the light. 
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A last... 


a flashlight trouble-free 


You have probably sold many a 
flashlight that is not in use now. 
Because it is not being used, it is not 
using up batteries. It is depriving 
you of battery sales. The switch may 
have stuck or short-circuited .. . 
perhaps the battery corroded after 
a long period of idleness and put the 
switch out of commission . . . The 
case may have cracked or become 
dented .. . or it didn’t give enough 
light because of a tarnished or soiled 
reflector. 

These things—that so often hap- 
pen to ordinary flashlights and that 
kill the sale of batteries for the dealer 
—are ruled out in the new Ray-O-Vac. 


How the new Ray-O-Vac 
Aashlight is built 


All the working parts—including the 
complete switch mechanism and bulb 
—are housed in one removable unit. 

Short circuits in the switch cannot 
occur, because the insulating parts 
are of bakelite, the perfect non-con- 


RAY-0-VAc 


FLASHLIGHTS - 


ductor. Instead of the less-certain 
friction method, a plunger makes 
the electrical connection. 

A shock absorber prevents the bat- 
tery from breaking the bulb when the 
flashlight is dropped or jarred... and 
even when the lamp is not screwed 
tightly in place, it continues to light, 
because a floating contact point in- 
sures connection with the current. 

The finely finished reflector is fully 
enclosed in the head unit and can- 
not be soiled when changing lamps. 

The barrel cannot break because 
it is made of heavy gauge brass, and 
it rarely dents, because the brass is 
fluted or ribbed and its strength 
greatly increased. 


How to display it 


Naturally, this new Ray-O-Vac 
flashlight — which is built for life- 
time service—will sell for more than 


This beautiful case has been especially pre- 
pared for displaying the new Ray-O-Vac 
flashlights. It contains nine flashlights— 
representing four different types of heads; 
both nickel and black cases, and both 2- and 
3-cell sizes. Here is the fullest, most varied, 
highest quality flashlight line that you ever 
showed yourtrade. Get this case and notice 

its effect on sales! 


flashlights made merely to sell at a 
price. That will mean larger sales. 

And being nationally advertised, 
sales will be easier and there will be 
more of them. To display these 
flashlights properly, a special case 
—as attractive as a chest of silver— 
has been designed (see illustration). 
Get it ...showit! Sales will follow 
just assurely aseverybody likes beau- 
tiful things and honest merchandise. 

‘Ask your jobber for further infor- 
mation or write us for particulars. 


FRENCH BATTERY 
CQMPANY 
MADISON, WISCONSIN 


Also makers of Ray-O-Vac radio batteries, 
Ray-O-Vac ignition batteries and Ray-O-Vac 
Rashlight and lantern batteries. 


























ath 


108 








HARDWARE AGE for DECEMBER 8, 1927 











RODALE 


"The House of a Thousand /tems” 


WE ARE MANUFACTURERS OF WIRING 
SPECIALTIES, HEATING ELEMENTS AND 
OTHER QUALITY ELECTRICAL PRODUCTS. 


= i 





A well rounded out line of clean 1 


electrical merchandise packed in . 
beautiful 3-color cartons for attrac- top) 


tive shelf and counter display. 


We Sell to Jobbers Only € 


Send for Catalogue No. 810. 





Rodale Mfg. Company 
200 Hudson St., New York 








PerOtbit 
epee & EF @ | 


j<wumn OUlO 


WIRING DEVICES 

















EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 


QUICK-TURNING, nationally advertised and 
profitable batteries. Order from your jobber. 


NATIONAL CARBON CO., Iwnc. 
New York San Francisco 


Atlanta Chicago Kansas City 
Unit of Union Carbide and Carbon Corporation 








IMMEDIATE DELIVERIES 


JACKES-EVANS MFG. CO. 
1944 N. MAIN ST. ST. LOUIS, MO. 


We are in position to make 


on Stove Pipe 
Stove Pipe Elbows 


Sheet Iron Heaters 
(Incl. all types of Gas Heaters) 


and Other Specialties 














A STOP 


hanging things on door 
knobs, light fixtures, on chairs or leaving them 


on the floor. 
USE 


GRAFFCO PICTURE HANGERS and PUSHPINS to 
hang articles of clothing, calendars, toilet articles, tele- 
phone books. Made of the best materials and offering a 
liberal profit to the dealer. Write for illustrated catalog. 


GRAFF-UNDERWOOD CO, 226 Washburn Ave. 














ar CA 


call A Profitable 
La Line To Sell 


Ferri 


Geo. W. Diener Mfg. Co. 
400 N. Monticello Ace., Chicago, Ill, 





ZA 


Ga Russell Jennings Mfg.Co. 


Satisfied 


Gog Customers 


at 





Profitable 


Chester, Conn. 21-132 








Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
these pages. Don’t wait for the 
jobber’s salesman. You may forget. 
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In one year 


Henry D. Ryder of 
Boonville, N. Y., sold 


$1,039.49 


worth of Hygrade Lamps 
in a town of 2000 
people. 


Yet Mr. Ryder writes 
“Before we took on the 
Hygrade line we did not sell 
enough lamps to pay for the 


Colored lamps have helped Mr. Ryder’s sales materially. 
The lamps in this window display are mostly colored and flash space they took up.” 
on and off. 


HYGRADE LAMP CO 


G OFFIC. 
ewmarource. () SatEM Mass 





























ELECTRIC COOKING DEVICES 





Conditions are changing in all merchandis- 
ing—including the hardware field. Alert 
hardware merchants are looking for new 
sources of business. Electric ranges offer 
an excellent opportunity for increasing 
sales and profit. Standard Electric Ranges 
are the product of the oldest exclusive 
makers of electric ranges. They are being 
successfully retailed by many progressive 
hardware dealers. We have an interesting 
proposition for you. Ask for details, and 
copy of the Standard catalogue. 


The Standard Electric 


Stove Company 
Toledo, Ohio 


“Standard quality is never questioned” 
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A LINE FOR PROFIT 












GM 








The drudgery and delay of yesterday’s house- 
hold are eliminated by electrical heating, cooking, 
cleaning, washing and freezing devices. 






These electrical appliances appeal to public con- 
venience as well as saving money and time. That 








means ready sales. 


You already have a regular business overhead 
and can come into “velvet” by selling these popu- 
lar goods. A sure, steady demand now exists for 
every item in the electrical and radio line. If you 
stock these and give the space that profit from 
them will quickly justify, this “electrical merchan- 
dise” can build your income from your present cus- 
tomers and bring you new customers as well. 











Cooperation. A Real Piece of It 


HARDWARE AGE is ready to serve you here as always. At con- 
siderable expense a feature supplement—“ELECTRICAL GOODS” 
Section of Hardware Age—is published every fourth week. Follow it 
closely. 








ELECTRICAL GOODS 
Section of 
HARDWARE AGE 
239 West 39th St., N. Y. C. 







% 
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“The Display Card Sells Em” 


That’s not a claim—it’s a quotation. Dealer 
after dealer reports like this: “People come 
in for something, see this display, and say: 
‘I believe I’ll take one of these along.’ ”’ 


It’s an old story that “goods well displayed 
are half sold.” We simply repeat it to remind 
you that if you aren’t displaying Anylite 
Regulators, you are missing sales. 


Write for particulars and prices. 


ANYLITE ELECTRIC COMPANY 


Fort Wayne, Indiana 














tig er 
Most popular B Power Unit 
for radio sets inthe world 


The Super B, illustrated above 
is only $292 complete with 
Majestic Super~Power © 
B ~RectifierTube: 


" GRIGSBY» GAUNOW~ HINDS - CO 4572 ARMITAGE AVE ,CHICAGO-ILL 

























THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 





The complete line of Wiring Devices 
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White 
MOOR: Enamel 
VHiTe Pen Household 
SEHOLD THUMM, Thumbtacks 
j sae In Attractive 
25c Boxes 


24 Boxes to Carton 
Dealers $4.00 


Send for illustrated 
folder and Price 
List of every kind 
of Thumbtack. 
Your customers 
pect the _ genuine 
Push-Pins 
Moore Push- 
less a , 
-Pj Used in Nearly 
Moore Push-Pin Co. a 
(Wayne Junction), Philadelphia, Pa. IHst. 1900. 


SEMOLD THUMBTA, KS 








DETROIT TORCH & MANUFACTURING CO. - Detroit, Michigan 


New York Office, B. S. Alder Co. - pag ae St. 
William P. Horn Co. - Rialto Bldg. n Francisco 
C.F. Gelieer oe ab) ow er oe Pf ‘ain St., Hee Conn. 
0. C. An a a 27 Washington Blvd., Chicago 
Grant-Chater Co. - © = ais Metropolitan Bldg. Toronto 





The GIANTGRIP se 


OVERSHADOWS ANYTHING ON THE MARKET 
REGARDLESS OF PRICE 


MEANS GREATER PROFIT TO YOU 

Heavy Nickel Plated ; 
ball bearing; 10” 

. Concealed 
moisture and dust- 
proof ratchet, oper- 
ated without ring. 
Triple hold alligator 
jaws, holding bit 
stocks, round, 


“Patent Pendin square and taper 
* * shank 4rills. 


GUARANTEED TO GIVE PERFECT SATISFACTION 
Send your trial order TODAY, request catalog No. 30 for other money 
making items. 

Several choice territories open to live representatives. 


United Hardware & Tool Corp., 72 Reade St., N. Y. C. 


ARMSTRONG BROS. Pipe Vises 
Make Fully Satisfied Customers 


Highest quality materials, superior design, 
excellent workmanship. Longest lasting 
vises made. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U. 8. A. 








Plain or enameled 
in colors 


STRATTON 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 
Made only by 
AntTI-Borax ComPounp Co. 
Fort Wayne, Ind. 








Seymour Smith “Handy Grass Shears” 


A complete line of 
Grass Shears, 
Pruning Shears and 
Tree Pruners. 
ABSOLUTELY 
_ GUARANTEED 
Send for New 
Manufactured by Catalog. 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Grakam & Co., 113 Chambers 8t., New York 


229 High Street 


Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


New Britain, Conn. 
Western Factory: Dayton, Ohio 











TAINTOR POSITIVE SAW SET 
All Steel 
Fully Guaranteed. 
Send for Free Book. 


TAINTOR MFG. CO., 113 Chambers St., N. Y. City 











Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds - 
the tack in position for driv- | i0 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 





GLASS "LE NOX” CUTTERS : 


eae I vita 

UNIFORMITY SERVICE 
“The Sooty in Lhe Praid Bar” 

AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


[BS ” S- BROWN @ SHARPE 
TOOLS 


£ MARK 


BROWN & SHARPE MEG 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
Process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point or depth of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. 


Dealers: 


139 SHELDON ST. 
HARTFORD, CONN. 


CONSTRUCTION 


the new SNELL Construction Bit 


Shiffe - stronger - tougher 


Write today for illus- 
trated folder and 
price list on this fast 
selling item. 


Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives: 
John H. Graham & Co., 113 Chambers St., New York City 














Our New Lower Priced Mincer 
No, 210 

With highly finished 
STAINLESS STEEL 
BLADE has a very 
sharp 5 in. cutting 
edge and burnished 
nickel plated 
handle. Sold 


by— 
Factory 
Representatives: 
John H. Graham 
= & Company, Inc. 
——_ 113 Chambers St. 


Sa ae New York City 
THE =Yoes- > Stincsis Porter St., 







New Haven, Conn, 


Banks (Patented) Removable Steel 
Clothes Posts for 
Wash Day 


We have added to our factory a PARKER- 
IZING PLANT which is a _ Patented 
Parkerized Process, making absolutely 
RUST PROOF Clothes Posts and Flag 
Poles. Not subject to weather or age ‘and 
retaining its bright green enameled finish. 
Made of the highest grade carbon steel tub- 
ing obtainable and will dast as long as the 
house. 

The ‘‘Ace of Clubs Top” our Trade Mark 
identifies. 

Prices reasonable. 
supply, write for folder; 
scriptive. 


BEWARE OF 
IMITATIONS 
oan ¢ 


If your jobber can’t 
which is fully de- 





Banks Steel Post Company 


128 Wakeman Avenue, Newark,: New Jersey 








Attractive Stores and 
quicker sales are made 


possible with GREEN’S 


Cabinets 


and 


Stock Boxes 
for the convenient han- 
dling of shelf hardware 
and all small parts. 





PRICE $9.00 
For this 25 drawer cabinet complete 
in oak finish. Size 25”x21”x11”. 
Other sizes and assortments at pro- 
portionate prices. 


The Green Co., Inc., 250 W. 57th St., N. Y. 


Write for new illustrated 
price list. 








ANCHOR 
All Steel 


TRUCKS 


Your customers will welcome an intro- 
duction to this truck. Made in all 
types and sizes. 

Ask your jobber for complete informa- 
tion or write to us for Catalog 102. 


Anchor Post Fence Co. 
9 E. 38th St., New York, N. Y. 
Branch Offices in Principal Cities 

STRONG as steel 

LIGHT as wood 
































Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless, 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 


USUEQ0G00OLOUONEQNS0UEOOELEIUULLAANSGNGCGEUOOEUUUUULLLLALOUL SASSER LAE 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 








re [ADD TIRE 
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2 [ADDERS 

=== =z: [ADDERS 
Se =a pl METHODS 
SS = To provide adequate storage facilities for 
=" shelf edad make it accessible and con 


venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and 

efficiency One style only-neat of design— 

attractively finished—any height — 
easily installed—meets most 

ts, Circular 


on request. 
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Classified Opportunities 





Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Opportunity Exchange Section eres eT 
Set Solid, Minimum of 5 lines. ... .$3.00 Each additional inch............ 4.00 Address your advertisements and replies to 





Positions Wanted Advertisements 
50% off rates quoted 





Hardware Age, Classified Opper- 





Each additional line........... 60 


Average 10 words to a line 


Allow One Line for Keyed Address 
Samples of merchandise, literature, catalogs, etc., 











All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line........... 80 | 4 insertions, 10% off; 8 insertions, 15% 
off 


Remittance Must Accompany Order 
requi 
4 be addressed to box numbers. 





tunities, 239 West 39th St., New 





Harpwars Ace is published each Thursday 
Forms close Nine > panes te date of 
publica 


ring more than ordinary reforwarding postage should not 











BUSINESS OPPORTUNITIES 


HELP WANTED 





FOR SALE—Hardware Business in rapidly growing town in Northern 
Bergen County, New Jersey. Yearly sales about $22,000, of which $17.000 
is cash. Inventory about $11,500. Can be varied to suit purchaser. 
Address Box H-753, care of Harpware Ace, New York City. 


HELP WANTED 











STOVE SALESMEN 


Thoroughly familiar with wholesale hardware and 
retail furniture trade for territories comprising and 
surrounding Carolinas, Virginias and Prairie States. 
Only men with intensive stove experience and estab- 
lished records for stability and production will be 
considered. Compensation will be adjusted satis- 
factorily and opportunities offered for advancement 
with established manufacturer. Applicants should 
give complete data covering past employment, per- 
formance, territories covered and references, and 
should be prepared to take the field in January. 
All information will be treated confidentially and 
interviews arranged at some convenient point. 
Address 


Post Office Box 1028, Atlanta, Ga. 











Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Olerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC, 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 








& 





Salesman Wanted to Cover Hardware Trade 


By One of America’s Oldest and Best Known Tool Manufac- 
turers—To Sell Inexpensive Line of Ice Tongs. Picks and= 
Shavers. Also Miscellaneous Tools Not a Part of Their 
Regular Line to the Trade. 


Drawing Account Against Commissions. 
Address Box H-771, HARDWARE AGE, New York City. 














POSITIONS WANTED 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THB WEBKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-6 











Manufacturer with high-grade line desiring to become better established 
with the Wholesale Hardware and Mill Supply Jobbers of the South has 
opportunity to secure services of man having years of experience and 
personal acquaintanceship in this territory, and is thoroughly capable of 
putting your line across. Only manufacturer of quality goods who is 
willing to pay well for ability to render high-class service considered. Am 
at present employed, but am looking for a larger opportunity, with its 
subsequent larger earnings. Address Box H-778, care of Harpware AGE, 
New York City. 





Hardware Salesman with large following in New England and New York. 
20 years continuous successful selling experience for large factories, wishes 
to, make change the first of year. At present managing small factory in 
Connecticut. 40 years old, married. Best references. Address Box 
H-751, care of Harpware Ace, New York City. 





Manager or Assistant Manager or Manager of Department. For owner 
who wishes to retire or who needs competent asststant. Over 20 years’ 
experience in various capacities. Wholesale and retail. Age 40, married. 
Can make change immediately. Address Box H-761, care of Harpware 
Ace, New York, N. Y. 








Leck Manufacturing Concern requires experienced salesman. Head- 
quarters, N. Y. C. Regular trips through adjacent territory averaging 
one-half of the year necessary. tate age, experience, references, ary 
desired, etc. Address Box H-736 care of Harpware Ace, New York City. 





EXPERIENCED HARDWARE MAN with good retail trade followin 
for Westside New York City and upstate—Highest quality sauouaal 
tools. Excellent side line. Address Box H-740, care of Harpware AGE, 
New York, N. Y. 





WANTED—SALESMEN to sell Builders Hardware lock line to retail 
trade as side line on commission basis in Iowa, Pennsylvania, Ohio, New 
Jersey, Delaware, Maryland or sections thereof. Write full particulars to 
Box H-762, care of Harpware Ace, New York, N. Y. 





Experienced hardware salesman to cover the city of Chicago to sell the 
jobbing and retail hardware trade. Must be well recommended. State 
experience and salary. Address Box H-757, care of Harpware Acz, 
New York City. 








HARDWARE SALESMAN—Experienced, available at once. Acquaint- 
ed with trade in Eastern States. Not adverse to territory or other lines. 
Age 29, married and well educated. A-1 references. Address Box H-742, 
care of Harpware Ace, New York, N. Y. 





Salesman in position to take over territory anywhere in United States. 
Wishes to make connections with reliable manufacturer. Seven years 
Jobbers’ Salesman, can furnish best of references. Write Box H-773, care 
of Harpware Ace, New York City. 








Retail Hardware Salesman with two years’ experience desires position 
with opportunity for advancement. Best of references. Address Box 
11-777, care of HArpware Ace, New York City. 


SALES ACCOUNTS WANTED 


Manufacturers desiring representation with either jobbers or retailers 
in Southeast have opportunitv for such through me. Headquarters At- 
lanta. Past experience of 20 years and knowledge of Southern Trade 
qualifies me for management of office or distributing warehouse or selling 
direct. Address Box H-775, care of Harpware Ace, New York City. 











Let US Help You Word Your “Want.” 








SALESMAN—Will represent manufacturers selling Hardware. Stove 
Jobbers and railroads season January to April, Maine to Colorado, com- 
mission basis, twenty years’ experience. Address Box H-776, care of 
Harpware Acre, New York City. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 








Manufacturers’ Distributor, wholesale and retail, established 15 years, 
large advertiser, selling to dealers, farmers, stockmen in Nevada and 
California by personal soliciting and mail, now handling complete line of 
fence material, corrugated iron, etc., desires to hear from manufacturer 
of flumes and other suitable lines. Address PAUL THOLL, Sparks 
Nevada. ; 





WANTED—Hardware, or house furnishing hardware lines for Chicago 
and Central West territory. Good following with the jobbing trade, also 
department stores. Have been selling trade in this territory for past 


fifteen years. Address Box 7252-A, care of HarpwarE Ace, Otis Bldg., 
Chicago, III. 








Old established firm in new South Wales, Australia, desires to represent | 


manufacturers of Builders’ Hardware, locks and novelties. First class ref- 
erences both bank and American. Representative will be in this country 
=< two months. Address Box H-774, care of Harpware AcE, New York 
ity. 








Can handle for Chicago, or the States of Illinois and Wisconsin, line of 
tools, builders’ hardware or specialties for the larger retail, department 
stores or jobber trade. Quantity business preferred. Am well acquainted 
with trade in territory mentioned. Address Box 7247-A, care of HARDWARE 
AcE, Otis Bldg., Chicago, III. 





Salesman, calling on wholesale hardware trade, auto accessory jobbers 
and manufacturers for over 14 years. During this time 7 years as sales- 
man executive. Territory West of Mississippi River. Age 40 years. 
References. Address Box H-765, care of HARDWARE Act, New York, N. Y. 





Experienced builder’s hardware man wants two or three good lines for 
the Pacific Coast by the first of the year. Will give these lines my entire 
attention. References. Address Box H-755, care of Harpware AcE, 
New York City. 


| SALES REPRESENTATIVES WANTED 











A $10,000.00 Salesman 


We require the services of an active salesman in following 
| territories: Chicago, Philadelphia, Baltimore, New York, 
| Buffalo, Pittsburgh. Line consists of Toys and Play- 
| things and Hardware Specialties. Men must have proven 
sales ability and broad acquaintance with buyers for 
Department and larger retail stores. Commission basis; 
no objection if salesman has one or two non-competing 
lines. 


THE PRESSED METAL PRODUCTS COMPANY 
6925 Colfax Road, Cleveland Ohio. 


WANTED 
| 

















VALUABLE SIDE LINE OPEN 


For Salesman Covering Hardware ‘Trade. One of America's oldest 
and best known Tool Manufacturers offers a side line of inexpensive 
ice tongs, picks and shavers for household use, also other miscel- 
laneous tools not a part of their regular line, Straight Commission. 


Address Box H-770, Hardware Age, New York City. 











SALES REPRESENTATIVES WANTED 











“We have openings for a few competent and respon- 
sible representatives who have standing with their 
trade. The back cover of this issue features a device 
which has been received with great enthusiasm by the 
Hardware Dealers throughout the country. It is a 
powerful inducement to secure an initial order. If 
you are in position to take on a very profitable and 
old established line of Rope and Cordage communi- 
cate with us. Only applicants of unquestioned ability 
and character will be considered. NEW YORK 
CORDAGE CO., 162 South Street, New York City.” 














SALESMEN WANTED—Experienced specialty salesmen wanted to 
cover the states of Ohio and Indiana with a popular selling line that is 
already established. Can be carried with other lines that are sold to Hard- 
ware Stores, Department Stores, and Lumber Yards. Address the Saco 
Mercantile €o., ilan, Michigan. : 





Established manufacturer producing well known lines of bathroom 
fixtures, bird cage stands and other specialties, desires to engage traveling 
man to sell above lines after January 1st on a commission basis. Write for 
territory desired and particulars. Address Box H-758, care of HARDWARE 
Ace, New York City. 





Manufacturers Agents or Salesmen calling on retail hardware trade that 
specializes on farm and contracting equipment. Also with household and 
sporting goods departments. Prefer men with state-wide territories. Year 
around demand for products. AMERICAN AWNING & TENT CO., 


| 100 Cummington Street, Boston, Mass. 





OPENINGS on rope and binder twine selling force in Eastern Pa., N. J., 
lll., Northern N. i Minn., Wis., Dakotas, Neb., Kans., Col., la., 


Cordage experience necessary; exceptional man_metro- 


Mo., Ky., Tenn. yrt 


politan district; full particulars first letter; references confidential. 
dress Box H-769 care of Harpware AGE, New York, N. Y. 








Manufacturer’s Representative Wanted 


For well known house furnishing line including Bathroom 
fixtures, Tubular Smoking Stand, Juice Extractor and 
Electric Hot Plates. Territory open, Maine, Vermont, 
New Hampshire, Ohio, South Carolina, Florida, Alabama 
and Missouri. Address The Beardsley Mfg. Company, 
Waterbury, Conn. 





i 





MANUFACTURER of fast selling proved specialty wants representa- 
tion in Eastern territory to reach jobbers of hardware and paints. Address 
Box H-743, care of Harpware Acz, New York, N. Y 








Old reliable manufacturer in the States wants commission men in Canada 
handle wire goods and light hardware calling on hardware and department 
stores. Address Box H-772, care of Harpware Acre, New York City. 


COMMISSION SALESMEN 
hand tools and hardware specialties. 
represented. Address Box H-638, 


IN EACH STATE for manufacturer of 
i Advise territory covered and houses 
of HaArpwarre Ace, New York. 





care 








Nardware Age. If you don’t see just what you 


HARDWARE AGE 





WHERE BUYERS and SELLERS MEET 


_ you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 


there is always some one who will be interested in your proposition. 


Rates on request. 


Opportunity 
Exchange Dept. 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


want, ask for it as 


239 W. 39th Street. New York 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenienee and not as a part of the advertising contract. E\very care will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 














A Bridgeport Screw Co.......... — | Display Material Co.......... 85 | Hurley Machine Co.........++- 8-9 
- é Bright Star Battery Co........ 104 | Disston & Sons, Inc., Henry.. 5 | Hygrade Lamp Co............ 109 
Acme Shear Co.. a se. 3k et errr eer — | Dixon Crucible Co., Joseph.... 96 
Ajax Electric Specialty Co...... — | Brown Fence & Mfg. Co., H. L. — | Domes of Silence Co., Inc..... — 
Alabastine Co. By erodes lod te Brown & Sharpe Mfg. Co...... 112 | Donley Mfg. Co., The........ == "4 
Alexander Hamilton Institute... — | Brush-Nu Co. ........++s0--+- — | Double Action Electric Co...... oe ; 
Allen Manufacturing Co...... 113 | Buckeye Alum. Co.......+.-.. —| Dover Mfg. Co...........005 105 | Imperial Bit & Snap Co....... _ 
Allen Manufacturing Co...... — | Buffalo Wire Works Co., Inc.. — | Duluth Show Case Co........ — | Independent Lock Co........- . 85 
Allith-Prouty Co. .......+..++ 81] Burgess Battery Co.......... — | DuPont de Nemours & Co., Indiana Rolling Mill Co........ — 
Alsteel Mfg. Co.............. wei. os! See ere — Borde cout i eedccdee es tiaee se — | Indiana Steel & Wire Co...... - 
Aiterter Bros. Co. .....02.03- 14-15 | Burnley Battery & Mfg. Co... — Ingersoll Watch Co.......... — 
Aluminum Cooking Utensil Co. — International Silver Co........ _ 
prone Goods Manufactur- E Interstate Electric Co........+. —~ 
MEPEPE chhseGathsescseVebns -- Irwin Auger Bit Co.......... ae 
er ae c ile Hiei Wes 23; sida cinv esos py fmede> oi ney ahaa eae 
Aésiieas Ghnte Go ** ~ | Gitte Begely Co...........2.. __ | Eagle-Picher Lead Co......... 3 “en Ry a i pee eeee oii 
wc ie anes LA itil ea ald a . Eberhard Mfg. Co..........0. Serer ee. re. Beenie nsan se 
American Flyer Mfg. Co...... — | Caldwell Mfg. Co............ 12 Iwan Brothers..........ccccee _ 
American Fork & Hoe Co...... 37 | Carborundum Co .......+..+- Ee ee teae> bene va 
American Gas Machine Co...... 40 Carolus Mfg. Co............. —_ Elastic Tip Co...ssesseeeess 7 
American Handle Co. ........ __| Casement Hardware Co........ — | Evansville Tool Works........ sii J 
American National Co. ........ — | Chaim Products Co............ agg iiadmaaaleha lah cs 
American Radiator Co........ __ | Challenge Refrigerator Co...... —_ Jackes-Evans Mfg. Co........ 108 
American Ring Co............ __| Chamberlain Co. ............ — Jennings Mfg. Co., Russell... 108 
American Saw & Mfg. Co..... 112 | Chamberlain-Haber Chemical Co. — F Johnson Arms & Cycle Works, 
American Screw Co. .......... _.. | Cheney & Sons, S..........0 _ b il Fey hea ou pt! Ar LOR 28 
American Shearer Mfg. Co.... — | Chevrolet Motor Co.......... —| F. & N. Lawn Mower Co., The — 
American Sheet & Tin Plate Co. ——| Chicago Roller Skate Co...... — | Fate-Root-Heath Co..........+. = 
American Steel & Wire Co.... 92} Chicago Solder Co............ OE ft Sent ANE Si <9 45 2v0» = K 
American Stove Co........... — | Chicago Spring Hinge Co...... 98 | Ferdinand & Co, L. W....... ne 
American Telephone & Telegraph Churchill Mfg. Co............ aad Fenegeregrs te aceeasaee™ td “> agoig aea aah e. 
RN A ae __ | Clayton & Lambert Mfg. Co.... — | Foster Bolt & Nut Co.......... 35 | Kawneer Co.....---sesseeeees _ 
American Wire Fabrics Corp.. 1 Clemson Bros., Inc............ — | French Battery Ne 107 Kelly Oe a A eee 31 
het Met & ek Oo... __ | Cleveland Stone Co., The...... ae Keuffel & Evser Co............ 95 
Anchor Post Fence Co........ 113 | Cleveland Twist Drill Co...... 81 el sage age ella ae 
Anti-Borax Compound Co...... 112 | Cleveland Wire Spring Co..... a4 G eee rt eo Bree. i, oF 
EE Es IDs bonne secs eas 111 | Coates Clipper & Mfg. Co.... — eayeene ee sree Rhos = 
Apex Stamping Co........... 11g | Coes Wrench Co............. 94 | Geier Co, P. A., The........ 6 noe ey ge eae sa 
Arcade Mfg. Co............-- 7g | Coldwell Lawn Mower Co...... — | Gendron Wheel Co............ — | Klein & Sons, Mv cisaccacess 100 
Armstrong Bros. Tool Co.... 112 | ©olumbia Tire & Rubber Co.... — | General Chromium Corp........ — Kohler Die & Spec. Co........ 84 
Armstrong Mfg. Co........... 97 | Columbian Rope Co.......... 75 | General Fireproofing Co........ — | Kraeuter & Co...+.ssseeeeeees 4 
Armstrong Mfg. Co.......... — | Comstock-Bolton Co............ — | General Wheelbarrow Co...... a 
Arrow Electric Co............ 111 | Congoleum-Nairn, Inc......... — | Gilbert & Bennett Mfg. Co.... 82 
Atkins & Co., E. C.......... __ | Connecticut Valley Mfg. Co.... — | Globe Stove & Range Co...... -- L 
Atlas Tack Corde ococooecccss 109 | Connors Hoe & Tool Co...... — | Gold Medal Products Co....... _ sae io 
, Consolidated Electric Lamp Co.. — | Goodell-Pratt Co............++ 23 some gp Tag ; ‘Co. “ oe 
Continental Paper & Bag Mills Good Housekeeping...........- —"l 5 ance &-onenow Mfg. a? EG 
WS te Goeeoeaa ch sk scwuess« — | Grdff-Underwood Co.......... 108 pshon — hy eae are 
B Continental Screen Co........ 84 | Grand Rapids Hardware Co.... 101 r ansdpert SW Go. Do..:.... 96 
Cook Company, H. C......... — | Gray & Dudley Co............ _ parte es: j.K gee =e 
Babcock Co., The W. W 8s CA, wee Oe Wises cucdsanwens — | Green-Case, Inc.........2eee08 maa ene ‘Leath > ‘Gieile Co fe. 
az cea ft Corbin Cabinet Lock Co........ 93 | Green Company, Inc., The...... ih res oe i 
Backus Jr., & Sons, A...... a) hese doobiieg ecard ate Libbey-Owens Sheet Glass Co.. — 
Saas Sat ot Ch.......... 113 Corbin Setew Carp. ..cccccese 112 | Greene, Tweed & Co pewabwes ae OD i Wilts akbayt. thn sun’ Se 
Bartlett Mfg. Co......0...-++ 8 irc, cmp ~- | Groeeeld, Tap & De Corp... 2) ravett Mie, Co..s<cs0sa00es- = 
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a a tts __ | Crescent PEE EM ciscesdeseess 85 | Griffin Mfg. Co......cc.ceeee 79 se me 
Beh & Co., Inc ing ey 84 Craseaas Arms Co. s.5cccccees — | Grigsby-Grunow-Hinds Co..... 111 ~ Sey ae ee 96 
ere eae - : Lupton’s Sons Co., Da 
a eee __| Cyclone Fence Co.........++. 38 | Griswold Mfg. Co...........-. = 
ge | eee — 
eS ee ee — 
Berry Brothers, Inc.......... — D H M 
Berry Lawn Edger Co....... — Mc Dougall-Butler Co., Inc...... — 
Bethlehem Steel Co.......... 113 | Damascus Steel Products Corp. — | Heller & Co., W. C.......... 99 | McKinney Mfg. Co......-.s00- 42 
Better Homes & Gardens...... —| Davis Tool & Engineering Co. — | Hercules Chemical Co........ — | Magazine Repeating Razor Co.. 13 
ee Oe Gs SH icine vabeens — | Day-Fan Electric Co.......... — | Hercules Powder Co.......... — | Malleable Iron Fittings Co.... — 
Bissell Carpet Sweeper Co.... — | Dazey Churn & Mfg. Co...... — | Herschel Mfg. Co., R........ — | Mansfield Tire & Rubber Co.. — 
Sl EES Scacctheresectcos — | De Laval Separator Co........ — | Hill Brass Co., N. N.......... 28 | Markwell Mfg. Co...........- ate 
Blaisdell Pencil Co........... eee S Deming Oe., TRE... 22 occ esses 118 | Hiilerich & Bradsby Co........ — | Marlin Firearms Co.........- an 
Bommer Spring Hinge Co...... 101 | Detroit Torch & Mfg. Co...... 112 | Hoeft & Co... 2... ccseccvcces — | Martin-Senour C6. .ccsscccces whe 
NY Ay BI Wn vecuseceves 118 | Detroit White Lead Works.... — | Hohner, Inc., M..........+.++ — | Martin Varnish Co.......2.<0- “a 
Boston Varnish Co........... — | Devoe & Raynolds Co., Inc.... — | Hoppe, Inc., Frank A.......... TOOT Sister See CO... sk viccece 119 
Bowen Products Co..........+ — |} Dexter Co. ..cccccccscccccce 7 | Horton Mfg. Co..........000. 106 | Maydole Hammer Co., David.. 33 
Boyer Chemical Laboratory Co., Diamond Calk & Horseshoe Co. — | Howes Co., S. M........4+4+ — | Mayes Bros. Tool Mfg. Co.... — 
[es caiveibaphbanwdarsee ane 82 | Diamond Saw & Stamping Co.. — | Huenfeld Co., E. H.......... — PV Oterkey Cb. Asics ccicstevcess ily 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenience and net as @ part of the advertising contract. 


No allowances will be made for errors or failure to insert 


Every care will be taken to index correctly. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 





Osborne High Grade Punches 





Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. 
Trimmers’ 


Leather Workers’, 
Tools. 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 


finest quality of materials. 


We stand back of every tool we make. 
Write for Catalog. 

Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





Arch Punches 


Revolving Punches 


Also: 
and Plumbers’ 


and Upholsterers’ 


Try us. 














HOLD-TITE 


A new 4 dozen package to 
retail at 10c., with a fine 4 
color counter card to display 
it. Sells on sight. Larger 
turnover. Greater profits. 
Order a trial case today. 





Rex Stamping Company 
Dor ES Riverdale. Ill. 











Quality Since 1869 


ROSLEY'S 


peg he ge Weather Strip embraces all ry op I 





to 


aeae op ae sa America for 58 years. 
Convenient to stock, easy to handle, and quick to sell 


profit to you. 
Dies Besley” 


senses distribu 


ond athe’ . 
Ubu oF ," 


s Quality Weather Strip from age job- 
We wil be glad to give you the name of the 
tor. Write us. 


Meta-Felt Seal-It 
od (Steel and Felt) 


The D. W. Bosley Company 
Chicago © 


Heat Seal 
(All Cushion) 


(Wood and Felt) 
Ecorom' 
(All Metal) 
















BULL @FROG- 
WHEELBARROWS 


Exclusive features of design and construction put the Bull 
Frog line in a class by itself. Our No. 101 is the last word 
in general purpose low priced barrow for home use. Other 
Bull Frog barrows, carts and scrapers for every garden, 
farm, mill, mine, contracting and industrial use. Write for 
catalog. i 









THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 








Branch Office and Warehouse 


Chicago 
69 E. Wacker Drive 






TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY.) 5 On O10): 38) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 








This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 


NIAGARA Rt STAMPING 


Dept. HA-6 
Niagara Falls, 


New York 





The Premaz Houseful 
creates sales and 
keeps your stock of 
numbers clean and 
orderly. 








WHERE a comparatively small a- 
m 


ceeding 150gallonsper hour) thc Deming 
Deep Well Pump, illustrated at the left, 
is an unusually efficient pumping unit. 
To insure quiet operation, the motor is 


ount of water is required ‘not ex- 


direct connected to the working 
head by means of a worm gear 
drive. For completeinformation 
about this and many other types 
of Deming Pumps and Complete 
‘WaterSystemssend forCatalogG. 
THE DEMING COMPANY 
Established 1880 Salem, Ohio 





HAND AND POWER PUMPS 
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| re You Getting Your Full Profit 
| ? ; 
: on Rope Sales: 
4 
q Sell rope BY THE FOOT—get your pounds to feet on all sizes from 3/16” 
a full profit. If you're selling rope BY to 114” diam. at any basis from l4e. 
§ THE POUND, consider the loss in to 40c. per pound. 
i . . Ls al 
é weight, through drying and ey The This patented calculator costs us nearly 
# weight of a coil of rope invariably de- $2.00 apiecd. It is not for sale but is 
a ing red during storage, but the length sent free on request to our customers. 
ie always remains exactly the same. 
a : : You too may have one of these hand- 
{ Our price calculator makes it easy to sitne metal calculators. Just: whatiod 
: sell wid make of rope by the foot. It it when you order your first 200 lbs. 
i eliminates guesswork, saves time and or more of our famous “NYCORD” or 
| satisfies your customers. “HIAWATHA” Manila rope. Your : 
f Just measure and cut the length—then satisfied customers will be plenty of 
4 ‘ , , a ; , 
q look at the CALCULATOR and there’s reason for continuing the line—partic- 
qi the selling price of 10 feet all com- ularly with the convenience of selling 
i puted for you. It converts prices from by the foot with the CALCULATOR. 
4 Better get your order in while they last. ; 
f We have openings for a few established representatives ; 
é 


NEW YORK CORDAGE COMPANY 
7 a 162 SOUTH ST. N.Y. CITY 
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